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How Much Per Person----and How? 


HERE is a merchant in the western part of 
Massachusetts who has a phenomenal business 
record. He sold last year shoes to the equiva- 

lent of $10 for every man, woman and child in his 
town, and it is no little village at that. 
his business would make many a big city store look 
sick. We are going to have something to say about 
that man and his methods, and it will make mighty 
interesting reading. 

But that is not what we propose to anal on in 
this editorial. It is the subject of population, multi- 
plied by shoes, and what you are doing about it. 
How many dollars per person in your town do you 
ring up with a merry cash register jingle each year. 
The real volume of shoes in this country is not sold 
in big cities. It is the everlasting labor of the mer- 
chant in the country town that is rolling up the 
billion dollar total. It is the small town merchant 
with the big town ideas who is making it possible for 
styles to be sold to thousands of people who never 
knew what “pretty footwear meant before.”” Many 
thanks to the silk hosiery folk. They made it possible 
for fine footwear to- cover many a timid Trilby. 
Many thanks, also, to the fashion papers, for a pretty 
dress and a short skirt, once bought, must needs have 
proper support, or rather, under-pinning, to reach 
the ground. 

One of the things that is going to bring the boys 
back to the farm is the fact that the corn-fed maiden 
in cotton hose and carpet slippers has disappeared, 
and in her place is as sweet and trim a girl as ever 
finished in a boarding school. Yes, indeed, great 
changes are being made in the social life of the country 
and “one foot on the gas” has made distance a 
pleasure. 

The population in cold census figures is false.. The 


The size of 


bloated days of 1919 kept swarms of workers in fac- 
tory centers, but in one year the welcome-home-again 
has given a healthy balance to the town’s population. 
What is more, new faces are to be seen in the village 
common. Small towns tell us: 

‘“‘Hard times—there isn’t such here. We've got 
the homes and the people and they do like shoes.” 

So there you are, builders of business. What are 
you doing to make good business in your town? 

A couple of Vermont shoe merchants went out 
West in January and met hundreds of fellow mer- 
chants. They talked shoes but they also talked 
Vermont granite. They were boosting their home 
stuff everywhere because it meant more business for 
somebody and that somebody could buy shoes. 
How about some shoe fellows coming East and 
talking up their local stuff in the larger markets. 
There is something more than the hyphen in co- 
operation. 

What is the population of your town? Divide 
your total sales by that number and see how big, or 
how little, you are in the business of your town. 
Ask yourself why. 

Then get up over your town somehow and look 
down upon its subdivisions. Here is a group of 
people who work in a cannery. Here are some who 
have a party every night. Here are others who get 
money and who know how to spend it. Figure out 
the per pair—per person ratio, and then go out and 
“get them.” Is your store in the right place? Is it 
the right store with the right merchandise and is it 
always “teasing folks to buy because service and 
pleasure can be had thereby’? Also what are you 
doing to make the town justify itself as a center? 

The sluggish shoe store is slipping fast. You can 
see it in those heavy front places where a window 
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display is crepe paper and ill chosen. What does 
population mean to that sort of store—only so much 
“bottier to show goods.” 

But look up—there is a store with a right sort of 
appearance and of service—that “go-get-’em’”’ style 
of merchandising—and it is selling its little old quota 
per person in the town and in the county. It doesn’t 
know what, competition is, except in town boasting, 
where it strives by day and night to “make life worth 
living.” That is what the shoe man can be in his 
town. Are you? 


Coming to Centers to Buy 


HERE are conventions leading the trade? 
‘That is the question. If they come in Spring- 

time and mean the invigoration of shoe selling to the 
public then they justify their existence, no matter 
what the cost. But four or five in one week and in 
all parts of the country! Those who swing around 
the convention circuit cannot do them all justice. 
Are they doing themselves justice? For example, 
you will remember that back in the days of the war, 
the Industries Board suggested that salesmen should 
postcard their customers and bring them to centrally 
located places, there to place orders, thus economizing 


time, fares and rail service. The theory was great. | 


It eliminated extravagance and stopped waste. It 
never got very far, for the war stopped and all busi- 
ness dumped everything which had been lined up 
by Washington. 

Now come the seasonable conventions with their 
central gathering of merchants and the exposition of 
merchandise as an ally thereto. Can it be that we 
are drifting right into that hoped-for “spot of con- 
tact’? Yes and no. Some merchants take seriously 
their trip to conventions and consider the salesman 
who exhibits at his own expense. They buy and the 
salesman need make no short trip off the main line 
to that merchant’s town. Then there are some 
merchants who look at lines and in encouraging con- 
versation say: “Well, pay me a visit. when you are 
pasing my town.” 

Which method will win out? Is there a chance to 
cut down the cost of distribution—to expedite busi- 
ness by combining the sample fair with the conven- 
tion—in one, a place to buy— in the other, a place to 
help sell what you have bought? 





Arctic Styles Approaching 


TYLE knows no boundaries. It is found in shoes, 
slippers, felts and rubbers. But what do you 
think about novelty four-buckle arctics? They are 
coming—so it is whispered. Here is the line-up! 
The fashionable function of the arctic in Winter 
is not to protect, but rather to serve as a modern 
carriage boot. The young girl on her way to school 
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or office “sloshes -along’”’ with flapping arctics, but 
once indoors she reveals neat’ and spotless turn 
slippers. Her carriage boots have a modern utility 
and a modern price and appearance. Two growing 
years of such style interest in an outer-boot has 
made some rubber men think in terms of novelty 
footwear. The result will be new outer-boots when 
another season swings around: 


Not the Last of the Lasting Tack! 


| ke about time for the “lasting tack” to reappear 
again. And soit has. The proprietor’s own wife 
got one in her foot and when the last doctor’s bil! 
was paid it made the year’s profit total look like per- 
foration confetti. This merchant swore that he 
would inspect every pair that came into his store 
thereafter. Good intentions, but when he was off 
attending a convention, low and behold! another 
little devil’s point ripped the foot of one of his best 
customers and he had a lawsuit to greet him on his 
return. All the good ideas he got conventioning went 
out of his head in the sulphuric welcome he gave this 
bit of news. If you value friendship, don’t go near 
his store, Mr. Shoe Salesman, unless you sell hosiery. 

This merchant is wondering if ““by bringing counter- 
suit against the manufacturer he is not within his 
rights." Of course, inspection is rigid, but tack 
pullers are human and carelessness is not decreasing. 
Shoe store stock people are not so eager to run their 
hands into shoes with “‘teeth in them.’ But there is 
going to be an answer to the lasting tack some day. 








Are Feet Changing? 


RE feet changing or are lasts improving? Are 
combination fittings making an entirely new 
stock of shoes necessary for the shoe store? There is 
much to be said orf feet and fitting and on lasts and 
shoemaking when once again store service means 
profit or loss. 

We have the most interesting response to the 
Baber inquiry as to American shoe fitting. The 
science of selling shoes makes more and more necessary 
the education of the store staff.. What combinations 
are there that mean more pairs rightly sold in your 
community? Have you tried a combination fitting 
on your own feet? 

Why is it that the majority of shoe men when you 
talk to them about the very shoes they have on their 
own feet, immediately tell of ““My most unusual feet 
and special lasts and:leathers.”” Shoe man—first fit 
yourself, then the public. We like the test a shoe 
merchant gives to the clerk he is on the point of 
hiring: ‘“Go fit yourself to a pair of shoes out of our 
stock. Take all the time you need, only get a fit.” 
On the way the boy fits himself depends whether or 
not he gets the job. It is worth trying. 
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Group of Delegates Photographed at Convention of Pennsylvania Shoe Retailers’ Association 





Question Box Develops New Merchandising 
Ideas at Pennsylvania Convention 


Scranton, February 22. 

FWNHE introduction of a “Question Box,” into 

which delegates dropped all manner of queries 

relative to the manufacture and merchandising 
of shoes proved a refreshing feature of the seventh 
annual convention of the Pennsylvania Shoe Re- 
tailers’ Association held yesterday and today in this 
city. Because of their timeliness some of the ques- 
tions and answers, elicited under the guidance of C. J. 
Mensch of Pittsburgh, are reproduced herewith: 

Question: If a store has bought at top prices, what 
percentage of depreciation should they take for in- 
come tax returns to get down to mark-up? 

Mr. Reineberg: In taking depreciation at the time 
of inventory, there is no absolute percentage that we 
can take. We must take the actual market value of 
that certain shoe or certain line at the time of taking 
the inventory, what it is worth to you to re-sell at 
the new market basis. 

Chairman Mensch: If you’re a little bit in doubt 
of what the price is, write the manufacturer before 
replacing the price and if sizes are broken, block off 
another dollar or two or three and be sure to get on 
the safe side. If you get too low, you get your money 
back again next year. 





What of the Future? 


Question: With the return of normality, will the 
shoe retailer be forced back to old-time markups? 

Mr. Schweriner: I claim that every shoe man that 
calls himself a shoe man and is capable of joining the 
craft should be in a position and have the knowledge 
to instruct his force of salespeople to such an extent 
that prices won’t have to go down where they have 
been or anywhere near it. Selling shoes is a pro- 
fession today. It means fitting your customers’ feet 
properly, and that service together with the knowl- 
edge you have of your goods will bring you the prices, 
providing, of course, that you have the merchandise, 
the style, the quality and the general surroundings 
that make up a good article for the foot—comfort, 
ease, pleasure or anything that you may call it. 
People are seeking their money’s worth and if they 
get it they will be satisfied. 


The Right Profit 


Question: What is the right profit? 
Chris Ludebuehl: Many merchants have answered 
this question in a way that spelled ruin. There is no 


profit if the customers buy at a price which takes 
(Continued on page 38) 
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Even Swings for the Juvenile Customers Are Found in the I. Miller Children’s Department 


Where the Environment Does the Selling 


a8 ATISFY the child first” is the slogan that has 
S been developed concretely in fitting up the 
‘“*Millerkin Shop,” the children’s shoe depart- 
ment, in the basement of the new Fifth Avenue store 
of I. Miller, the latest addition to retail shops in New 
York’s most famous shopping thoroughfare. The 
slogan also applies to the methods used in fitting 
and selling shoes in this store for infants and 
children. 

At first glance the Millerkin Shop gives the casual 
observer the appearance of a modern nursery. The 
woodwork, cases, chairs and other pieces of equip- 
ment are finished in ivory enamel. The ceiling is 
white and frosted lights enclosed in dainty parchment 
shades cast a soft but ample illumination on the whole 


room. 


Chairs Also for 
Mothers 


The business equip- 
ment consists of several 
comfortable chairs for 
the use of mothers and 
the older children, a 
platform with several 
small chairs for the 
smaller tots, and the 
shoe stock all carried in 


And Here’s a Fitting Stand—Ulilitarian and Beautiful 


wooden drawers, fitting into the wallcases. Each 
drawer carries all widths in each particular size of a 
style, and the stock is so arranged that the larger 
sizes begin at the top of each unit of drawers and 
extend to the floor. 

Separating the drawer units are wooden soldiers. 
several feet high and painted in brilliant reds, blues 
and other colors so appealing to the child’s eye. 
Above the stock drawers are display cases, in which 
the child appeal is carried out by mingling toys with 
the shoes. 


Bright Colored Decorative Frieze 


\ frieze of paintings decorates the top of the side 
walls. Several scenes illustrating the fairy story of 
Cinderella decorate one wall, and other familiar fairy 
tales or children’s scenes 
are used on other walls. 

For the amusement 
of the children there are 
swinging chairs, a small 
writing desk and table 
equipped with note 
paper and slate, and 
later on a sand _ box 
with toys and a set of 
story books will be 
added: On the opening 
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day ‘several tiny tots cried when forced. by parents 
with limited shopping time to cut short the period 
spent in the shop. 

A large glass display floor case serves as a counter 
in the hosiery department, which consists of a series 


of transparent cases. 


Saleswomen Have Real Love for Children 


In charge of the department is Miss Ida Bosch, who 
has had several years’ experience in the selling of chil- 
dren’s shoes. Miss Bosch spent three years with 
\. B. Holden in Chicago and almost eight years in the 
Brooklyn store of Hanan & Son. She also opened the 
Millerkin3 Shop in the I. Miller 42d Street store sev- 
eral months ago. Under Miss Bosch are three girls 
who all have had considerable experience in selling 
and fitting children’s shoes, and who have been chosen 
because of their natural love for children. This, 
according to Miss Bosch, is one of the essential points in 
running such a 
department suc- 
cessfully. Miss 
Bosch and the 
other girls are 
provided # with 
vray uniforms 
with white col- 
lars and cuffs 
and gray silk 
stockings and 
suede pumps to 
match. 


Gaining the 
Child’s Con- 
fidence 


“In selling 
children’s 
shoes,’ ’gsaid 
Miss Bosch, “the 
first important 
step is to gain 
the confidence 
of the child. 
We always try 
to satisfy the 
child, if its. de- 
sires are-reason- 
able, and then 
win the mother’s 
consent. It 
takes an endless 
amou nt of 
patience to fit 
children, and for 
this reason I 
have found 
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A Corner of the Children’s Depariment of the I. Miller Store—The Appeal Is as 
Much to the Adult as the Child 


women to be much more successful. at it than 
men. 

“But ability to humor a child is only part of the 
requirements. A knowledge of proper fitting .also is 
essential. Children, as much as grown-people, should 
be fitted with shoes of the proper length and width. 
No less important is the proper support to the arch. 
In many cases this is extremely important with grow- 
ing children. I have a rule that every sale made on the 
floor must be sanctioned as to fit, by myself, before 
the customer is allowed to depart. 

We are trying to build a permanent business, 
with repeat customers, and complete satisfaction 
and proper fitting are essential.” 


Hosiery Sold by Suggestion 


The department carries no infants’ soft sole shoes, 
but begins with kaks from No. 2 up. Boys’ shoes up 
to 2s are carried and growing girls up to 8s. In prices 
the low shoes 
range from $6.00 
to $8.00, the 
high shoes from 
$4.00 to $9.00 
and the growing 
girls’ footwear 
up to $13.50. 
Novelty shoes 
comprise most 
of the stock and 
a great range of 
patterns, colors 
and materials is 
presented for the 
selection of the 
customer. A 
complete stock 
of gold and silver 
strapped eve- 
ning slippers for 
children is 
carried. 

With each 
pair j{of shoes, 
the saleswoman 
is required to 
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the customer 
and this has re- 
~~ sulted’ in- build- 
ing:up a good 
business in 
children’s 
hosiery in the 
department in 
the 42d _ Street 
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QUESTION BOX DEVELOPS NEW MERCHAN- 
DISING IDEAS AT PENNSYLVANIA 
CONVENTION 
(Concluded from page 35) 

care only of cost to do business and fills at market 
rates a pay envelope for the distributor. The success- 
ful business man justly demands and gets something 
more as compensation for the satisfactory way he 
handles his risk. He is entitled to a percentage over 
and above all the items of his running expenses, plus 
salary, plus bank interest. 


Not Interest on Investment 


Profit is not interest on investment; it is not salary 
paid for managing the business. Both these are items 
which the proprietor should properly pay himself as 
investor in and manager of his own 
business. Whether he receives a 
profit above this depends in the long 
run on his ability as a business man 
to earn that profit from the people 
he serves, for profit is the owner’s 
return for the risk taken in pro- 
viding for the wants of his customers 
and community. The essential 
phases of this vital side of mer- 
chandising are, first, how gross and 
net profits average in different lines 
and trades; second, how to mark up 
on cost to secure a sound net profit ; 
and third, how successful men rec- 
ognize the meaning of profit and 
justly stand for it. 


The Cost of Selling 

Question: What is the average 
cost of expense for selling a pair of 
shoes? 

A. A. Smith: In the sale of about 
23,000 pairs of shoes in our store, 
the average price was around $6.80. 
It costs about $1.10 or $1.15 to sell those shoes in 
our stores. That’s a question that you can’t answer 
definitely, it depends on your own particular business. 
It costs all the way from a\dollar up to $2.75 per pair. 

Question: Which pays the best in the long run, 
style store or orthopedic store? 

Mr. Miller: In a town the size I am in, about 30,- 
000, we have to mix them up. You couldn’t have an 
exclusive store of either type. 


Sixty Per Cent Just “Ordinary”? Shoes 


Chairman Mensch: I think Mr. Miller is right 
In a small town I don’t think it is possible to conduct 
an exclusive orthopedic shoe store.’ Tthink it is up to 
every merchant to study his peculiar trade and cater 
to his trade because that is the principal thing. A 
strictly orthopedic store, if that is what is meant by 


C. J. Mensch 


Elected President for 1921 of the Penn- 
sylvania Shoe Retailers’ Association 
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this question, could only be operated in a fair sized 
city. Take a shoe store like ours. It requires a big 
study. If they only mean ordinary shoes or every- 
day wear shoes, then every store ought to have them 
and don’t forget that 60 per cent of all shoes sold 
throughout the United States are just ordinary shoes. 
The rest are style and peculiar. 


Good Year for Sport Shoes 


Then followed a discussion on styles conducted by 
A. A. Smith which disclosed the belief that the coming 
Summer will see a heavy run on tennis shoes, that 
tongue pumps will go “bigger”’ in the large cities than 
they will in the smaller cities and towns, but that it is 
the part of wisdom, nevertheless, to buy some of them. 
if only for advertising purposes; that the coming 
Summer will see an early and « 
record demand for sport shoes, but 
that there is a danger that the style 
will become common and play itse/f 
out later on; that it is not safe for 
the merchant in small communities 
to follow too closely the style lead 
of his brother merchant in the large 
cities because of the difference in 
temperament of the class of. cus- 
tomers had by each; that suedes will 
continue to be good after Easter: 
that glazed kid does not appear to 
be popular among women; that the 
best bet in heels for the merchant 
who buys only one style is the style 
intermediate between the full Louis 
and the baby Louis; that oxfords will 
be purchased as freely by women 
during the Fall of 1921 as they were 
during the Fall of last year. 


How to Increase Volume 


Increase of volume was the nex 
subject taken up and handled by 
George Geuting. He expressed the belief that the 
men’s shoe business does not develop the volume 
it ought, because the merchant does not put the 
same amount of thought into the purchase of style 
in men’s shoes as he does into the purchase of 
style footwear for women. Drifting to the subject of 
increasing business by means of leaders he said that 
leaders were always advisable but that they should 
not be shoes sold at a close margin of profit but shoes 
of a style developed by and peculiar to the merchant 
handling them. 

‘Develop individual shoes in your community that 
suit your particular trade,” he urged, “‘and be known 
by them. Put them over that way, but make them 
carry the burden of profit.” : 

He also urged the emphasis of the children’s busi- 
ness, not only for immediate profit, but because the 
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children, when older, already have been educated to 
buy in a store to which they are accustomed. 

The greatest stimulus, he said, in all branches, 
comes through the introduction of style and the best 
way to increase the sale of staples is to study the 
orthopedic side of the fitting game, stock a few staple 
styles and have them always in stock and let it be 
known among your customers that they can always 
come to the store with full knowledge that they will 
get what they bought before. Mr. Geuting closed 
by predicting that by the end of this year the 
average merchant will have a greater volume 
than he had last year. 

The first day’s session was taken up largely with 
reports of officers and committees and other more or 
less routine business. The convention closed with a 
banquet, election of officers and 
the adoption of resolutions. 


C. J. Mensch Elected President 


C. J. Mensch, of Pittsburgh, was 
elected president: S. S Schweriner, 
Reading, first vice-president; Mar- 
tin F. Murray, Wilkesbarre, second 
vice-president; CC. O. Hoffman, 
treasurer; Mr. Garmon, Philadel- 
phia, secretary; T. S. Machale, 
Scranton; M. T. Neuwahl, Altoona; 
Lee Reineberg, York; S. S. 
Schweriner, Reading; David 
Strumpf, Philadelphia, directors. 
Altoona was selected as the next 
convention city. 


Resolutions Adopted 


The resolutions urged the co- 
operation of the association with 
the Better Business Bureaus, the 
affiliation of the association with 
organizations interested in public 
affairs, the repeal of the excess 
profits tax, the luxury tax and the State mercantile 
tax and the substitution therefor of a non-inquisi- 
torial tax based on a simple system. The. association 
also went on record as favoring daylight saving, the 
importation of hidessfree of duty, the ethical conduct 
of business as defined in the resolutions adopted by 


the N.S R. A., and as being opposed to the sale of 


footwear direct from the factory or warehouse to the 
consumer. Still another resolution pointed out the 
mistake of putting off too long the placing of orders. 

The attendance at the convention broke all records. 





Business on the Up-swing 
Even the South Shows Unexpected Improvement 


Milwaukee, Feb. 21—At a meeting of Milwaukeé 
credit men at Hotel Pfister Friday night of last week, 





C. O. Hoffman 


Second Vice-president of the Pennsyl- 
vania Shoe Retailers’ Association 
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following a state convention held in Oshkosh, Na- 
tional Secretary J. H. Tregoe reported that even the 
southern states are showing unexpected and very 
material improvement in business conditions, es- 
pecially in the retail lines, said: that shoe merchants 
there are beginning to feel the uprise of custom which 
they honestly did not expect to come for another 
few weeks or eyen months, and pointed out that 
“back to sanity” is a slogan that is permeating into 
every nook and corner of the country. 

Several of the shoe manufacturers’ credit men said 
that so far as the shoe trade in the South was con- 
cerned, there was every evidence of a strong revival 
already in process and that “‘with the South getting 
into this frame of mind, the entire country was now 
on the forward movement in splendid shape.” 

John W. Thomas, vice-president 
of the Great Lake Trust Company. 
Chicago, in an address, said: “As 
to prospects, the marked improve- 
ments in textiles and leather are 
the really encouraging signs of the 
times. We have resources. Fi- 
hances are on a sound basis. Agri- 
culture has been marvélous. If we 
spread our surplus over the’ world. 
where needed, there would be a 
scarcity of shoes, textile products 
and many others, including food. 
We are beyond the point of low de- 
pression. Now, don’t let the pro- 
fessors figure you into gloom. 
Every business man’ who has re- 
plied to a recent investigation in 
an effort to find out what is really 
going on, points to facts that are 
mighty encouraging. It is only 
the ‘professors’—strange to say— 
who yet continue to see discourage- 
ment.” 


New Shoe Store Planned 


Leominster, Mass., February 23—Leominster is to 
have a new and very up-to-date shoe store in the near 
future conducted by J. P. Parent, Jr., and Rodney H. 
Brown under the firm name of Parent and Brown. 
Both partners until recently have been with the Lay 
Shoe Company, operating a chain of stores in this 
state. 

Mr. Parent, whose home town is Leominster. 
has been in charge of the Lay Shoe Company store at 
Fitchburg, and Mr. Brown has been in charge of the 
same company’s store at Greenfield. The new firm 
will start with a stock of Walk-Over shoes for men and 
women. Children’s shoes also will be handled. 

It is expected that the store will be opened 
March 1. 
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Indiana Merchants Back Their J udgment 
with Orders for Shoes 


Indianapolis, Ind., February 21. 

HEN the first session of the annual convention 

\ \ of the Indiana Shoe Association was called 

to order the registration records showed 

almost 400 merchants and traveling men in at- 
tendance. 

Tomlinson Hall was arranged so that it presented 

a series of booths of ample size attractively decorated, 


which provided ample display space for the hundred 
and eight lines on exhibition. 


Business Review by President Hart 


in calling the convention to order President 
Edgar Hart made a short review of business: condi- 
tions during the year, urged co 
operation on the part of both 
merchants and shoe travelers to- 
ward a better condition in 1921 
and congratulated the shoe mer- 
chants of the State of Indiana 
upon the good business methods 
pursued during the year, which 
reflects a healthy business con- 
dition far beyond what could be 
anticipated 90 days ago. 


Co-operation Urged by Travelers 


Following the invocation § of 
Rev. T. R. White, Harry Vockey, 
representing Mayor Charles. W. 
Jewett, welcomed the convention 
to the capital city. Homer Beal, 
president of the Indiana Shoe Trav- 
elers’ Association, on behalf of his 
organization, greeted the  mer- 
chants and _ congratulated the 
local committee upon the con- 
venient arrangement and attrac- 
tive appearance of the booths. He urged closer 
co-operation and pled for better understanding 
between shoe travelers and retail merchants. Presi- 
dent Beal stated that from his observations, business 
conditions are improving and he felt that all the 
merchants would go home with greater confidence 
in the shee business and in the general business 
conditions, of the country. 


N. S. R. A. Program Outlined 


T. C. Mirkil, in a general way, outlined the pro- 
gram of the National Shoe Retailers’ Association 
‘during the forthcoming year. He spoke of the work 
jaid out by the Legislative Bureau, which has been 


Edgar Hart 


1920 President of the Indiana Retail 
Shoe Dealers’ Association 


enlarged and broadened in order to accomplish the 
objects outlined by the national association. . An 
employment bureau is being arranged in order to 
secure more efficient salespeople in shoe stores and 
provide data on salespeople which shall be available 
to merchants. A bureau of statistics is being formed 
which it is hoped will provide information relative 
to size schedules, on various types of schools. that 
have proved efficient in both large and small stores; 
also data relative to wage schedules and salaries in 
various kinds of stores. Plans are being perfected to 
make the official bulletin of the N. S. R. A. larger 
and more effective. 


The Indiana Shoe Association, following the prece- 
dent set by the national convention 
at Milwaukee, eliminated stag enter- 
tainment and conducted a vaudeville 
program, operatic singing and danc- 
ing, as the first night’s entertain- 
ment. 

The Tuesday morning session was 
devoted entirely to inspection of 
lines. 


Merchants Bought Shoes 


Indiana merchants have con- 
fidence in the future and are 
displaying that confidence by buy- 
ing shoes. 

After calling the afternoon session 
to order, President Hart yielded the 
gavel to Roy Kanouse of Greens- 
burg, who acted as chairman of the 
meeting. 

The first speaker was Charles F. 
Coffin, president of the Indianapolis 
Chamber of Commerce and vice- 
president of the Indiana State Life 
Insurance Company. The gist of his talk was’ to 
answer the question, “What is the matter with 
business?” 


Coffin ‘Urges Moral ‘Business Principles 


In Mr. Coffin’s opinion there was no real reason 
for an advance in prices during the war, but only a 
condition which brought about the great inflation. 
Owing to the rush of getting things done quickly 
and the great demand for raw materials, manu- 
factured products and labor, “nearly all classes of 
citizens,” ‘said Mr. Coffin, “‘saw a chance of. in- 
crease in prices on whatever they had to ‘sell, ‘and 
took advantage of the situation. People ‘are 
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not yet satisfied with prices and _ conditions. 
Business has suffered a moral lapse. People 
have lost confidence in merchants, and banks have 
lost: confidence in business men. The solution is 


to get back to moral business principles—to the 
law of the golden rule and the ten commandments.” 





**Soft Times Are Going” 


Vir. Kanouse. in his humorous way, said that hard 
times were not coming. but “soft times are going.” 


America’s System of Economics . 
The next speaker, Howe S. Landers, took for his 
subject, “America’s System of Economics.” He 
called his hearers’ attention 
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H. €.°Hollis, who conducts the College Root Shop 
at Lafayette, said that his men’s business had keen 
materially increased within the last few weeks ky a 
showing of snappy oxfords in a medium krcwn shade 
with a medium square toe, made with hall straps 
and fancy punchings and pinkings. 





More *‘Pep”’ in Men’s Styles 

C. E. Young, manager. of the shoe department of 
L. Stratss & Co., said the best sellers in his stock at 
the present time were medium brown and black 
boarded calf, medium square toe with ball straps 
and fancy punchings. 

*““More pep, fancier patterns, lighter. shades 
will put men’s business 
where it belongs and 





to the fact that we were that 
day celebrating the 189th 
birthday of George Washing- 
ton, who was_ responsible, 
more than any other one 
man, for the American system 
of economics. The basis of 
this system is right of private 
ownership of property and 
guarantee of private profit 
derived from that business. 
He contrasted with this the 
Socialist and Bolshevistic 
system propagated by Lenine 
and Trotsky in Russia which, 
he said, direct 
opposite, 
government ownership of all 
property, and government 
control of all profits. 

**The safety of American 
American 


was. the 
communistic, or 


tailers’ 


business and 
business institutions lies 
in strict adherence to the 
American’ principle of 
economics, laid down by 
the founders of the 


government,” said Mr. 


New Styles in Men’s Footwear Bring 
New Business 


At the convention of the Indiana 
Retail Shoe Dealers’ Association, H. C. 
Hollis of Lafayette, 
town, reported that his men’s business 
had been materially increased by a show- 
ing of a medium brown oxford with a 
medium square toe made with ball straps 
and fancy perforations and pinking. dein. 

C. E. Young of Indianapolis, reported 
that the best sellers at the present time 
are oxfords of medium brown and black 
boarded calf, with other specifications 
similar to those described by Mr. Hollis ee” 

It will be recalled that the style re- 
ports of both the National Shoe Re- 
and the National 
Association of Boot and Shoe Manu- 
facturers recommended the stimulation 
of the men’s business by the introduc- 
tion of new, snappy styles. 
ness of these recommendations is becom- 
ing increasingly apparent. 


Association 


increase the sale of black 
shoes for both dress and 
street wear,” he said. 


“Don’t Forget the 
Roosters” 


Ind., a college S. Schwartz, Muncie, ex- 


plained what ailed the shoe 
business by saying, *“"We have 
all been giving almost our 
entire attention to the chick- 
Chickens are all right, 
but don’t forget the roosters. 
Believe me, the young roosters 
are just as anxious for styleful 
footwear as the young chick- 


Style Committee 
Appointed 
A committee was appointed 
to work out a style program 
and submit it to the members 
The correct- of the association. 


Lassor Agoos Dead 





Landers. 


Open Forum, Led by Logan 


Following this address, the convention session was 
converted into an open forum, under the leadership 
of E. C. Logan, Western editor of the “Boot and 
Shoe Recorder.” 
was confined to men’s shoes. 

It was the consensus of opinion of the Indiana 
merchants that the style program outlined by the 
National Style Committee on men’s shoes would 
help solve the problem of the apparent decrease in 
the sales of men’s shoes, with which problem mer- 
chants: are much concerned at present. 


The discussion of the. afternoan. . . 





President of S. L. Agoos 
& Co., Ine. 


Boston, February 24—Lassor Agoos, president of 
L.. Agoos & Co., Inc., died suddenly last evening at his 
jate home on Canterbury Street, Dorchester. The 
funeral will be held tomorrow, Friday, February 25, 
at 10° o'clock, from the © Congregation Adath- 
Jeshurun, Roxbury. Mr. Agoos was a man of about 65 
years, well known in the leather trade and in social 
circles as a philanthropist. He was the father of S. L. 
Agoos, president of the S. L. Agoos Tanning Com- 
pany, and of S. Agoos, president of the Standard Kid 
Manufacturing Company. 
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Present Prices Are Nearly Stable 


Pre-War Levels 


Will Never 


Again Be Reached—Labor the 
Dominant Factor and Labor 
Cannot Drop More Than 
Twenty-five Percent; It Is Quite 
Safe for the Merchant to Buy 


Shoes Today. 


By ANTHONY 


(This article by Mr. Geuting, of Philadelphia, was taken 
from an address made by him this week before the annual 
convention of the Pennsylvania Shoe Retailers’ Association 
at Scranton, Pa.—Ed. Note.) 


T has been estimated by economists that from 
I 90 to 95 per cent of the cost of all merchandise is 
labor. That is, if you take raw material at its 
source, and bring it to its completed state through 
the various stages of manufacture, it will be found 
that all but five or 10 per cent of its cost is labor. To 
illustrate: 

Timberland may be had at $15 per acre, but chop- 
ping down a tree at $5 per day makes the tree more 
expensive than it would be were it felled at a cost of 
$1.50 per day. Then logging that tree to the river 
bank with a team of horses, figured at $15 per day; 
then booming it down the river with loggers paid at 
$10 per day; then sawing it into lumber with high- 
cost labor and high-cost management; then trans- 
porting it to a furniture manufacturer with high 
freight charges; then finally manufacturing it.into a 
chair with cabinet makers at $1.25 per hour, using 
high-cost equipment necessary to fashion crude 
lumber into a finished product; then again shipping 
this finished article to stores where high-cost over- 
head prevails due to high-cost clerk hire, rent, etc., 
we have as a result a high-cost chair. In short, under 
the pre-war system of low-cost labor, lower overhead, 
a good chair could be purchased at $10. Today this 
same chair looks reasonable at $25. 


Labor the Fundamental Cost 


It is plain, therefore, that labor is the fundamental 
cost and always accounts for the cost of merchandise 
with such exceptions as in the cases of monopoly, 
scarcity or a collusion. These are exceptions in the 
great scheme of prices, and never apply to all lines of 


GEUTING 


merchandising at the same time, but only to such 
merchandise as is subject to manipulation, as was 
well exemplified in the case of our recent sugar 
prices. 

There are also exceptions which result in prices 
below cost of production—for instance, when surplus 
merchandise is created or where financial embarrass- 
ment takes place. Then such merchandise is thrown 
overboard and sold at a sacrifice regardless of the 
cost of production. So you see, the exceptions some- 
times favor low prices and sometimes high prices, bu/ 
the general price trend of all commodities throughout the 
world is based on the cost of production. 


Pre-War Levels Will Never Return 


Now to get back to our original question: “How 
long will the readjustment period last?”’ To this | 
wish to answer that the length of the readjustment 
period will depend upon labor. 

Will we ever regain the old wage scale? The answer 
to this question is generally conceded to be “No.” 
Therefore, our prices can never reach old levels and 
old standards. They are gone and must be forgotten 
and will never return again as far as we can see into 
the future. 


The Scant Effect of Cheap Raw Materials 


You can pick up newspapers daily and read of raw 
materials at a cost as low as pre-war prices. Well. 
what of it? We can buy timberland as cheap as before 
the war, but we cannot secure the trees from this 
timberland at the same price we could before the 
pre-war period, because the labor cost is higher, and 
it takes this high cost labor to convert a tree into a 
chair. The same is true of shoes. a 

We can buy hides for 10 and 15 cents, but when 
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converted into a finished product, due to the cost of 
labor and handling of this raw material, we have an 
expensive piece of merchandise. The answer is we 
are dealing in shoes and not in hides; and the sale 
price is regulated by the cost of labor through all the 
intervening stages from the time the goat is captured, 
or the time the calf is born, to the time the hides are 
made up into perfect pairs of shoes. 


Twenty-five Per Cent Reduction Is Maximum 


Therefore, you must judge the readjustment 
period entirely from the labor standpoint. In this 
you are just as good a judge of what is to happen as I. 
If good business maintains and labor is fully employed, 
it is reasonable to expect that labor will maintain 
pretty close to the present standard of wages. 

The most that manufacturers hope for is a 15 to 25 
per cent reduction. That, in addition to the greater 
labor efficiency which we also hope for, will reduce 
the cost of shoes and all merchandise to a degree, but 
my conclusions are that when 
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made the woman more beautiful than ever before in 
the history of the world. The short skirt, the at- 
tractive shoe, together with the charm of beautiful 
stockings, make an appeal that has never been sur- 
passed by a hat or glove or gown. 

Favorable business conditions are before us. We 
have the largest, the richest, the greatest consuming 
public in the world to deal with. Gradually the mills 
of commerce are increasing and soon our labor will be 
fully employed. The live merchant has nothing but 
prosperity to look forward to. 


Stable at Double Pre-War Prices 


There is just one great danger to which I invite 
your attention. Shoe retailers throughout the coun- 
try have to a degree become fearful, believing that 
the old prices might return. They are accordingly 
slaughtering their goods, feeling that they will be 
able to replenish their stocks at approximately pre- 
war prices. Gentlemen, you are making a mistake in 
this except on undesirable mer- 
chandise. 





all these things take place or 





are approximately fulfilled, 
shoes will still be based on 
about 100 per cent advance 
on pre-war times. 


Adjustment Has Reached 
Climax 


The great wave of price re- 
ductions has passed over us. 
The adjustment in the shoe 
trade has reached its climax. 
Its effect upon the shoe trade 
generally has been discounted. 
Prices that now prevail are 
pretty close to what the new 


‘Nothing But Prosperity”’ 


“Favorable business conditions 
are before us.. We have the largest, 
the richest, the greatest consuming 
public in the world to deal with. 
Gradually the mills of commerce 
are increasing and soon our labor 
will be fully employed. The live 
merchant has nothing but pros- 
perity to look forward to.” — 
From Mr. Geuting’s address. 


Just educate yourself and 
your public to think of the 
pre-war prices which we all 
have fixed in our minds. 
Double these prices and you 
have a fair basis upon which to 
figure in the future. For it ap- 
plies to wholesale prices as well 
as retail prices, and is a pretty 
safe basis upon which to figure 
your own stocks as well as the 
purchases you will make in 
the future. There may be a 
drop from time to time, but 
there is nothing in sight to 








standards will be. 

Future price reductions will 
come in quarters, and not in dollars, such as we 
have had during the last year. You can feel quite 
safe today to buy shoes and know they cannot be 
reduced greatly, so that our chief trouble—our 
chief anxiety on this score—is about over. 

There will be constant changes, but the changes 
that are to follow will not be such as will harm you if 
your merchandise is desirable. 

My advice is to do away with seasonable buying. 
Seasonable buying has been thrown into the discard 
by the wise merchants of the shoe trade. In place of 
this they have adopted a system of constant buying, 
keeping in closer touch with the market and making 
better turnovers. 


Trade Faces Prosperity 


The style element will be stronger than ever and it 
is one we should not discourage for the joy of living 
is the prerogative of the human family. The shoe has 


make me believe that we will 
buy shoes lower than at least 
75 per cent above pre-war costs. 


The Rut of 1910 


Do not again let our businesses get into the un- 
business-like situation we had in 1910 and previous 
to that. time when the shoe retailers of the great 
State of Pennsylvania could only show an average 
net profit on their turnover of but 1.3 per cent. No 
banker would dare to finance such a business today, 
and no manufacturer could feel safe in shipping his 
merchandise to dealers doing business on such a low 
standard of profit. ; 

Remember that you are rendering a great service 
to the public, and that you are not alone entitled to a 
fair and just return for this service, but it is your duty 
to conduct your business at a profit—for failure means 
demoralization. 


(Continued on page 47) 





\ N 7 HERE are the people of your community go- 

ing to buy their footwear during the com- 

ing season? 

it from you and the other local shoe merchants, or 

are they going to send away to mail order houses for 
what they want in that line? 

You know what you find in the big mail order 
catalogs—30 to 50 pages devoted to footwear, with 
colored inserts showing many of the styles in their 
natural colors, all made as attractive as possible. 
Every shoe named is pictured and fully described. 
Everything is done to make it easy for the catalog 
reader to order. 


Ought People to Buy at Home? 


This may mean serious competition. In the smaller 
towns and in the rural districts, probably two-thirds 
of the people have these catalogs in their homes. 

Are you going to make every effort to beat this 
competition, to get your share of the shoe business, 
or are you going to sit back with a wry face and com- 
plain that people buy from the mail order houses just 
out of pure cussedness and that nothing will stop 
them, nothing will make them admit that they ought 
to buy at home? We have heard merchants complain 
before-now that the local public has no appreciation 
of what.the local. business.men.do for the community, 
that the farmers, especially the farmers, send their 
money to the catalog houses and expect you to support 
the town and its institutions with your money. 


Money Apparently Saved 


Nothing could be more foolish than to claim that 
people buy from the mail order houses just to be 


Are they going to buy most of 


will 
sell the 
shoes 2 


mean. They buy there because they think they buy 
to better advantage. They may be right or they 
may be wrong. The point is that they think they are 
saving money, or getting more nearly what they 
want. They may be wrong, but as long as they do 
not know it, they keep on ordering in that way. 

You accomplish nothing more than to waste -your 
time when you kick about mail order buying and try 
to tell people that they ought to buy from you be- 
cause you are a local merchant and a taxpayer in the 
old home town. Whatever you may think people 
ought to do, they are going to be independent enough 
to keep right on doing as they please. 


What the Merchant Can Do 


Instead of spending your time and energy in trying 
to teach people what they ought to do, trying to make 
them buy from you from a sense of duty, work along 
the line of making them want to buy from you. You 
will never build up any business by trying to compel 
trade on a duty basis. It is human nature to follow 
inclinations rather than a vague sense of duty You 
cannot make many people believe it is their duty to 
buy from you. You can make them want to do so, 
though, by good advertising and selling methods. 

People will:-buy their shoes from: the shoe:house that 
asks most_persistently and efficiently for their business. 
The local merchant or the catalog house that goes 
after their trade and keeps going gets it in the end 


How the Catalog Pulls Business 


No mail order house may be concentrating on the 
trade in your territory, but all such houses arg reach- 
ing your way and, take them all together, they .cover 
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1. Work Hard 
Hard work is the best investment a man can make. 
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2. Study Hard 
Knowledge enables a man to work more intelligently 
and effectively. 
3. Have Initiative 


Ruts often deepen into graves. 
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1. Love Your Work 


Then you wil! find pleasure in mastering it. 
Po E £ 
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5. Be Exact 


Slipshod methods bring only slipshod results. 


6. Have the American Spirit of Conquest 


difficulties. 
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Ten Commandments of Success by Chas. M. Schwab 


Thus you can successfully battle with and overcome 


Copyright, La Salle Extension University, Chicago 
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7. Cultivate Personality 


Personality is to a man what perfume is to a 
flower. 


8. Help and Share With Others 


The real test of business greatness lies in giving 
opportunity to others. 


————— a a a a a 


JOO IC 


9. Be Democratic 


Unless you feel right towards your fellow men. you 
can never be a successful leader of men. 


10.. In All Things Do Your Best 


The man who has done his best has done everything. 
The man who has done less than his best has done 
nothing. 
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your field pretty thoroughly and effectively. They 
are competition .you must consider seriously. They 
are taking much more business from you than you 
realize. The post office and the express agent could 
tell you something about that. 


Catalogs are constantly coming into the homes of 


the people you consider your best customers. If you 
are asleep on the proposition, you may be sure this 


competition works while you sleep. You may awaken: 


too late and find that the catalog people have got the 
jump on you, that they have gone so far in getting the 
season’s trade early that your late efforts will not 
avail much. It is old advice to fight fire with fire, 
but the man who first gave it did not have in mind 
fighting a prairie fire with a tallow dip. Get your 
backfire advertising to combat the mail order cata- 
logs started early and make it important enough to 
amount to something. : 
Consistent Advertising Wins 

You can never build~up much business or hold 
your own in competition by doing a little advertising 
Spring and Fall. You must advertise all the year 
around and you must make your advertising con- 
spicuous and effective. People forget about you and 
what you sell unless you keep reminding them. The 
mere fact that you are there and presumably have a 
good stock of shoes does not bring you the business. 
Catalogs show people specific kinds of shoes and make 
them want them. That is what you must do con- 
tinually. 

The time to begin to advertise seasonable goods of 
any kind is before the demand comes. Your adver- 
tising should help people to decide what kind of shoes 











to buy and where to buy them. It is not enough 
merely to run the kind of an announcement that tells 
people where they can buy shoes if they have decided 
they want to buy the kind you sell. The catalog 
creates business. It makes people want what it offers 
for sale. Your advertising must work along that 
same line. 


The Best Worm Is the Early Worm 


The best business of the season is the earlier busi- 
ness. That is the business of the people who know 
what they want, who want stylish goods, who have 
the money to buy at any time. This early business 
helps very much in bringing you the later business. 

There is only one advantage offered by the catalog 
houses, and often there is not that advantage. The 
one advantage is a possible saving in the price. And 
even if the catalog house does not sell cheaper, it 
makes people believe it does. It says it sells cheaper 
and it always quotes prices, making people believe it 
is proving its claim. 


Advantages of the Merchant 


All the other advantages are with you, the local 
merchants. You can make immediate delivery with- 
out delay. You can guarantee a fit with no necessity 
for returning the goods. The guesswork of fitting by 
mail is eliminated in buying from you. There are no 
possible claims to be made against the transporta- 
tion company, no adjustments of differences or com- 
plaints at long distance. There is no transportation 
charge to be added to your price. No order has to be 
written out and no money order bought when buying 
from you. With you they see what they get and they 
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New York, Feb. 20—New York retail shoe mer- 
chants who were fortunate enough to attend the 
regular monthly meeting of the Retail Shoe Dealers’ 
Association of New York at the Bush Terminal ‘Sales 
Building on February 11, received some income tax 
information of a practical nature from Harry Her- 
skowitz, chairman of the New York District Appeal 
Board of the Bureau of Internal Revenue. 

Among the points of advice Mr. Herskowitz gave the 
retail merchants were the following: 

“In making your inventory for tax purposes do not 
arbitrarily charge off a certain fixed percentage for 
depreciation if you are taking your inventory on a mar- 
ket instead of a cost basis as now permitted. The 
revenue department will not allow such a method of 
arriving at market prices. Each lot of merchandise 
must be figured separately. 

“Preserve your original inventory sheets. They 
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get what they see and they can take it with them. 
You render services that cannot be rendered by mail. 
You can get a little more money than a catalog house 
and still have the balance in your favor, especially if 
you use your advertising to sell your services to the 
local public, letting them know what your advantages 
are. 
Don’t Make the Wrong Appeal 


There are more things than just price to be con- 
sidered in buying a pair of shoes and you can make 
such things obvious through publicity. 

When you want to bring the business to your store 
and keep it from the catalog house seek to interest 
people by showing them what you can do for them. 
Don’t be led into irritating them with advertisements 
along the following line: 


Buy at Home! 


Who support the local schools and churches? 
The home merchants. Who pay the taxes and do 
the work that makes this town a live place? The 
merchants, of course. Don’t send your money 
away to catalog houses that never do anything for 
your town. Don’t buy their cheap trash when you 
can get better goods right here. Be patriotic and 
buy at home. Etce., etc., ete. 


You waste your advertising space if you use it in 
preaching at people, telling them what they ought 
not to do and showing that you are sore about mail 
order competition. No matter how sore you may be, 
never let anybody see that you feel that way. 

You cannot get any business by telling people what 
they ought to do. They know they are independent 
and can do as they please and you drive them away 
from you by all this talk about the duty they owe 
local merchants. 


Points on How to Make Out Your Tax Return 








-_ ~~ 


may be asked for by the revenue agent in checking up 
your return and will be valuable to you then. 

‘Deduct all legitimate expenses in connection with 
your business, such as entertaining, business trips, etc. 
These need not appear on your business books—a 
memorandum in a pocket diary is sufficient, but don’t 
make your entertaining expenditures in even amounts, 
it looks suspicious to the revenue agent. 

“Do not include meals and lodging in traveling ex- 
penses. A retailer may include as a business expense. 
cost of his trips to conventions, style shows, etc. Manu- 
facturers also can include space hire at exhibits. 

“Shrinkage in security values does not constitute a 
loss unless the securities were actually sold at a loss 
before the end of the tax period.” ; 

These bits of advice, Mr. Herskowitz said, were given 
after a perusal of the mistakes ordinarily made in income 
tax returns that had come before the appeal boards. 


3C1c 





IIc 
ashe | a | | || he | || he | wh | we | whe es | mtr ts | we | wn 


INN 1 





Fs ness Ft oes eee Qt [ee [ee oe [sos oo To To] 


Should Avoid ‘‘Knocking”’ 


Make your shoes and your store service the sub- 
jects of your advertising. Get up’ advertisements 
that make certain lines look so good that your people 
will want them. Use the kind of advertising you 
know makes sales and refrain from saying the sharp 
things intended to take a fall out of the catalog buyers 
Don’t use your advertising to knock anybody or 
anything. 

The kind of advertising that brings you business is 
positive advertising that gives reasons why and 
invites trade your way, not the kind that says don’t 
do this or that, don’t buy out of town. 

Use the helps manufacturers give you in advertising 
their lines. Use window displays that give prom- 
inence to lines your public know by reputation. Do 
all you can to cash in on the value of known names 
and brands as against the unknown brands of the 
catalog houses. 


Change Displays Often 


Show the goods in the most attractive ways pos- 
sible, changing displays often, in order to present to 
the public a greater variety of lines. You can show 
the actual shoes while the catalog shows only pictures. 

The mail order catalog on the farmer’s table is a 
constant reminder of that source of supply. You 
must keep reminding those people of your store. 
You should advertise right to them with form letters. 
Do not let them forget you and your advantages. 

Your advantages can be made to bring the business 
your way, but it is only by keeping them before the 
public. Business goes to those who go after it and 
keep going, whether they sell by mail or in a local 


_store. It is up to you whether you get the bulk of the 


shoe business this season or not. 
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Des Moines, Ia., Feb. 23. 
ORUM discussions at 
kK which are to be taken 
up such pertinent sub- 
jects as prices, styles, serv- 
ice to the public. fitting 
methods and retail legislation will feature the 
annual convention of the Iowa Retail Shoe Dealers’ 
Association, to be held here March 8, 9 and 10.- 
Arrangements also have been made with the rail- 
roads to grant a special round trip rate of one and 
one-half fares. The program, as announced by 
President E. W. Hertzler, is in part as follows: 

Tuesday, March 8. 

1:30 P. M.—Address of Welcome, Mayor H. H 
Barton, Des Moines, Iowa; Response by President, 
E. W. Hertzler, Burlington, Iowa; 
“Something of Interest,” Frank 
L. Wilson, Washington, Iowa; 
“Responsibilities of American Citi- 
zenship,” Edw. F. Trefz, Chicago, 
Ill.; “Retail Legislation,” E. F. 
Cowperthwaite, Des Moines, Iowa; 
“Value of National and State Shoe 
Organization,” E. C. Logan, Chi- 
cago, IIl. 

7:30 P. M.—Traveling Men’s 
Entertainment. 

Wednesday, March 9. 

9:30 A. M.—lInspection of Dis- 
plays. 

1:30 ._P. M.—Forum_ Discussion . 

-“*Prevailing Retail Shoe Prices,”’ 
Milo A. Slade, Des Moines, Iowa, 
and C. H. Richardson, Webster 
City, Iowa; “A Few Slants at the 
Men’s Shoe Business,” F. W. 
Schramm, Burlington, Iowa; “In- 
stilling Confidence the Manufac- 
turers’ and Retailers’ Duty,” F. A. Miller, Colum- 
bus, Ohio ~ 

Forum Discussion—Service to the Public, Geo. F. 
Breck, Des Moines, Iowa; ‘‘Courteous Treatment to 
Customers,” A. L. Peterson, Red Oak, Iowa; “Fitting 
Stool and Measure Stick,” John R. Grigg, Min- 
neapolis, Minn. 

7:30 P. M. Banquet—Dr. Arthur Holmes, Pres. 
Drake University, Des Moines, Iowa, speaker of 


the evening. 
Thursday, March 10. 
9:30 A. M. Forum Discussion—‘‘Can Rubber 


Footwear Be Sold at a Profit?’”” Wm. H. Gernes, Ames, 
lowa, and Elmer Glaw, Waterloo, Iowa; “Style Vs. 
Price,’ John A. Bailey, Cedar Rapids, Iowa; “Mutual 


Prices, Styles, Fitting and Service 
to Be Dealt with by Trade Leaders; 
Retail Legislation Also to the Fore 





E. W. Hertzler shoe 


President of the Iowa Retail Shoe 
Dealers’ Association 
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Forum Discussions to Feature lowa Convention 


Insurance,” Henry* Hage- 
man, Cincinnati, Ohio. 

1:30 P. M—“How to 
Write a Shoe Ad,” W. S. 
Arant, Des Moines, Iowa; 
“Proper Method of Mer- 
chandising under Present Conditions,’ R. W. Stur- 
geon, Des Moines, Iowa, and Roy E. Stevens, Ot- 
tumwa, Iowa; “The Average Man.” Douglas Mal- 
loch, Chicago, Il. 





PRESENT PRICES ARE NEARLY STABLE 
(Continued from page 43) 
Five Per Cent on Turnover 

Do not, let false reports stampede you. Don’t let 
fake advertising values influence 
you to an endeavor to meet it with 
legitimate merchandise which can- 
not be produced for the prices 
advertised. 

We have learned that no business 
can survive that does not make at 
least five per cent on its turnover. 
We are entitled to 10 per cent, 

.which is hard to get because of the 
intensive competition. In this there 
is no profiteering. In this there is 
no unfairness to the public. In this 
there is nothing but honor and pride 
in your business. 





Don’t Underprice “Style’’ 
Footwear 

There’s a man whose idea on 
prices twelve or eighteen 
months ago was “anything the 
public will pay.” If you probe into 
the recesses where this man kept his 
conscience befere the lid blew off the world you'll 
find his idea of quality today is ‘‘anything the public 
will take.” 

The man who underprices good goods is making 
trouble for himself and conferring no real benefit on 
the consumer. 





More Army Shoes Wanted 


Washington, Feb. 24—An order is expected at 
the War Department almost any day now for bids 
on either 200,000 or 250,000 pairs of army shoes. 
Bids will also be asked soon for a small quantity of 
boots. 
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So far as weather is concerned, 

this has been a freakish Winter 

as merchants with boois on their 
shelves will testify 


Feb. 26, 1921 


Here, for instance, is a snou 
scene in Los Angeles, snapped 
while the rest of the country en 


joyed Spring breezes 








Prices Cannot Be Reduced 


So Declares Herbert T. Drake at Meeting in Boston 


Boston, February 23—Along with suggestions for 
booming the Boston shoe and leather exposition, to 
be held next July, members of the Boston Shoe 
Trades Club today heard a manufacturer state that 
in his opinion retail prices of shoes cannot be reduced 
for several months. 

The speaker was Herbert T. Drake, president of 
the New England Shoe and Leather Association, 
who was addressing a luncheon attended by many 
manufacturers, merchants and salesmen, and de- 
signed to present to the salesmen, who are soon to 
start on their Spring trips, plans for furthering the 
interests of the exposition. This event will be held 
July 11 ta 14. 

Mr. Drake stated also that in his opinion salesmen 
will, in future, have to make more than two trips a 
year and will be forced to keep in close touch with 
their trade from month to month. The speaker 
presented some interesting statistics to show 
the supremacy of New England in shoe manu- 
facturing. 

The luncheon was presided over by Major Charles 
T. Cahill, newly elected president of the Shoe Trades 


Club. In addition to Mr. Drake, another who spoke 
from the point of view of the manufacturers was 
Albert N. Blake, president of the National Shee and 
Leather Exposition and Style Show. Frank R. 
Briggs, president of the National Boot & Shoe 
Manufacturers’ Association, sent a letter which was 
ready by Thomas F. Anderson, secretary of the 
New England association. 

For the salesmen, the speakers were: Thomas A. 
Delany, president of the Boston Shoe Travelers’ 
Association; Charles F. Maxwell, a former president 
of that organization; A. L. Chase of Haverhill; and 
Edward M. Cox, president of the Southern Shoe 
Salesmen’s Association. 

Herbert C.. Towle of Boston, who recently re- 
turned from Milwaukee, where he was executive 
secretary of the National Shoe Retailers’ Exposition. 
also spoke. 

In his message, Mr. Briggs stated that those en- 
gaged in the industry must bear in mind that during 
the past six months production has been at its lowest 
ebb and liquidation as drastic as during the great 
Civil War. 








Watch Your Step 


Notwithstanding a large income, the ex- 
Kaiser is permanently quoted ex-dividend. 


* * * * 


Millions of eggs are coming from China. 
But who wants to tackle a china egg? 


* * * 


“Pay your income 
tax with a_ smile,” 
urges an editor. This 
would nearly be giv- 


“Rich man, poor man, beggar man, 

thief’’—the inevitable vicious circle. 
* * * * 

Speaking, as we were not, of being penny 
wise and pound foolish, we are glad to 
see that the pound is getting wise 
again. 

* * * * 
People who live 
in glass houses must 
get a real thrill these 





ing Uncle Sam _ the 
laugh. 


* * * * 


Following many 
other “drives,” may 
President-Elect 
Harding, taking the 
reins, start a drive 
for prosperity. 


* * * * 


The reported ap- 
pointment of Mellon 
to the new cabinet 
furnishes a_ fruitful 


days out of con- 
cocting their home 
brew. 
* * ok 
Charlie Chaplin 
isn’t worrying about 
high heel bills. 


* %* ** * 


The “dumping” of 
food into Europe is 
not objected to. 


* * * * 


The “Reds” cer- 





topic for political gos- 
sipers. 


It’s quite evident that the one-time “nigger in 
is now “hiding out” in the red 


oe Fe the wood-pile”’ 


l pile. 
To make a world- ee eee 


wide disarmament 
effective, all standing armies should sit 
down. 
* *# & * 
“Wealthy Americans fill Havana” reads 
a headline. And Havana, no doubt, re- 
verses the process. 


* * * * 


The leather industry could do a good 
turn by using some of its surplus leather 
on the hides of the calamity howlers. 


tainly cannot object 
to the new styles of 
rubber _foot- 
wear. 


* * * * 


Hides would not need to decline much 
further in price to be free. 


* * * * 


If cattle are purchased only for their 
beef, why go to the trouble of raising 
hides? 


* * * * 


Will the new tariff be high enough to 
protect home brew? 
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Gross Profit Percentage Table 


Prepared by McElwain, Hutchinson ¢ Winch of Boston 














EXAMPLE: What must a pair of shoes costing $3.30 | 
be sold for to give 33 per cent profit on selling price? | 


Find 33 per cent in the column at the left, headed “‘Per 
Cent Profit.” Follow the line to the column at the 
top of which is the cost price of $3.30. Under this cost 
price, in line with 33 per cent, is $4.93, the selling price 
that will give a profit of 33 per cent. 








COST 





$1.00 $1.20 $1.30 $1.40 $1.50 $1.60 $1.70 $1.80 $1.90 $2.00 
SELLING PRICE 
1.60 1.73 1.87 2.00 2.13 2.27 2.40 2.53 2.67 
162 1.76 1.89 2.03 2.16 2.30 2.43 2.57 2.70 
164 1.78 192 2.05 2.19 2.33 2.47 2.60 2.74 
1.67 1.81 1.94 2.08 2.22 2.36 2.50 2.64 2.78 
169 1.83 1.97 2.11 2.25 2.39 2.54 2.68 2.82 
1.71 1.86 2.00 2.14 2.29 2.43 2.57 2.71 2.86 
1.74 1.88 2.03 2.17 2.32 2.46 2.61 2.75 2.90 
1.76 191 2.06 2.21 2.35 2.50 2.65 2.79 2.94 
1.79 1.94 2.09 2.24 2.39 2.54 2.69 2.84 2.99 
182 1.97 2.12 2.27° 242 2.58 2.73 2.88 3.03 
185 2.00 2.15 2.31 2.46 2.61 2.77 2.92 3.07 
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COST 





Jae cor =6$3.50 $2.80 $2.90 $3.00 $3.10 $3.20 $3.30 $3.60 $3.70 $3.80 $3.90 

— SELLING PRICE 
25% 3.33 3. 3.73 3.87 4.00 41738 4.27 4.40 : 4.80 4.93 5.07 
26% 3.38 3. 3.78 3.92 4.05 4.19 4.32 4.46 4.86 5.00 5.14 
27% 3.42 3.84 3.97 4.11 4.25 4.38 4.52 4.93 5.07 5.21 
28% 3.47 3.89 4.03 4.17 4.31 4.44 4.58 ° 5.00 5.14 5.28 
29% 3.52 3.94 4.08 4.23 4.37 4.51 4.65 5.07 5.21 5.35 
30% 3.57 4.00 4.14 4.29 443 4.57 4.71 5.14 . 5.29 5.43 
31% 3.62 4.06 4.20 4.35 449 4.64 4.78 5.22 5.36 5.51 
32% 3.68 3.8: 4.12 426 441 456 4.71 4.85 . 5.29. 5.44 5.59 
33% 3.73 . 4.18 433 448 4.63 4.78 4.93 5.37 5.52 5.67 
34% 3.79 4.24. 4.39 4.55 4.70 4.85 5.00 5.45 5.61 5.76 


35% 3.85 4. 4.31 446 4.62 4.77 492 5.08 5. 5.54 5.69 5.85 
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GROSS PROFIT PERCENTAGE TABLE—Continued 


COST 
















TER CENT $4.00 $4.10 $4.20 $4.30 $4.40 $4.50 $4.60 $4.70 $4.80 $4.90 $5.00 $5.10 $5.20 $5.30 $5.40 


SELLING SELLING PRICE 


PRICE 




























25% 5.33 5.47 5.60 5.73 5.87 6.00 6.13 6.27 640 6.53 6.67 680 6.93 7.07 7.20 
26% 5.41 5.54 5.68 5.81 5.95 6.08 6.22 6.35 649 6.62 6.76 689 7.03 7.16 7.30 
27% 5.48 5.62 5.75 5.89 6.03 6.16 630 644 658 6.71 685 6.99 7.12 7.26 7.40 
28% 5.56 5.69 5.83 5.97 6.11 6.25° 6.39 653 6.67 6.81 694 7.08 7.22 7.36 7.50 
29% 5.63 5.77 5.92 6.06 6.20 634 6.48 6.62 6.76 6.90 7.04 7.18 7.32 7.46 7.61 

Ws 5.71 5.86 6.00 6.14 6.29 643 6.57 6.71 686 7.00 7.14 7.29 7.43 7.57 7.71 
31% 5.80 5.94 6.09 6.23 638 652 6.67 6.81 6.96 7.10 7.25 7.39 .7.54 7.68 7.83 
32% 5.88 6.03 6.18 632 647 6.62 6.76 6.91 7.06 7.21 7.35 7.50 7.65 7.79 7.94 
33% 5.97 6.12 6.27 6.42 - 6.57 6.72. 6.87 7.01 7.16 7.31 ‘7.46 7.61 7.76 7.91 8.06 
34% 6.06 6.21 6.36 6.52 6.67 6.82 6.97 7.12 7.27 7.42 7.58 7.73 7.88 8.03 8.18 
35% 6.15 6.31 646 662 6.77 692 7.08 7.23 7.38 7.54 7.69 7.85 8.00 8.15 .318 








COST 











PERCENT $5.50 $5.60 $5.70 $5.80 $5.90 $6.00 $6.10 $6.20 $6.30 $6.40 $6.50 $6.60 $6.70 $6.80 $6.90 






















10 SELLING SELLING PRICE 

| 25% 7.33 7.47 7.60 7.73 7.87 8.00 8.13 8.27 840 8.53 8.67 8.80 8.93 9.07 9.20 
20 26% 7.43 7.57 7.70 7.84 7.97 8.11 8.24 838 8.51 8.65 8.78 892 9.05 9.19 9.32 
24 271% 7.53 7.67 7.81 7.95 8.08 8.22 8.36 -8.49 8.63 8.77 8.90 9.04 9.18 9.32 9.45 
29 28% 7.64 7.78 7.92 8.06 8.19 8.33 8.47 8.61 8.75 889 9.03 9.17 9.31 9.44 9.58 
33 29% 7.75 7.89 8.03 8.17 831 845 8.59 8.73 8.87 9.01 9.15 9.30 9.44 9.58 9.72 
38 30% 7.86 8.00 8.14 8.29 8.43 8.57 8.71 8.86 9.00 9.14 9.29 9.43 9.57 9.71 9.86 
13 31% 7.97 8.12 8.26 841 8.55 8.70 884 8.99 9.13 9.28 9.42 9.57 9.71 9.86 10.00 
18 32% 8.09 8.24 8.38 853 8.68 882 8.97 9.12 9.26 9.41 9.56 9.71 9.85 10.00 10.15 
13 33% 8.21 836 8.51 8.66 8.81 8.96 9.10 9.25 9.40 9.55 9.70 9.85 10.00 10.15 10.30 
8 34% 8.33 8.48 8.64 8.79 8.94 9.09 9.24 9.39 9.55 9.70 9.85 10.00 10.15 10.30 10.45 
4 35% 8.46 8.62 8.77 8.92 9.08 9.23 9.38 9.54 9.69 9.85 10.00 10.15 10.31 10.46 10.62 












COST 













PER CENT $7.00 $7.10 $7.20 $7.30 $7.40 $7.50 $7.60 $7.70 $7.80 $7.90 $8.00 $8.10 $8.20 $8.30 $8.40 


















PROFIT ON 
SELLING i; SELLING PRICE 
) 25% 9.33 9.47 9.60 9.73 9.87 10.00 10.13 10.27 10.40 10.53 10.67 10.80 10.93 11.07 11.20 
: - 26% 9.46 9.59 9.73 9.86 10.00 10.14 10.27 10.41 10.54 10.68 10.81 10.95 11.08 11.22 11.35 
27% 9.59 9.73 9.86 10.00 10.14 10.27 10.41 10.55 10.68 10.82 10.96 11.10 11.23 11.37 11.51 
28% 9.72 9.86 10.00 10.14 10.28 10.42 10.56 10.69 10.83 10.97 11.11 11.25 11.39 11.53 11.67 
29% 9.86 10.00 10.14 10.28 10.42 10.56 10.70 10.85 10.99 11.13 11.27 11.41 11.55 11.69 11.83 





30% 10.00 10.14 10.29 10.43 10.57 10.71 10.86 1100 11.14 11.29 11.43 11.57 11.71 11.86 12.00 
31% 10.14 10.29 10.43 10.58 10.72 10.87 11.01 11.16 11.30 11.45 11.59 11.74 11.88 12.03 12.17 
32% 10.29 10.44 10.59 10.74 10.88 11.03 11.18 11.32 11.47 11.62 11.76 11.91 12.06 12.21 12.35 
33% 10.45 10.60 10.75 10.90 11.04 11.19 11.34 11.49 11.64 11.79 11.94 12.09 12.24 12.39 12.54 
34% 10.61 10.76 10.91 11.06 11.21 11.36 11.52 11.67 11.82 11.97 12.12 12.27 12.42 12.58 12.73 
35% 10.77 10.92 11.08 11.23 11.38 11.54 11.69 11.85 12.00 12.15 12.31 12.46 12.62 12.77 12.92 


ut # 
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GROSS PROFIT PERCENTAGE TABLE—Continued 


COST 





PER CENT 
PROFIT ON $8.50 


$9.00 $9.10 $9.20 


$9.70 





SELLING PRICE 





12.00 
12.16 
12.33 
12.50 
12.68 
12.86 
13.04 
13.24 
13.43 
13.64 


12.13 
12.30 
12.47 
12.64 
12.82 
13.00 
13.19 
13.38 
13.58 
13.79 


12.93 
13.11 
13.29 
13.47 
13.66 
13.86 
14.06 
14.26 
14.48 
14.70 
14.92 


12.27 
12.43 
12.60 
12.78 
12.96 
13.14 
13.33 
13.53 
13.73 
13.94 
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These Rules for Figuring Costs and Profits Are Recommended 
by the National Association of Credit Men 


1—Charge interest on the net amount of your 
total investment at the beginning of your 
business year, exclusive of real estate. 

2—Charge rental on all real estate or buildings 


owned by you and used in your business at ~ 


a rate equal to that which you would re- 
ceive if renting or leasing it to others. 

3—Charge in addition to what you pay for 
hired help an amount equal to what your 
services would be worth to others; also 
treat in like manner the services of any 
member of your family employed in the 
business not on the regular pay roll. 

4—Charge depreciation on all goods carried 
over on which you may have to make a less 
price because of change in style, damage or 
any other cause. : 

5—Charge depreciation on buildings, tools, 
fixtures, or anything else suffering from age 
or wear and tear. 

6—Charge amounts donated or subscriptions 
paid. 

7—Charge all fixed expenses, such as taxes, 
insurance, water, lights, fuel, etc. 

8—Charge all incidental expenses, such as 
drayage, postage, office supplies, livery or 


expenses of horses and wagons, telegrams 
and telephones, advertising, canvassing, etc. 


9—-Charge losses of every character, including 
goods stolen or sent out and not charged, 
allowance made customers, bad debts, etc. 


10—Charge collection expense. 

11—Charge any other expense not enumerated 
above. 

12—When you have ascertained what the sum 
of all the foregoing items amounts to, prove 
it by your books, and you will have your 
total expense for the year; then divide this 
figure by the total of your sales, and it will 
show you the per cent which it has cost you 
to do business. 

13—Take this per cent and deduct it from the 
price of any article you have sold, then sub- 
tract from the remainder what it cost you 
(invoice price and freight), and the result 
will show your net profit or loss on the 
article. 


14—Go over the selling price of the various 


articles you handle and see where you stand 
as to profits, then get busy in putting your 
selling figures on a profitable basis and talk 
it over with your competitor as well. 
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‘Too Much Politics and Not Enough Business”’ 
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-So Declares J. W. Krueger in Opening 
Convention of Oklahoma Shoe Merchants 


Tulsa, Okla., Feb. 23. 
ETAIL ‘shoe merchants of 
R Oklahoma, in convention 
here for three days, hegin- 
ning yesterday, proposed the estab- 
lishment of an arbitration board 
composed of three merchants to 
render decisions in disputes between 
Oklahoma merchants and manu- 
facturers. They expressed the 
belief that such a board would deal 
justly with each case brought to its 
attention and that the manufacturer 
would receive fair treatment. 
President J. W. Krueger’s address, 
which formally opened the meeting 
after it had been called to order by 
L. Lyons, president of the Tulsa 
organization, sounded a note of 
optimism for the shoe business of 
Oklahoma but warned the conven- 
tion that all retail merchants must 
unite and guard against freak legis- 
lation aimed at the shoe business. 


Living Wage and Living Profit 

“Too much politics and not enough business in the 
legislative bodies is hurting the trade,” said President 
Krueger. ‘Some of these legislators would revise the 
arithmetic. A living wage and a living profit should 
not be interfered with by national or state law mak- 
ers and no merchant can meet a 20 per cent overhead 
with a 25 per cent gross profit.”’ 

“Shoe men,” President Krueger continued, “are 
glad to witness the return to normalcy, but there is 
going to be a new normalcy—particularly in the shoe 
business.”’ 

He intimated that prices hereafter will be regulated 
to a hase that is much more stable. The day of the 
standard, five-dollar shoe is gorie for good, he said. 


Membership Campaign Urged 


W. T. Head of Oklahoma City, secretary-treasurer 
of the association, urged the importance of the shoe 
merchants’ associations and suggested an active cam- 
paign for more members. 

The outlook for the shoe business for 1921 is ex- 
ceedingly bright, according to Mr. Head, who voiced 
the opinion in private that Oklahoma merchants 
expect to make up this year in an increased number of 
sales what they lost through price reductions. In 





J. W. KRUEGER 


1920 President of the Oklahoma 
Shoe Retailers’ Association 


addition, he said, the Oklahoma 
merchants are making a strong bid 
for the novelty trade. 


Expect Adjustment Soon 


Profits of the past year have been 
practically wiped out by price cuts, 
according to statements obtained 
from a number. of delegates, and it 
is generally admitted that the shoe 
dealer of the state has just passed 
over one of the roughest spots in 
his career. There are more rough 
spots ahead, it is predicted, but the 
shoe business will easily adjust itself 
to conditions. Other speakers today 
were Frank Greer, of Tulsa, on 
advertising; Ed Dalton, of Tulsa, 
on the income tax; and John F. 
Potts, representing the Christman 
Department Store of Joplin, who 
advised the shoemen to operate 
their businesses on a basis which re- 
quires efficiency and pep from every employe of the 
establishment. 

Entertainment for the more than 200 visitors had 
not been neglected by the committee of local mer- 
chants headed by L. Lyons. Men were the guests 
the first night at a buffet luncheon and entertainment, 
including ‘A Return Trip to Honolulu,” and the 
women were entertained by the local women’s 
reception committee. 


Drive for New Business 


Discussion of ways and means whereby the retail 
shoe merchant of Oklahoma can replace the profits 
lost in January, through the price drop, occupied the 
greatest portion of the business session at the second 
day’s meeting. 

The result was an almost unanimous expression 
from speakers and members on the floor favoring a 
concerted drive with the object of increasing the gross 
sales of pairs of shoes, and although the convention 
took no action it was plainly indicated that members 
of the association will follow this advice. 


Average Retail Expense 


Herbert Marcus, of the Neiman-Marcus Company, 
of Dallas, was unable to attend and deliver this ad- 
dress which was read. He cited figures obtained in a 
canvass of 200 stores in his district and showing that 
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shoe merchants’ expenses on the average were 32 
per cent as compared with gross profits of 28 per 
cent. The same stores gave figures for January of 
1919 showing expense averages of 28 per cent with 
33 per cent profit; expenses for January of 1918 
were 27 per cent with 33 per cent profit. 

W. C. Roose, of the Beacon Shoe Manufacturing 
Company of Manchester, N. H., also slated for a 
speech, sent a paper instead which was read to the 
convention and illustrated by a chart. Mr. Roose 
explained that the economic adjustment in the shoe 
business is taking such rapid shape that his attention 
is needed at the factory. 


Business on Solid Foundation 


He asserted that shoe men have just passed 
through their most depressing period, but, that there 
is every reason to believe the recovery will soon place 
business on a new solid foundation. Rentals and 
salaries for the coming year are the chief items 
in the expense to be considered, according to Mr. 
Roose. Rents are high and are going higher, in pro- 
gressive cities, for desirable locations, and the best 
weapon against this increase is increased gross 
sales. 

On the other hand, he pointed out, the merchants 
will not be in a position ta reduce salaries of their 
employes, which is not discouraging in view of the 
much more efficient clerks obtainable after a period 
of several years of inefficiency. Costs of freight, 
express, taxes, insurance, advertising and incidentals 
will remain at the level they now occupy, according 
to Roose. The shoe merchant is practically paying 
his debt at the rate of two dollars’ worth of stock for 
one dollar of debts, he cited. 


Urges Smaller Margin of Profit 


We have to retrench and operate on a smaller 
margin of profit, J. W. Krueger of Ardmore, president, 
said. “‘Many of us have been selling below the prices 
we will have to pay to replace our stocks. We can- 
not continue that way, but we can reduce our ex- 
penses and our profits in that way.” 

J. E. Brecheneisen of Muskogee, past president, 
spoke on “The Benefits to Be Derived from Retailers’ 
Associations,” and stressed the point that competi- 
tors must co-operate to build up a business. “‘Don’t 
try to take any other fellow’s business away from 
him, but go out after some new trade,” he 
advised. 

Mr. Brecheneisen proposed an agreement 
among the merchants which would prohibit 
members of the association from opening up 
cut price sales before July first, which he be- 
lieves would tend to stabilize the industry. 

‘“‘We must gain the confidence of the buying public 
first of all,’ said Brecheneisen, who proposed also a 


~ 
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campaign by the State association, with this end in 
view, and in addition he urged a more concentrated 
effort by members to curb the attempts at unneces- 
sary ‘legislation directed against the shoe business 
by legislators ““‘who have promised folks back home 
they will reduce prices of living.” 





Shoe Manufacturer Puts Out 
New Line of Belts 


An extensive line of leather belts for both men 
and women, made by the interlacing of small disks 
of leather, is being offered by the Manufacturers’ 
Novelty Company, organized by A. L Slavens of 
the Boyden Shoe Manufacturing Company, Newark. 
N. J. The belts are made from leather scraps sal- 
vaged from the Boyden factory and will be marketed 
under a trade-marked name, probably “‘Bestyle.”’ 

The making of the belts is the outgrowth of the 
reclamation department, established more than a 
year ago in the Boyden factory. Hitherto the scrap 
leather has been sold to dealers, but the belt manu- 
facturing will now consume a great part of the sal- 
vaged leather. The object of establishing the belt 
business, according to Mr. Slavens, is to reduce the 
waste that necessarily ensues in cutting fine shoes 
from the centers of the skins. 

The belts are made in two widths for women, one- 
half and three-quarters inches wide. The men’s 
belts are an inch wide. The dealer is saved the 
necessity of carrying a large stock of length sizes by 
virtue of the fact that the belt can be shortened 
to any desirable length by simply removing a few of 
the leather disks. The men’s belts are made mostly 
from calfskin in brown or black. In the women’s 
belts a variety of combinations are available and 
almost any combination can be made by interlacing 
disks of various colors and kinds of leathers. 

The belts are designed to retail at $1.50 apiece or 
less and still show the merchant a good profit. It is 
the only all calfskin belt, in the opinion of Mr. 
Mr. Slavens, that can be sold at this price 
profitably. 

Each belt is fitted with an ordinary harness buckle, 
but an additional line of silver-plated, sterling and 
gold-plated buckles are sold with the belts at cost 
price. 

Among the outstanding features of the new belt 
is its elasticity and its ability to retain its shape 
under severe strains. The straight leather belt, says 
Mr. Slavens, under wear becomes stretched and 
twisted to conform to the body, but the interlaced 
belt retains its original shape under all strains. 

Several retail shoe merchants who carry the 
Boyden line already have ordered the new belts to 
be carried as a side line. 
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Barre, Vt., February 22. 
“N the granite hills of Vermont on Washington’s 
birthday a gathering of shoe men made State 
organization history. Barre may be famous for 
her quarries, but she also has a real claim to hospi- 
tality. Howland Hall in the center of the city did 
double duty—as a convention hall and exposition— 
and both were successful. What States should re- 
member when inviting salesmen to show their wares 
is that the proposition works both ways. It is up to 
the merchant to look and buy if he can. This they 
did at Barre and so the score is settled. 
For weeks George N. Tilden, F. J. Shea, L. P. 
Clough and two boys from: his store, with L. A. 
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Organization Benefit Is Keynote of 
Vermont Convention 





The speech of Floyd M. Dearing was a hit. The 
knowledge he obtained as former United States Chief 
Field Deputy made his analysis of the income tax 
schedules a matter of brass tacks and a ready note- 
book. Every item showed the need, first, of a good 
set of books and records, and second, an active 
mind on the expenses, depreciations and non-taxable 
items usually overlooked. He was followed by the 
editor of the ““Boot and Shoe Recorder.” 


Address by Henry E. Hagan 


Then the peerless leader at the “high heel bill 
killing” party, Henry E. Hagan, outdid himself. 
Two hours by the clock with most of the period in 








The High Resolve to Serve 


From Resolutions Adopled 
by Vermont Association 


Resolved: ‘That the Vermont Shoe Retailers’ Association, in convention assembled, 


at Barre, dedicate itself anew to the betterment of distribution of merchandise in the right 


styles and at the right prices so that the public may be more efficiently and economically 


served. 


To that end this convention has proven itself a benefit to the public of Vermont in 
that every merchant present, acknowledging a return to economic sanity in all lines of 
business, is placing his store in order to establish confidence, encourage purchases of foot- 
wear for the best utility, stimulate the industry and activities of the State and join in 
the development of a truly American period of normal prosperity. 

The high resolve to serve is the watchword for 1921. 











Morey worked like only men can work who unsel- 
fishly create for others. The set-up was there and 
the salesmen did the rest. Monday looked like a 
miniature Milwaukee in the throes of convention 
creation. Tuesday the merchants came, saw and 
selected. By session time’ the interest was all in the 
convention. 


Welcomed by Mayor Langley 

Mayor Frank E. Langley, who has reduced the 
Sarre tax rate, gave that ready delivery of city keys 
which is the customary practice in conventions. 
You note that we credit him with reduction of the 
tax rate. As an editor mayor he sets a possible 
precedent for the hoped-for reduction in taxation 
by an editor president. 

Well, the mayor did his bit and the secretary of 
the Granite association let the State know the 
advantages of co-operative publicity. 





shirt sleeves! His association talk is a classic. It 
cannot be reported because of speed and Dawesque 


language. But it hit home and a bundle of firm 
membership blanks are now in his possession. It 
was like a revival meeting with a far cry to Billy 
Sunday. If he does succeed in putting over that 
New England League of Associations there is one 
sure bet—every Vermont merchant will be there 
even if the session is called in Bridgeport, Conn. 
Epigrams from the silver-haired and tongued orator 
are as follows: 

“The only way I know of to get exemptions from 
income tax is to adopt an infants’ asylum.” 


Too Many Laws 
“So many laws that no man knows whether he is 
a criminal or a law abiding citizen—and he doesn’t 


care.” 
‘Association has done this—we now talk for 
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each other. We blow the other fellow’s horn and he 
blows ours. Once it was unusual to have a customer 
say he was sent over from a competitor’s store. Now 
it is the greatest tribute to association fellowship 
that it is a daily occurrence.” 

Employing Capital Profitably 

“‘Why don’t you put some capital in your associa- 
tion? You do in your business and it is profitable. 
In association work don’t expect a thousand-dollar 
dividend on the investment of a dollar.” 

“We learned one thing out of this war—propaganda 
—and when the American public takes on to it, it 
makes the whole world dim in comparison—see what 
it did with the buyers’ strike.” 

President Tilden in his annual message gave the 
story of Milwaukee impressions as affecting business 
nationally as well as Vermont locally and said in 
part: 

“This splendid exhibit of footwear, made possible 
by manufacturers, wholesalers and salesmen, is, 
without doubt, the finest and best ever shown in this 
vicinity and merits your careful attention and 
patronage 

“From what your secretary and I could learn at 
Milwaukee, we are of the opinion that present shoe 
prices are as low as they can be under present condi- 
tions, and if you have not already placed your orders 

_for Spring, we frankly advise you to buy now. 


Against Cancellations 


“Buy carefully, keep faith with the manufacturers 
and wholesalers. Don’t cancel, and on the other 
hand, insist that they keep faith with you and fulfill 
their part of the contract. 

“The past few months has been a trying period for 
retailers as well as manufacturers and wholesalers in 
all lines of merchandise, and many unpleasant things 
have arisen to disturb the pleasant relationships 
existing between them. It is time for us to forget 
these differences, look to the future, and do our 
share in establishing the good will and confidence of 


years gone by. 


Optimism Is Important 


“To my mind, the ‘big orders’ placed at Milwaukee 
are insignificant, when compared with the spirit of 
optimism and confidence which was inspired by the 
convention. Restored confidence between manu- 
facturer and retailer. means restored confidence 
between retailer and consumer and ultimately good 
business for all. 

“Recently, we, in Vermont, have heard much about 
co-ordination, and while it is evident that some of 
our State Departments have not solved the problem, 
I trust that Vermont shoe men will prove to be 


co-ordinators. 
“On the whole, the past year has been a very 
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prosperous one for this association. We have made 
a net gain of 20 members since our last meeting, and 
our treasury a slight gain. We should have more 
members in Vermont, and I am sure that many of 
you who do not belong, and are with us today for 
the first time, will enlist with us when you know what 
is being done for you by the State and national 
associations. 

“Only through organization can we hope to com- 
bat the pernicious propaganda that still pursues us 
and the adverse legislation that confronts us.”’ 

The second day’s session was business with resolu- 
tions and election of officers. 

Election of officers resulted as follows: 

President, G. D. Nelson of Springfield; secretary, 
E. B_ Moore of Springfield; treasurer, P_ J. Putnam, 
Windsor; first vice-president, W. W. Hartwell, North- 
field; second vice-president, J. C. Amey, St. Johns- 
bury. 

Executive Committee: C. A. Davis, Burlington; 
F. T. O'Rourke, Derbyline; F. W. Spaulding, St. 
Albans; J. A. Barney, Rutland; B. M. Shepard, 
Montpelier; G. F. Kent, Bellows Falls; F. A. Evans, 
Middlebury. 





Salesman Now a Salesmanager 


W. B. Johnson, Formerly Covered Pacific Coast 
Territory ; 
Red Wing, Minn., February 23—W. B. Johnson, 
new salesmanager of the Red Wing Shoe Company, 
assumed his new 
duties January |, 
after having rep- 
resented the com- 
pany on the 
Pacific Coast for 
ten years or more. 
Mr. Johnson is 
not only well 
' known among the 
merchants on the 
Pacific Coast 
states but while 
covering that ter- 
ritory proved his 
ability by mak- 
ing some unusual 
records. To 
know him is to 
like him and to 
talk to him is to 
understand that 
it is his pleasing 
personality that 
has built up for him an excellent standing and 
excellent business. One of his understudies takes 
his place on the coast. 


W. B. JOHNSON 


Recently Made Salesmanager of Red 
Wing Shoe Co. 
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SPORT FOOTWEAR 


will 
Beyond Question 
BE VERY CONSPICUOUS 
THIS SPRING 
The creation of unusual Sport 
Models and the production of sport 
shoes of marked individuality and 


appeal has for years been our par- 
ticular ‘“‘Hobby.” 


If you would get in line correctly 


GET IN TOUCH WITH WATSON 


FINE WELTS EXCLUSIVELY 
MASSACHUSETTS 
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EITHER shoe retailers nor shoe manufacturers can 
possibly afford to allow the present renewed ac- 
tivity in the business to be merely a “flurry.” 


If any one thing is needed in the Industry more than 
another, it is a continuation of business briskness after 


Easter. 

Lynn’s shoemaking concerns. are busy today producing 
Women’s and Children’s shoes and Men’s slippers not 
only for pre-Easter retail sale but also for the many 
weeks of good selling season that follow Easter. 


Notwithstanding this, it is evident that unless re- 
tail shoe merchants immediately turn their eyes 

_ more closely to their stock requirements in April, 
May and June, they run the risk of starved in- 
ventories and consequent loss of revenue from 
consumers. 


ALLEN, GOLLER, LEIGHTON Co. BarTLeETT-SomeErs Co. 
Borpett SHor Co Cotter SHOE Co. 
A. Fisner & Son Grecory & Reap Co. 





WHITE BUCK WELTS 


S ESTABLISHED 1865 J 41 \ fer GROWING GIRLS. 
MISSES end 


CHILDREN 
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P.J. 
HARNEY 
SHOE CO. [| Golr 
‘She Shoes You, }|} “& Leigh omens f 


M 
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Considering the experiences of the past eight months, 
shoe dealers may well give heed to the warning signals 
issued by reputable manufacturers. Those signals are 
now flying—and they carry this message: 


‘Shoes to be sold in retail stores between Easter 
and June I must be ordered NOW, if dealers 
and manufacturers are to safeguard their mu- 
tual interests and 1f the entire Spring season 
isto be a merchandising success! 


In Lynn’s footwear plants there is activity—also many 
orders and much optimism. lLynn’s shoe manufac- 
turers have faith in the country’s retail dealers, and, 
as always, will render them good service under all 
conditions. 


P. J. Harney Suor Co. HENNESSEY, MaxweLL & HENNESSEY 
G. W. Herrick SHoe Co. T. J. Kizsty & Company 
Watson SHOE ComPpANY Wiuuiams, CuarK & Co. 
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Bates—Quick Action 


0122 ae 0220 


Brogue 


Wedgemere 
Tan Bd. Side 


Tan Cordovan 





ERE are two unusually desirable Bates styles on 

which we can accept rush orders for immediate 
shipment. They are ready sellers at all Bates agencies 
carrying them. 

The ‘‘Wedgemere”’ and “Brogue”’ are two of our new- 
est and smartest lasts. Both lean toward the present 
popularity for slightly wider foreparts. The ““Wedgemere”’ 
combines attractiveness with moderately conservative lines; 
the “‘Brogue”’ fills every requirement for newest “‘snap”’ in 


this kind of shape. 


Dealers who have delayed ordering stock for pre- 
Easter business will find these and other Bates in-stock 


specialties genuine life-savers. 


A. J. BATES COMPANY 


WEBSTER, MASSACHUSETTS 
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The =HOOD> Man says: 


Thousands of American motorists have 
learned, through Hood advertising, to 
think of Hood Tires whenever they see me 
on the road bulletins, in dealers’ windows, 
or in magazine advertising. 


Now these thousands of motorists and millions 
of other users of footwear are to be taught, 
also, to. think: HOOD FOOTWEAR,— 


whenever they see me. 


Every now and then in this magazine, I 
shall tell footwear dealers important 
facts about HOOD FOOTWEAR, 
and also of my progress in 
causing footwear users to 


Buy Rubber and 
Canvas Footwear 


at the store which dis- 
plays the Sign of the 
Hood Man. 


If You Don’t Know 
the HOOD Distrib- 
utor Nearest You, 
Write Us for the 
Name and Address 


HOOD RUBBER PRODUCTS CO., Inc. 


Watertown, Mass. 







Wholesale Distributors and Factory Branch Depots in Principal Cities 
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BILL FERGUSON 
A Veteran Regal 
Craftsman who has 
made shoemaking 
his life’s work. 





He works ..... Watch him! 


With unerring precision, with faultless cor- 
rectness, Bill Ferguson patiently builds 
a Quality into REGAL SHOES that makes 
them the standard of their grade. 





\i All day—every day—he meets his job square- 
, ly, scorning difficulties and intolerant of. 


NYS 
x 
\ 
anything less than well-built shoes. 


He is a Regal Master Shoemaker. 


Sales Rooms 


NEW YORK CITY SAN FRANCISCO 
1369 Broadway Cor. Fourth and Market Sts 
910-912 Pacific Bldg. 


(at 37th St.) 
E. M. Webster C. E. Nelson 


Main Office, Boston,Mass. 
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Is It Value or Price 
....or Both? 


Ve The public has changed its frame of mind. It is time for 
merchants to think in terms of value rather than 
price, remembering, of course, that competition is 
keen and that volume and turn-over are necessary. 
By so doing, the shoe dealers who sell REGAL SHOES 
are giving the public what it wants—values that are 
real and honest, and are thus accumulating profits 
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or- for themselves through increased turn-over. 

Ids 

oa To established shoe dealers who are interested we will be 
glad to explain the exclusive Regal Agency plan. 

"e- 

of, 


he REGAL PALL MALL 


Russia Calf Ace Oxford. 12 
Square Sole. 8-8 Goodyear Wing- 
oot Rubber Heel. Invisible Eyelets. 


tock No. Price Code Word 
4578 $5.90 “Paterson” 


se 


Twenty-eight other 
Recac In-Stock STyLes 
eady for Immediate 
Delivery... . 
Write us! 
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The Customer Ts Satisfied 


The public demand is for all leather shoes. 
War time substitutes no longer attract. 


Secure the .confidence of your trade by the 
character of your goods. 


When you'say that the shoes you sell contain 
soles made of “U.S. LEATHER” you at once 
establish the high quality of your merchandise. 


We are the world’s largest producers of sole 
leather. 


Our tannages have been famous for generations. 


The United States Leather Company 





The United States Leather Company of Massachusetts 





NEW YORK PHILADELPHIA CINCINNATI CHICAGO 
ST, LOUIS SAN FRANCISCO LIVERPOOL 


MONT Tete nes oe i 





-ISHOE STORE 
| SERVICE 


Section of the - 
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<r Period Display Fixtures 

SHOW CASES Strengthen Your Sales Appeal —<—— 
They make your window displays register permanent, favorable impressions upon 7 —<—" f 
the consuming public. Their cleverness and artistic refinement arouse curiosity 

ARy we and force the passersby to Stop and Shop. 

= Decorators Supply Company’s catalog is full of practical suggestions in window 
trimming, artistic stands, easels, backgrounds, lighting and ceiling relief decora- 
tions that will incorporate this spirit of forceful selling into your window displays 
and increase your annual turnovers. 
Archer Ave. and Leo Street - Chicago, U. S. A. 

—-— | oes Manufacturers of the largest diversified line of Pr 
| wood and composition fixtures in the World 
SEATING LIGHTING 




















THERE’S 
A REASON 




















The Shop of C. A. Shuart Company, 
Seattle, Wash. 
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Why Exclusive Shops 


Like the above buy only 


AMERICAN 


Interlocking 


Shoe Store Chairs 


WANUVUUAEOECRURTAAAUUUUUOAAAN AERA 


The above letter, which is typical of many we have received, mentions a few points of superiority 
of these chairs over other types of seating, namely, their attractive appearance and durable con- 
struction. 

If you desire to equip your shop with seating that will invite patronage because of their comfort, 
economize space, because of their interlocking construction and outlast any other type of seating 
made—investigate the merits of American Interlocking Chairs. 

We maintain an Architectural Department who will be glad to lay out your shop for you to the 
best advantage upon request. 


AMERICAN SEATING (]UMEANY 


General Offices 1016 Lytton Building al 
S 








New York Office: Room 601, 119 W. 40th Street 
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With | 
“POINTEX” 


PATENTED 
Heel 


When viewed from a distance, 
gives the effect of unstudied 


elegance. 


20 OE EE ED) RD) RD) a) em 


When viewed “‘close up’’ the 
reason for this first impression 


of the “POINTEX.” - heel be- 


comes apparent. 








You will greatly increase the popularity of your 
hosiery department if you make it possible for your 


patrons to buy “POINTEX.”’ hosiery with their 


footwear. 







Emery 6 Beers Company, inc 


Sole Owners and Wholesale Distributors of “Onyx” Hosiery 


BROADWAY AT 24th STREET - - - NEW YORK 














































CRYSTAL FIXTURES 


Correctly Display Shoes 





Sparkling attractiveness of crystal fixtures wins at- 
tention. And this attention, instead of being divided 
between the fixture and the shoe is concentrated 
entirely on the shoe owing to the transparency of 
the fixtures. 





Crystal combination fixtures scored a big hit in the 
center window of the Model Shoe Store at the Mil- 
waukee N.S.R.A. Convention. There’s a reason. 


Send for complete catalog showing a great variety 
of attractive, business-building styles. 


CRYSTAL FIXTURE CO. 


Creators of glass and wood fixtures 
263-264 Monadnock Block 


CHICAGO, ILL. 
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, Positively — 
Prolongs 


the Life 
07 Leather? 


Heavy work shoes can be made to give the wearer 
greater comfort and satisfaction by the use of “P&V” 
FARM SHOE DRESSING. This keeps them soft 
and pliable. It thoroughly protects the leather— 
making it shed water and resist barnyard acids 
which destroy the leather fibers. Recommend its 
use to your customers. 





PRICES 


25c Size....$2.00 per Doz. $22.00 per Gross 

15c “ Baa rahe Se ae 

Order from your Findings Jobber, or write us 

for information. ‘ft/ 


PFISTER S VOGEL LEATHER CO. 


MILWAUKEE:: :- WISCONSIN 





























































Our Fifth Anniversary 
Finds Us Crowned Leaders 


Just five short years have elapsed since The Adler- 
Jones Company first opened its doors—yet thi; season, 
which marks our fifth anniversary, finds us the ac- 
knowledged leader in our field. 


The convention of Display Men, which awarded us 
the first prize at their convention a few months ago— 
crowned the efforts of five years with success—defi- 
nitely placed us first in rank. 


The service which we have whole-heartedly extended 
to the trade; our efforts to design and manufacture 
only the most exquisite of artificial flowers and deco- 
ratives; the high quality of our wickerware, art lamps 
and valances; all these have contributed—but chiefly 
in the great good-will of the trade itself lies the secret 
of our success, and we know they must find gratifica- 
tion in the success of their concern. 


The Adler-Jones Co. 


Chicago, Ill. 


206 S. Wabash Ave. 
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fA Monthly Show Card Serv ice ) 
for Progressive Merchants 
Beautiful AntiqueFinish Frames and Neat 
Price Tickets at the start a Sixteen (16) 
Seasonable, Hand Designed AirBrushed $ 
\ Cards sent prepaid each month. 
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4 (This request incurs no-obligation. whatever ) 














STANDARD 


Show Card 
SERVICE 


Ine. 








56. Washington St. 


CHICAGO, ILL. 











Get started os 
with March _” 


~its the big - = 
Easter Issue 7 © servicemc. 


7 56 W. Washington. St. 
TEAR OFF THIS / CHICAGO, ILLINOIS. 


COounon / Kindly send me 
Now! yy a few Gio Cartes 


ae a and further infor mation 
i 


va NAME 


Pa e ADDRESS. 
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Comes in 
White, Gray, Brown, 
Palm Beach and 
Black 
It cleans Canvas, Nubuck, 
Kid or Suede leathers. 
It removes ink, grease and 
grass stains. 





Convenient tuo 


Use 


Apply with a flannel cloth, 
and brush loose powder from 
the shoe when through: 








THE ONLY 
WATERPROOF USERS MORE THAN 
“CLEANER 500,000 


















































POPULAR DESIGNS 
ELITE BUCKLES FOR FOOTWEAR 


SEASON OF 1921 
Unsurpassed for Variety of Attractive Finishes 
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BRANCH 
SALES OFFICES 


NEW YORK 
127 DUANE ST. 
OUR PRODUCTS CAN BE PURCHASED FROM ALL LEADING JOBBERS CHICAGO 


NORTH & JUDD MFG. CO. 326 W. MADISON ST 


ST. LOUIS 
NEW BRITAIN, CONNECTICUT esis ca ae: 


Manufacturers are invited to write us direct for Free Samples 
of our complete line including new designs not shown here. SAN FRANCISCO 





POSTAL TEL. BLDG. 
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merchandising business does so actuated by the 
world-old principle, “‘to buy, sell and get gain.” 

His impulses are to a great extent selfish, but if 
he clings alone to the selfish he is apt to attain only a 
mediocre success financially, and is practically sure 
to fail in the attainment of the confidence of the 
communily. 

Confidence is the foundation stone upon which 
every successful business is builded and is the direct 
result of promises fulfilled and services rendered. 

Whether the promises are actually iterated or 
merely implied, they are equally binding. Whether 
they are made by a salesman in the store; through 
the show window; through advertising or by the 
merchant himself, they must be fulfilled to the 
uttermost if confidence is to be gained and re- 
tained. 

A merchant may have the most beautiful store in 
town; his windows may be trimmed in the most 
artistic manner; the interior of the store may be 
immaculately clean and orderly; his merchandise 
may be of good quality and his prices fair, but if he 
fails to keep his promises and fails to render adequate 
service to the customers who enter his store; if his 
salespeople are indifferent or careless about fitting; 
about the little courtesies which people have a right 
to expect, he can hope to achieve nothing very 
substantial. 

In every field of human endeavor is the opportunity 
to serve and he who renders the best and most efficient 
service is sure ultimately to win in the greatest degree 
the confidence of the public. 

Frank Vanderlip, one of the world’s greatest 
financiers and business men, recently said: 

“The crime of all crimes, most far-reaching in its 


P' rerchanis every man who enters the retail 






“To Buy, Sell and Get Gain” 








effect, the crime that involves harm to more innocent 
people than any other in the whole category of 
human frailty, is the crime of abusing the privilege 
to serve.” 

The province of this journal is to serve its readers. 
It is always our endeavor to render the most efficient 
service within our power. Constantly we keep 
before us the slogan, “Better merchandising through 
merchant betterment.” 

In this issue of the Shoe Store Service Section we 
are endeavoring to assist our merchant readers to 
reap an extra profit through proper store decoration, 
window trimming, show cards, etc., as well as 
through proper selection and merchandising of 
several articles of findings that are neglected in 
many stores. 

In your store you have probably solved some of 
these problems better than they have been solved in 
the average store. 

Probably you have a successfully conducted hosiery 
department. You may have evolved a plan of buying 
and merchandising polishes, laces and similar acces- 
sories that has proven profitable. Perhaps you have 
a plan of advertising, either newspaper or direct by 
mail, that has brought good results. Or mayhap you 
have an organization of salespeople or a plan of pay- 
ing help that has won extra business and lowered your 
overhead. If you have accomplished any of these 
things or installed any system that has made your 
store more efficient and more profitable, will you 
write us about it? 

Co-operation and the exchange of ideas spell 
progress. You can benefit by the other fellow’s 
suggestions and he can benefit by yours. 

Our problems are more or less alike and by helping 
each other we are helping ourselves. 





SO RET TET 
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A Merchant Owes It to His Customers and 
Himself to Sell Polishes and Accessories 
That Are Right for the Shoes He Carries 


A line of accessories that will fit in 


‘with the main line of merchandise in a 


large or small store in the largest or 
smallest community will pay big divi- 
dends on the investment if properly 
bought and merchandised. The average 
buyer of shoes believes that the shoes 
he purchases are as good as the best 
and stakes his reputation on the fact 
that he knows leather and shoes when 
he sees them. 

He assures himself that the shoes on 
his shelves will give his perspective 
the appearance and the service they 
have a right to expect. He is sure 
that he has picked a bunch of winners 
but right there, if he is an average 
buyer, he lets up when he should by all 
means follow up the shoe buying with 
purchases of polishes, dressings, and 
other accessories properly to take care 
of the shoes which he has stocked. 


Drug Store Competition 


What does it profit him if Mrs. Jones 
buys a pair of fancy shoes from him 
and then has to go around the corner 
to the drug store or grocery store to get 
polish for those identical shoes on which 
he has prided himself as being abso- 
lutely right in both material and style. 

A little investigation will convince 
the most skeptical that the drug store 
and the grocery store are the reason 
why the shoe store does not sell as 
much as it should sell. 

The shoe store is a logical place for 
the consumer to buy shoe polishes and 
dressings, but due to carelessness on 
the part of the shoe merchant a large 
proportion of this business has slipped 
out of his hands and gone to the 
druggist and grocer because they have 
had the goods lying on the counter or 
displayed on showcases where all 
customers could see it. 


The Right Cleaning Preparation 


Now to go back to Mrs. Jones, we 
will assume for instance that she pur- 
chased a pair of brown suede anklets. 
She wants to keep them as clean and 
fresh looking as possible. The salesman 
in a store said nothing to her about 
polish or dressing. She goes to the 
druggist. He hands ber a bottle of 
liquid dry cleaner simply because it 


By HOWARD J. ENGQUIST 








For 24 years Howard J. Eng- 
quist has been buying and selling 
polishes, dressings and other shoe 
store accessories. He started his 
career as an errand boy in the 
N. B. Holden store in Chicago. 
In 1898 he began selling polishes 
and findings and in 1901 was 
given fuil charge of the department 
in the Holden store. In fact he 
bought everything which the store 
used except shoes and rubbers. In 
1907 he established a manufactur- 
ing agency. selling findings, ac- 
cessories, house slippers and ath- 
letic shoes and is still in the game. 
On account of his long experience 
and various connections he has 
become a recognized authority on 
shoe polishes and dressings.—Ed. 
Note. 








states on the label that it “will clean 
all suede and fancy leathers.’’ She 
wears her shoes a couple of times and 
then decides to freshen them up. She 
goes at the job in a thorough way— 
follows the directions—and when she 
is all through sets the shoes away to 
dry. She pays no more attention to 
them until she decides to wear them 
again when, lo and behold, her nice 
and almost new shoes are ruined and 
look like a skinned cat. 

The truth of the matter is that the 
cleaner did remove the dirt from the 
shoes, but it also removed about 40 per 
cent of the color as well. Invariably 
she does not blame the cleaner. She 
believes that the shoe man has been 
guilty of selling her a pair of shoes 
that were made of inferior leather 
because had the leather been good the 
color would not have changed. Mrs. 
Jones does not know leather nor does 
she know polish. She knows only that 
her shoes are ruined and she herself is» 
not to blame for it. 


of Winning Back a 
Customer 


The Cost 


It costs the merchant several dollars 
and a lot of energy to pacify her and 
retain her as a customer. How much 
better it would have been for the mer- 
chant, when making the sale, to have 
suggested that he had a dressing that 


- 


would properly care for that particular 
kind and color of leather which she 
purchased. Her confidence in him as a 
thoroughly well posted shoe merchant 
would still have remained at 100 per 
cent, whereas she has now had _ her 
confidence shaken in both his ability 
and his integrity. 

I have referred to but one particular 
kind and color of leather, but the same 
principle applies to the entire line of 
shoes in the store. Every self-respecting 
man and woman desires to wear neat, 
clean shoes and it is up to the merchant 
to carry a dressing or cleaner properly 
to take care of every shoe he sells. 


When in Doubt Ask the Manu- 
facturer 


Shoes improperly polished and dressed 
cannot give thorough satisfaction. Give 
them a chance to prove their worth 
and merit to your customer by supply- 
ing the proper item to enable the shoe 
to render that service. The best shoe 
in the world can be ruined by im- 
proper dressing and it is mighty poor 
judgment on the part of the shoe mer- 
chant to let somebody sell his customer 
an article that will eventually ruin 
their shoe. 

There are plenty of good polishes 
and dressing for the ordinary staple 
black and colored leather. 

When the merchant is in doubt as 
to cleaners and dressing for fancy 
leathers and he does not know what to 
buy, make it a point to ask the manu- 
facturer what they use to clean that 
particular kind of leather. It is neces- 
sary for the manufacturer to redress 
some shoes before they leave the factory 
so you are practically certain to get the 
proper article by consulting the manu- 
facturer. A merchant cannot be too 
careful about so important an item as 
shoe polish and dressings.. 


There Is No Cure-All 


In 24 years of experience in findings, 
accessories and polish I have yet to 
discover any one single dressing that 
will take care of all fancy leathers. 
The number of kinds necessary in 4 
shop depends upon the number of 
kinds and shades of leather and fabric. 

(Continued on page 82) 
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How to Inject Human Interest Into the 





Short skirts and artistic footwear 
have been powerful factors in the 
vrowth of the hosiery business, which 
has made rapid strides in the past few 
years, one strong stimulant being the 
increase in prices which women are 
willing to pay. 

Under the circumstances, many shoe 
merchants have been attracted to this 
class of merchandise, many opening up 
extensive departments for the sale of 
these goods. It is common to hear the 
remark that for the amount of money 
invested, it is the best end of the busi- 
ness. This is because the actual profit 
is often as much as on a pair of shoes, 
and sales are much more quickly made. 
In fact, one saleslady can do a large 
\olume of business per day. 


The Advertising of Hosiery 


It naturally follows that any depart- 
ment in a store must be given publicity, 
and especially so one which is a source 
of profitable revenue. 

In figuring the ways and means of 
increasing the sale of these goods, the 
show windows are of prime considera- 
tion, but since most merchants have a 
limited show window space, which 
primarily is intended to increase the 
sale of the main stock—shoes—and 
since in a mixed “‘trim”’ there is always 
danger of confusion and jumble, it 
becomes a yroblem how to show a 
kindred line without disturbing the 
individuality of the principal merchan- 
dise. 


Variety Not Needed in Window 


It is manifestiy unnecessary to show 
a large variety of the hosiery—the main 
object to be attained is to attract the 
attention of the 
public to the 
hosiery depart- 
ment and at the 
same time show 
a few attractive 
styles. 

First class 
display men 
find that a few 
hore disp'ayed 
on hosiery 
forms bring the 
best results, 
and that they 
increase the 
character of the 
display. 


Display of Hosiery 


By M. F. HECHT 





M.F. Hecht started his business 
career as a salesman and window 
trimmer in a dry goods and shoe 
store in La Porte, Indiana. Win- 
dow fixtures and display racks 
were not very” numerous in the 
store, but that did not prevent 
Mr. Hecht from producing some 
very attractive windows. He pos- 
sessed a rare combination of 
mechanical ability and artistic 
temperament and when the wanted 
fixture or device was not at hand, 
he went to the shop of the black- 
smith, the tinner or the carpenter 
and made it. 

Through the invention of a 
drapery device for dry goods stores, 
he entered the business of manu- 
facturing display fixtures. He 
is at the head of the Hecht Firture 
Company of Chicago. 








The individuality is distinct and 
clean cut and instead of detracting, 
they embellish the window trim, and 
by showing the hose on a leg give the 
public an exact idea of how the article 
looks when it is worn. forming at the 
same time a human interest feature, 
which is always the hest way of at- 
tracting attention to show windows. 


New Form on Market 


We show in this article an illustration 
of something new in this line just 
brought out by the Hecht Fixture 
Company of Chicago, which, realizing 
the commanding importance of the 
hosiery industry, has just perfected a 
full length woman’s hose form which is 
perfect in outline and far surpasses 
anything of the kind previously shown. 

Anyone unfamiliar with manufactuar- 
ing processes cannot possibly realize 
how much time and money was spent 
in perfecting this article. 


Sculptor Made Original Cast 


One of the finest sculptors was 
secured to make the “cast” from a 
carefully selected live model whose leg 
and foot possessed perfect lines. Then 
40 pairs of silk hose were tried on the 
“‘cast’’ and slight alterations were made, 
so that the final article should be com- 
mercially as well as artistically perfect. 

In addition to theshape, a beautiful 
feature is the pose of the foot, which, 
instead of setting flat, is poised on the 








toes or front, 'eaving the heel several 
inches clear of the floor. 

The base which supports the form is 
of an entirely new and beautiful design 
and instead of the regulation metal 
strap which supports the foot, a round 
silk cord is used,: which makes im- 
possible the chafing or injuring of the 
hosiery. 


Plan Spring Style Show 


Utica shoe merchants are preparing 
now for the annual Spring style show 
which wil) be held under the auspices 
of the Chamber of Commerce next 
month. Several dealers in footwear 
have’ ordered special effects for window 
displays for the shoe. Novelties will 
feature the style display of Spring 
footwear here. There’s a_ possibility 
that some of the local dealers will not 
have their Spring shoes on hand for 
the show because of their lateness in 
placing orders. 


Live Indian Model 


A very attractive display of moccasin 
making by Mac, an Oldtown, Maine, 
Indian, took place two days of the past 
week in the shoe: store window of 
Thomas F. Pierce & Son, Providence. 
This window demonstration resulted in 
bringing added sales to the store. 











M. F. HECHT 





STOP- READ~REASON !! 


A*tip" on how to increase the percentage of’ 
sales made through your show windows. 





It is no more than natural that the 
shoe merchant today is a great deal 
more interested in the person who leaves 
his store without buying than he is in 
the person who made a purchase. 

It costs money to get people into 
your store. If they buy, you are satis- 
fied in accomplishing the sale, and 
practically no after-thought is given to 
the purchase. On the other hand, when 
a sale is not made, you want to know 
why, and for business betterment as 
well as personal satisfaction you make 
every possible effort to find a most 


definite reason. 
Solving the **No-Sale”’’ Problem 


This “‘no sale’’ problem toda y—due to 
business progression—is the subject of 
no little ‘“‘deep study” to the average 
shoe merchant, and for this reason | 
am prompted to introduce a_ similar, 
but far more difficult problem: why are 
sales lost through the windows? 

I know that every shoe merchant, 
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Show cards pul sales talk in your 
windows——the same as copy puts sales 
talk into vour newspaper space. 


By H. ELTON PEASE 





H. Elton Pease’ is general 
manager of the Standard Show 
Card Service, 56 West Washington 
Street, Chicago. He attained to 
that position by “‘push’’ and not 
by “‘pull.”” Mr. Pease is in posi- 
tion to know what a shoe store needs 
in the way of advertising and win- 
dow cards. He was formerly a 
salesman, window trimmer, show 
card writer and advertising writer 
for the Cromweitl shoe store at 
Elgin, Illinois. For the last ten 
years he has been studying the 
merchandising value of show cards 
and experimenting on the “‘puiling 
power” of various kinds of window 
attractions. He makes window 
cards because he believes in them. 





that is, those who do not lock up their 
minds on business at the same time 
they lock up their store, will make a 
careful study of this problem. You 
know as well as I do that it is impos- 
sible to get more sales from your win- 
dows if you do not know how many 
you are getting from them now. 

In presenting this problem, I am 
going to make an analysis based on the 
outcome of recent research, and then 
offer some real ‘“‘tips’’ on the solution. 
(Keep in mind that there are certain 
points that have to be taken into con- 
sideration and also that the law of 
average is used as the most definite 


” 


information. ) 


Window Shoppers Are in the Market 


After the most thorough and careful 
investigation, I find that about 60 per 
cent. of the people looking into your 
windows are “in the market” for shoes, 
immediately or within a day or two. 
This percentage is really a minimum and 
not a maximum. Very few people look 
into the windows if they are not in the 
market for the merchandise on display, 
unless there is some “‘freak’’ attraction. 
By this I mean a demonstration or 
something out of the ordinary in the 
display line. 

Freak displays are all right now 
and then. They‘ll attract the crowd. 
But they have very little effect on 
the cash register. It’s easy enough 


to stop people, a basket full of ten dolla; 
bills in the window will do this, but 
stopping people and selling people ar 
two different things. 

Now let us get back to the problem 
We have already said that 60 per cen! 
of the lookers are somebody’s buyers 
The other 40 per cent are, of course 
prospective buyers. But we will not 
give an accurate account of them in 
this article. We will classify them a. 
“just lookers,”” “‘killing time” with « 
friend who needs shoes, etc. Never- 
theless the nature of your appeal will 
make an impression with this 40 per 
cent and eventually it will carry 
decisive weight. 


Strongest Appeal Sells Shoes 

The 60 per cent need, or want, shoes 
now. Taking the competitors as well as 
the community into consideration, it is 
not’ a question of how many of these 
sales you are entitled to; it’s a case of 
how many can you gel? Keep in mind 
now and always, that there isn’t one 
person in a thousand obligated to buy 
from you or your competitor. Granting 
that styles, values, quality and service 
are equal, the merchant with the 
strongest appeal makes the sale every 
time. 


H. ELTON PEASE 








A solution of this problem will give 
you something mighty interesting to 
work out and at the same time prove to 
you that you are getting far from 100 
per cent value from your windows. 

I can safely say that only about 20 
per cent of the 60 per cent turn out to 





You wouldn't think of having deaf 
and dumb clerks—then why have deaf 
and dumb windows? 


be your customers, the other 40 per 
cent go elsewhere; which definitely 
proves that there is room for more sell- 
ing power in your windows. First of 
all, keep in mind that shoes cannot 
always be sold by simply showing them, 
you must say something about them. 
The easiest way to prove this fact 
would be to put a deaf and dumb per- 
son in your store for a week, then 
compare his salesbook with the sales- 
man’s who says something about the 
shoes when showing them. Of course, 
the shoes must be displayed in the most 
“tasty” way; and then you must see 
that there are salesmen there to say 
something about their style, quality, 
value, fitting features, etc. 


The Appeal of Show Cards 


These window salesmen are no other 
than the little, inexpensive, on the job 
24 hours Show Cards. They have just 
as much to do with the sale of shoes as 
salesmen have in the store, and as copy 
has in your newspaper ads. You 
wouldn't “‘dream”’ of putting a few shoe 
cuts in the newspaper without saying 


something about them, but yet you 
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expect full value from your windows 
under the identical circumstances. 

If you do not say something by using 
show cards with definite copy, every- 
thing about quality, value, etc., is en- 
tirely up to the “‘looker’s’”’ imagination. 
There is all the room in the world for a 
doubt. In other words, don’t take it for 
granted that the public knows that the 
shoes they’re looking at are the “‘Newest 
Footwear Creations’’ from America’s 
leading makers and that they’re made 
to give long, faithful service, etc. You 
may say that common sense tells them 
almost that much. That may be so, 
but call their attention to these points 
continually with Show Cards. 


Stop—Look—Listen 


Common sense also tells us to “look 
out for the car’’ when approaching the 
tracks. The railroads take nothing for 
granted. They spend thousands of 
dollars to give us this warning at every 
crossing; they save thousands of lives 
by doing it. That’s consistency in 
advertising; you can save customers 
the same way. 

Your windows will siop them. The 
many styles displayed will make them 
look and they’re bound to listen to the 
Show Cards; after which they cross the 
threshold of your door convinced that 
there is no ‘‘danger’’ in the styles, 
quality, value and service they will 
receive in your store. 

You have simply added a sales argu- 
ment to your trim, cutting down the 
percentage of those who stop and look 
and pass on, and increasing the per- 
centage who are convinced and come 
in. 

Show cards put sales talk in your 
windows—the same as copy does to 
your newspaper space. 

You wouldn’t think of having deaf 
and dumb clerks—then why have deaf 
and dumb windows? 

Shoes may have tongues, but you’ve 
got to have show cards to talk for them. 





Growth of the Display Fix- 
ture Business with Foreign 
Countries 


It may not be generally realized, but 
is a fact nevertheless, that the mer- 
chants of the United States are far 
ahead of any other country in the world, 
not alone in the amount of money 
expended but in the methods adopted 
in window displays. 

European show windows ‘as a class 
are not to be compared to those in this 
country and this includes the largest 
department stores in London, Paris 
and Berlin. 

Under these circumstances it natural- 
ly follows that the display fixture 





industry is carried on here on a much 
more extensive scale. 

In Europe, metal display fixtures are 
the kind principally made by European 
manufacturers, while in this country, 
except for certain staple uses, this type 
of stand has been largely supplanted 
by a large variety of wood appur- 
tenances, including a great many 
“‘Period”’ designs, one of the latest being 
a wonderful imitation of antique ham- 
mered silver on wood. Some striking 
designs in glass fixtures and many other 
items have also been developed here. 

In fact, the whole display fixture 
industry has been revolutionized here 
in late years, and so far are we ahead of 
Europe, that it has more and more 
come to be the case that certain progres- 
sive foreign merchants are buying 
fixtures here. 

The Hecht Fixture Company report 
they have just shipped a bill of unique 
window draperies to Selfridge & Co. of 
London, and other manufacturers report 
sales made to foreign buyers. 

The sale of window fixtures to South 
America, Australia and South Africa 
is quite common and, on account of 
the commanding position occupied by 
the industry in this country, is growing 
with continental Europe, not alone with 
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Shoes may have tongues, but you've 
got to have show cards to talk for them. 


retailers but also European fixture 
manufacturers are buying many of our 
specialties. Recently a large manu- 
facturer from England and one from 
Sydney, Australia, were here making 
purchases. 
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Your Finding Case, Does It Contain 
“‘Hubtip” “No Metal Tip”’ 


Trade Merk, U.S. Pat. Of 


SHOE LACES? 


If not, an Opportunity is Lost whereby 
you can gain 
SATISFIED CUSTOMERS & REPEAT ORDERS 


‘‘Hubtips’”’ are made of Fine Quality 
Fast Color Braid 
Never Pull Off or Wear Tinny 


TODAY’S PRICE LIST 
27 in..............$2.20 Per Gro. Strings 
SF MRctsisidsccdes ae? oS “se 
36 ES a ee 3.75 sé “é 6é 
gg. RA bd “6 
Man 6néked sos. Sane oo 66 ‘“ 
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SPECIAL ASSORTMENTS SUPPLIED——PACKED 72 SINGLE PAIR IN DISPLAY CARTON 
STOCK UP FOR THE COMING SEASON NOW 


FRANK W. WHITCHER CO., M’f’rs---Boston and Chicago, U. S. A, 
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Many Progressive 
Retailers 


Charge their show win- 
dows for so much over- 
head. 


Isn’t this a good idea? 


that is what you are 
looking for 





The value of a well-dressed 
window—as a_ business 
puller—pays a good return 
on its cost. 


Beaded or plain, in any leather 
you desire. We manufacture 
them ourselves. 


( 


| Straps 


The window with over- 
head charged against it 
you will find soon becomes 
an asset. 


The name “Vanity” is a guar- 
antee for good merchandise and 


quick service. You need our catalogs 


fe 
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Sold in gross lots only. HUGH LYONS & CoO. 
‘Make Buyers Out of Passersby” 


Vanity Novelty Works — LANSING, MICH. 


913 Gates Ave. Brooklyn, N. Y. NEW YORK Salesroom CHICAGO 
‘ 35 W. 32nd St. 234 S. Franklin Stf 























REPCO 
Makes Shoes Look 


New 











Repco is a liquid enamel used in the 
repair shop and in the home for renew- 
ing sole edges and heels. It is easily 
applied with the special brush pro- 
vided with each bottle. : 








Repco does not rub off easily—the 
newness lasts. It doesn’t soil the 
clothes. Repco contains no varnish, 
shellac or other gummy substances. 


Repco is made in all the fashionable 
colors—white, ivory, champagne, light 
gray, dark gray and Havana brown. 


This is the season for large sales of 
Repco. Better order a stock of it 
today. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 


BRANCHES 


Auburn, Maine Johnson City, N. Y. New York, N. Y. 
Brockton, Mass. Lynn, Mass. Philadelphia 
Chicago, III. arlboro, Mass. Rochester, N. Y. 
Cincinnati, O. Milwaukee, Wis. San Francisco 
Haverhill, Mass. New Orleans, La. St. Louis, Mo. 

J. K. Krieg Co., New York 
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A Model Shoe Store 


A new interest in store fronts and 
store equipment was aroused at the 
national convention in Milwaukee. 
Many merchants who had been more 
or less indifferent to the appearance of 
both the exterior and interior of their 
stores were awakened to the immense 
drawing power, the added prestige and 
general advantage of a beautiful store 
fixtures and well 
Scores of 


front, attractive 
arranged store interiors. 
merchants went home with a firm deter- 
mination to possess soon a store em- 
bodying the features of the one which 
they beheld at the great convention. 


The Value of Appearance 


A model store, or a model anything 
else for that matter, does not neces- 
sarily have to follow any particular 
pattern or any definite style of archi- 
tecture, but a model store must be 
artistic, clean and attractive in its out- 


ward physical appearance. Any sort 
of a business to be successful must have 
proper and adequate equipment. 
Business equipment includes the ma- 
chinery, tools, and other needed appli- 
ances used in that particular line of 
endeavor. Then, above all, must be 
included proper and adequate executive 
management. Proper equipment, there- 
fore, is partly physical or tangible and 
partly psychological and intangible. 


Physical Equipment 


The physical equipment of a shoe 
store consists of shoes of the kinds, 
styles ‘and materials wanted by the 
clientele which the store serves. The 
stock also should include the right 
polishes, cleaners and dressings—the 
right laces, ornaments, buttons and 
similar accessories--the right spats, 
boot tops and hosiery, as well as a 
hundred and one other items of acces- 


sories, many of which are neglected in 
the average shoe store. 

Foot appliances are an essential part 
of a shoe store equipment and they 
should be fitted and sold by trained 
salespeople who have been educated 
to know how to select and fit the proper 
appliances for each individual case. 

The tools of a shoe store include the 
store front, windows, display and 
decorative fixtures, backgrounds, val- 
ances, signs, show cards, etc. 


Store Machinery 


The machinery of the shoe store is 
the management, the salesforce, the 
advertising department, the window 
trimmers—in fact, the personnel of the 
organization. 

Too much stress cannot be laid on 
the importance of a well-designed and 
constructed store front and artistically 
trimmed windows. These are the in- 












dexes by which the public judges both 
the merchandise and the service which 
they expect to find inside the store. 
From these things the prospective cus- 
tomer forms an estimate of the character 
of the institution. 

The store front properly designed and 
decorated, the stock properly selected 
and put in place, the clerks hired and 
installed in various departments are all 
essential features of a model sboe store 
and yet with all of these, which are the 
physical or parts, the store 
would not be a model if the “invisible” 
—the proper spirit of co-operation be- 
tween the management and the sales- 
force—were not present. 


‘*visible”’ 


Arch Support Invokes New 
Principle 


{ new principle, that a fallen arch 
does not need the help of a rigid sup- 
port provided the strain can be trans- 
ferred from the arch to some other 
portion of the foot or ankle, has been 
invoked by the Federal Arch-Lift 











Shoe Store Service Section of the Boot and Shoe Recorder—Feb. 26, 1921 


But a Particular Service 


Manufacturing Company in a new 
device known as the Federal Arch Lift. 
Furthermore, the claim is made that, 
with this support, or lift, properly ad- 
justed, the arch is permitted to function 
normally, free from all strain. 





The Federal Arch Lift 








Stated briefly (and illustrated by the 
cut herewith), the Federal Arch Lift is 
nothing more than a specially woven 
fabric pad held in place by. fabric 
straps. In addition to the three straps 
holding the pad in place there are straps 
crossing over the instep and passing 
around the ankle, thus transferring the 
strain from the arch to the Achilles 
tendon, one of the strongest tendons of 
the body. During this period of en- 
forced relief, say the manufacturers, 
the muscles and ligaments find oppor- 
tunity to regain their tone, the muscles 
being restored to their former snap and 
elasticity, and the ligaments gradually 
adapting themselves to their normal 
use. 


Attractive Window 
Displays 
James M. Evans, advertising manager 
of the Diamond Shoe and Garment 
Company of Charleston, W. Va., is dis- 


playing some very attractive Spring 
windows. 
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Leads in shoe cleaners for Canvas and Nubuck. , 
It is a perfect cleanser and dressing which not LEE 
only gives an even and beautiful white but eS 4 
POSITIVELY WILL NOT RUB OFF. : 


. | Dozen $1.75 
Price 1 Gross 18.00 


Samples sent FREE 
Write for sample and 
see for yourself. 
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How To Plant An Advertising Crop 


Until the advent of the Audit Bureau of Circulations, 
advertisers sowed their business seed in a vast but fallow 
field. Some of it grew and returned a fair harvest— 
much of it was cast upon barren ground and was lost. 
There was no standardized method of determining the fer- 
tility of a publication’s field. Experimenting was ex- 
pensive. 
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The A. B. C. has eliminated the barren spots of circulation. Plant- 
ing an advertising crop is no longer an experiment. Advertisers know 
the field through audit reports. They know whether it is fertile ground 
and sow their seed accordingly. 


The “BOOT & SHOE RECORDER?” circulation has been audited by 
the A. B.C. Advertisements placed in this publication are seeds well 


sown. 
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The Service Performed by Window Fixtures 


Has a better way been devised to 
distribute the world’s merchandise 
than through your store? “Not yet, 
nor is it likely to happen. 

“T take it,’ said Alfred Koch, in a 
recent address before the National Re- 
tail Dry Goods Association, ‘‘that we 
are interested in distribution at least 
from one viewpoint, namely, that as 
good merchants or as good advertising 
nen dealing with distribution we want 
to know how to distribute the world’s 
merchandise in the very best manner 
possible. That is why I believe we are 
gathered here today. That is why I 
believe manufacturer and retailer and 
jobbers hold conventions, and I believe 
back of it all, at least this one thought 
is in my mind, a desire to go to these 
conventions in order to find out whether 
or not we are doing the job correctly.” 

It is important and exceedingly in- 
teresting to consider in this connection 
the service a window display fixture 
can actually perform. 


The ‘**Cleverness of the Fixture”’ 


The shoe fixture is as clever as the 
hand of the “‘star salesman’”’ presenting 
the shoe so that all its good qualities 
are quickly recognized and in such a 
manner that the attention, throughout 
all the operation, is focused on one 
desire—that being to create the desire 
for ownership and possession for the 
article displayed. 

In other words, a good 
will start a sale. That is 
the sole business of all fixtures. 
Therefore, it is important for 
you to use every means and 
method of distribution that 
will promote a flow of goods 
into and out of your store. 





fixture 


Window the Contact Point 


The window is the point of 
contact. At the window it is 
possible for the merchant to 
get in close touch with many 
people, present his merchandise, 
by actual contact and talk with 
them about merchandise, while 
they shop. 

The window display field and 
the interior display of a store 
play very important parts as 
mediums of effective distribu- 
tion., These fields create a de- 
mand for merchandise. This 
can be shown by actual per- 
centage that has been carefully 





By E. W. PINCKNEY 
of Hugh Lyons & Co., Lansing, Mich. 


and.accurately worked out. It is such 
a high percentage that its importance 
is to be by no means ignored. 

In Toledo, the newspapers made an 
appeal to the merchants stating that 
there was an acute shortage of newsprint 
paper and that all space, advertising 
space, would Have to be limited or cur- 
tailed. One large Toledo department 
store knew that it would be necessary 
to co-operate with the newspaper men 
because of this shortage, but how could 
the handicap of limited newspaper 
space be overcome? 


Doubling Up On Display 


The same day a practical solution 
was offered by one of the members of 
this large organization. The suggestion 
was that the store double-up on window 
display—change the windows twice as 
often as had been hitherto the practice, 
thus giving the public further opportu- 
nities to become acquainted with mer- 
chandise of the store by actual contact 
through the window. Because all de- 
partments in the store could not get 
space in the newspaper, this doubling-up 
of window display brought results. 

All progressive retail shoe merchants 
realize the importance of their windows 
and know that as an advertising medium 
and sales producer they have great 
effect. They do not hesitate to develop 
and increase the efficiency of every good 
advertising and sales medium at their 





The Beauty of Period Fiztures 


disposal. Hence they are working 
their windows to the limit. 


**Period”’’ Designs 


But how is it possible to bring about 
in each fixture a suggestion of the 
artistic that will not over-awe or dis- 
tract the attention from the merchan- 
dise displayed? The answer is ‘‘Period 
Design,’’ the simplicity and correctness 
of design, achieved by adapting fixtures 
so that they are actual reproductions of 
historic works of art that have been 
produced by master designers. 

With correct design, the first principle 
in salesmanship is accomplished. An 
“attention getting value’’ for the mer- 
chandise that is being displayed is 
guaranteed because a correct presenta- 
tion of the articles displayed is per- 
formed. 

Next consider the plateaus and win- 
dow tables which conform to the same 
standard measurements in height, shape 
and sizes of top. The requirements of 
the window have been studied and thus 
the standard has been derived. The 
tops of these tables are so arranged 
that pairs of shoes may be placed upon 
them or that a single shoe may be 
placed thereon and the effect of such a 
presentation does not lack force or 
power of display value. 

A cardholder is likewise built that 
will harmonize with period and a back- 
ground screen is designed and con- 
structed in the period so that with the 
fixtures it is possible to obtain 
harmony from the smallest to 
the largest fixture that can be 
used in the window. 

There is one distinct advan- 
tage that the shoe man has over 
other merchants, when it comes 
to his display window. He has 
a uniform product to display. 
One window can be considered 
for men’s shoes and the other 
window for ladies’ shoes. It 
is even possible to secure a 
miniature set of fixtures upon 
which to display juvenile shoes 
and children’s sizes and babies’ 
sizes. 

With his fixtures conform- 
ing it is exceedingly easy for 
the shoe man to take advan- 
tage of one great fundamental 
in display and art, the pre- 
sentation of a complete 
unit. 


‘ 
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A MERCHANT OWES IT TO 
HIS CUSTOMERS AND HIM- 
SELF TO SELL POLISHES AND 
ACCESSORIES THAT ARE 
RIGHT FOR THE SHOES HE 
CARRIES 


(Concluded from page 72) 
It is not necessary, however, to buy a 
large quantity. 

Most all colorless.cleaners are good 
on white kid, but when it comes to 
fancy colors, such as pink, blue, etc., 
it is another story. Colorless dressings. 
while they remove the dirt, are very 
apt also to remove the color. 

Cleaners for satin should be very 
carefully selected. Many of the satins 
are backed up with a rubber adhesive 
cement and when so backed up, gaso- 
line cleaners should be avoided, as they 
have a tendency to loosen the rubber 
cement, and bring it up through the 
satin. 

Dyes for both leathers and fabrics 
are another factor in your accessories 


department. There are good dyes and 


there are other kinds. As in the case 
of polishes there is no one dye that will 


HOWARD J. ENGQUIST 


answer all purposes. Here again, if 
in doubt, consult the shoe manufacturer 
or some reliable ,wholesaler of acces- 
sories in whom you have confidence. 
The buying of polishes, dressings and 
other accessories is so important that it 
should have the attention of some 
particular person who knows the shoes 
and stock and is capable of selecting 
the right accessories to fit in with thos» 


shoes. 


Findings for Easter 


An Easter introduction to the findings 
department is timely. The word “‘in- 
troduction” is used, by the way, in 
place of that somewhat shop worn wor 
“opening.” In the Springtime, the 
finer goods of the findings department 
come into prominence, and there are 
new opportunities to sell fine hosiery, 
cleaners for colored shoes, and buckles 
and trimmings for Summer shoes. 

Always is it worth while to keep in 
mind that idea, ‘“‘make the findings 
pay the rent,”’ and Easter timé is a 
good time to put it in practice. 











Easter Trade Commences 


Business on Upward Swing in Cleveland—January and February 
Business Satisfactory 


Trade for Easter has opened with a 
swing that indicates that the shoe mer- 
chants in this city have passed the low 
tide in business, and along with mer- 
chants in other lines are riding into a 
better business era. 

True, the revival is not to be com- 
pared with the upward trend of business 
that came during periods of the war, 
and it equally is true that the average 
merchant did not expect a repetition 
of the boom of the war—times which 
made the consumer seek the retail mer- 
chant and sent operating expenses sky- 
rocketing. 

Since the first of January, however, 
there has been a quickening of business. 
At the Chisholm stores, at the Stone 
Shoe Company, at Dorn’s, Travers, 
The Halle Bros. Company, Higbee’s, 
and Ames the managements all agree 
that there has been a gradual increase 
in the volume of trade since the first of 
the new year, and all agree that there 
has been no lessening of business during 
the month of February. 

On the other hand, when books for 
the month of February are closed, it 
appears that the record will compare 


favorably with the best of the normal 
years. 


EMPLOYMENT CONDITIONS 
GOOD 


Factories Increasing Production 
and Adding to Working Forces 


Although there are still thousands of 
workers idle in this city, there are still 
thousands on the payrolls at good wages. 
There has been very little wage cutting, 
so that there is still a good-sized army 
of consumers with war-time pocket- 
books. These have in the past few 
months supplied the bulk of patronage 
at the stores. Their numbers are being 
re-inforced, however, almost daily with 
workers who have been called back to 
their jobs. 

With the advent of Spring, factories 
slowly are increasing production. An- 
nouncements are being made almost 
daily of additions to the working forces 
in manufacturing establishments. This 


is a ‘sign that shoe merchants regard * 


with pleasure, for to them it indicates 
that there will be just enough money in 
circulation next Spring to help them 


make a normal showing with their new 
models. 


OXFORDS ARE SELLING. 


At Pocock-Wolfram’s—Turn Suede 
Straps at Higbee’s 


As further evidence of what the trade 
wants at this particular time, it may be 
said that at the Pocock-Wolfram store 
here they are selling oxfords for street 
wear, and are doing quite well. The 
weather, until the last week, has been 
favorable to oxfords. This store has 
been featuring with good effect an 
oxford with straight stitched top, per- 
forated design and the medium military 
heels. Brown calf and black kid have 
been the best colors. 

At the Higbee Company, women’s 
strap pumps have been going well. -The 
model comes in gray, brown or black 
suede, or black kid, patent leather or 
patent with gray suede quarters. The 
latter model has probably been the best 
seller, on account of the influence that 
gray has had for some time on this 
market. Each of the models is shown 
with turn soles and Louis heels. 























Fixtures by 
Curtis-Leger Fixture Co, 
CHICAGO 
U.S.A. 


Curtis-Leger Fixtures In 


No. 115 
Louis XVI Shoe Stand 


Design Used in Prize Display 
play 


Ist Prize Display 


Jack Shenker, of I. Miller & Co., New York, used Curtis- 
Leger Fixtures in the display that won first prize at the 
N.S.R.A. Window Trimming Contest. He attributes a 
great part of the display’s success to the natural beauty 
and display value of the fixtures. 


Louis X VI Period Fixtures were used. With but a few, he 
arranged a master display showing over three dozen styles 
of shoes, over a dozen varieties of silk hose and a wide 
assortment of fancy buckles. Each article was isolated 
for individual attention, yet the window held a com- 
plete season’s line. 


A recent revision in price allows us to give a 
favorable quotation on all fixtures. Use 
coupon for information. 


Curtis-Leger Fixture Co. 


Established 1869 


226 W. Jackson Blvd. 


Chicago, IIl. 




















No. 10 No. 11 No. 12 


If this page was large enough we could show you 200 illustrations of numerous types of Fixtures— 
you must imagine the others, or, better still, write for our catalogs. 


Cuts Nos. 1-2-3-4 and 5 show a Few Styles of our beautiful new CLASSIC PERIOD WOOD 


FIXTURES. They are dainty, strong and artistic. Ask for Catalog ““L”—showing the Wood Line. 
Cuts Nos. 8-10-11 are to remind you of our Famous Interchangeable Line of Glass Fixtures. Cata- 


log “G.F.” 
Cuts Nos. 6-7 are two of our large variety of Window Valances. In stock for immediate delivery. 


Ask for samples. 
No. 9 is our new Hosiery Form—the most beautiful ever made. Perfect shape. Price $6.00 each. 


Complete with Base. 


No. 12 is a Louis the XIV Period Shoe Stand. 
Window Rugs—Ask for Circular and Color Swatches. 
Window Plushes and Velours. Write for samples. 


Visit Our Chicago or New York Show Rooms 


THE HECHT FIXTURE CO. 


NEW YORK SHOW ROOMS Medinah Bldg., Wells St. and Jackson Blvd. 
“67 E. 12th St. 
CHICAGO, ILL. 


Between Broadway and 4th Ave. 
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Damp-proof 


—When this Korxole (cork) innersole dries out—it will not 
be hard, warped or brittle like leather. 
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It will be soft, smooth and comfortable. Cork is not affected 


by moisture. 
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This is just another reason why you should specify Korxole 
as the innersole for your shoes. 
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Armstrong Cork Company, 132 Liberty Street, Lancaster, Pa. 
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Your smart, well-dressed custom- 
ers are finding fault with the so-called 
invisible eyelet. They say the in- 
visible eyelet is troublesome to lace. 
The eyelet hole elongates, pulls out, 
frays, and spoils the appearance of a 
shoe. “Why,” they ask, “can’t we 
have neat appearing shoes with visible 
eyelets?” 














Mr. Retailer, this demand is not 
imaginary. It is real. So we would 
caution you to specify definitely that 
a goodly portion of your next order 
must be fitted with visible eyelets. 
And we trust your good judgment to 
demand Diamond Brand Fast Color 
Eyelets which never wear brassy, 
but always look new. 
















































































UNITED FAST COLOR 
EYELET COMPANY 
BOSTON, MASS. 
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LESS THAN ONE MONTH — 


before the annual promenade on Fifth Avenue takes}place—the real, authen- 
tic initiation of Spring styles. There you'll see Lindner sport models on many 
a feminine foot. This Easter procession is reflected in all parts of the United 
States, from the smallest and quietest community to the greatest and noisiest 
metropolis. Lindner will bring business to thriving, far-seeing merchants. 
The name ‘Lindner’ will renew satisfaction in the minds of all customers, 


old and new. 


“Lindner Shoe Gompany 


ARLISLE PA 
NEW YORK CITY 


PHILADELPHIA . 
929 Chestnut Street Marbridge Bidg.. Room 454 
BOSTON LOS ANGELES 
183 Essex Street Angelus Hotel 
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Women’s Specialties 


That are Truly Exclusive in an In Stock 
Service that Really Serves 
In Stock 
AA to D 


TE MRE PEER 


Patent Vam ey Buck Quarter, Hysrade 
Flexible McKa rown pattern, patent un 
derlay tongue, full Louis covered heel. rat 


No. a as No. 2001 in Baby Louis 
covered hee]. A-C $6.25 
No. 2000—All Gra Buck, patent underlay 
on tongue, covered is heel. A-C... .96.25 

e as No. 2000 in Baby <= No. 2026 


1. A-C 
2004—All Brown Buck, brown satin un- 
derlay on tongue, covered Louis heel. A-C. 


$6.25 
No. 4001—Same as No. 2004 in Baby Louis Gray Ooze McKay Slash Strap, imitation ti 
covered heel. A-C $6.25 = Louis covered heel. B-—C 

No. 2002—Black Ooze, black satin err! No. 2025—Brown Ooze, same as above. B-C N 
onJtongue, covered Louis heel. A-C... . $6.00 $6.00 o. 2118 


We illustrate three numbers that are particularly suited for your Easter 
business. These as well as a long line of brogue and tip oxfords, pumps Block Ooze 2 Strap Turn, full LouisXcovered 
and strap effects are ready for shipment. y on and 


No. 2115—Brown Ooze, same as above. as 
satin inla on Gress and ont Ce A-C. . $6. ~ 


SAKS-METH SHOE CO. = B7EENS'S 8 


116 Duane Street - - New York, N. Y. 




















PRODUCTION INCREASED 
300% 


The addition of 4500 square feet to our plant triples the 
production of “Companions.” At the same time, we are 
in a position to design many new styles. 


THE BY-WORD OF THE TRADE 











“Companions” Representatives are now among the jobbing trade. They have 
some real surprises for interested retail merchants. Original creations, striking 
combinations, effective use of color, graceful lines, dainty pompoms, the finest 
felt, are but a few of the selling points in favor of “Companions.” 


SMELT! MEAP Sie 


Our factory extension will make it possible for us to welcome new accounts— 
a limited number, however, as the “Companions” policy is: uniformly good 
service distributed equally among all our accounts. 


We will gladly send you the name of a “Companions” jobber in your vicinity. 


REPUBLIC FELT SHOE CORP. 


899 KENT AVENUE BROOKLYN, N. Y. 
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Four Good Buys in Oxfords 
IN STOCK 


B 633—Brown Cordovan Oxford. Tremont Last. ~ B 637—No. 4 Gallun’s Calf Brogue Oxford. Brogue*Last. 
Code—Craft. Widths, AA to D. Code—Custom. Widths, AA to D. 
Price $7.50 Price $6.75 


B 647—Cherry Calf Brogue Oxford. Tremont Last. B 591—Cherry Calf Newark Oxford. Bradford Last. 
Code—Classic. Widths, AA to D Code—Cremo. Widths, AA to D. 


Price $6.75 Price $6.50 


Charles A. Eaton Co. 


“The Sterling Shoemakers of New England” 
BROCKTON, MASS. 


BOSTON—207 Essex Street ATLANTA—238 Peachtree Arcade 
NEW YORK—127 Duane Street DETROIT—461 Book Building 
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The white season is starting and you should 
see a sample of this beautiful Jeather—a 
genuine soft hairskin cabretta, full chrome 
tanned, washable and durable. Also gray 
and brown suede cabretta. 

For women’s high grade boots, pumps and 
slippers. 


Smooth finish calf leather in black and the popular 
brown and mahogany shades. Side leather, black 
and colors, kid, glove and patent side leathers. 


All are Thistle Brand Leathers. 


J. A. MacDonald Leather Co. 


21 Lincoln Street, Boston, Mass. 
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FULL BROGUE CORDOVAN 
BAL WITH RUBBER DOUB- 
LER, ON THE:HAGUE LAST. 





——No Tacks 
—No Nails 
Button and 
Lace. Foot- 
form Last. 


POOLE & JOHNSTON 


MANUFACTURERS 


BROCKTON ,MASS 








NEW YORK 
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The Beauty of the Toe 


— keep it there with a — 


VULCO-UNIT 
BOX TOE 


Sold only by 


BECKWITH MANUFACTURING CO. 


108 Lincoln Street, Boston, Mass. 


AGENTS 


G. W. KIBBY & CO. OSCAR F. WRIGHT & CO. GEO. A. SPRINGMEIER CO. 
Chicago, Il. St. Louis, Mo. Cincinnati, Ohio 
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TANNERS CUT SOLE CO. 


Oak and Union Cut Soles 


Uniform 
Sorted to 


rts. Enlar, 


ariety of 


Cut and 


So by Ex- 


Capacity and 


rades enable us 


to supply all demands. 
Large Capacity—Prompt Service 
MANUFACTURING PLANT: 


90 Wareham Street 
BOSTON, MASS. 


DISTRIBUTION OFFICES: 


321 Summer Street 
BOSTON, MASS. 


NEW YORK, CHICAGO, CINCINNATI, MILWAUKEE, ST. LOUIS 


neon 








A REAL INDIAN MOCCASIN 


No stitching touches the’ foot. 
Flexible sole. Plenty of room. 
Wonderful house and play shoe 
for Infants and Growing Chil- 
dren. Made in Smoked, 
Tan and Dark Brown. 


PRICE VERY ATTRACTIVE. 


Inquiries promptly answered. 


COLLYER MOCCASIN CO. 


245 Burrill Street - - 


Swampscott, Mass. 








ALIFETIME OF 
SHOEMAKING 
EXPERIENCE 


Pelehfaene® 


HARNEY, TRACY, CREHAN CO. 
FACTORY * 589 ESSEX ST., LYNN, MASS. 
BOSTON OFFICE: 10 HIGH STREET. 














SOLE LEATHER 
AND 


BELTING BUTTS 
TANNAGES 


Mt. Jewett Burke Muskegon 
Boston, Mass. 


St. Marys 


1 














No. 32216 Basket filled 
with flowers, as tulips, 
hyacinths, maybells 
etc., each $1.50, per 
dozen $15.00. 


My illustrated catalogue 
in colors, No. 32, mailed 
free for the asking. 


FRANK NETSCHERT 
61 Barclay St. 
NEW YORK 
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QUALITY FELT SLIPPERS 


for 


MEN — WOMEN — CHILDREN 


Made of highest grade goods. 
Up to date styles. Attractive prices. 


Visit our Boston Office—H. R. 
Holden & Co., 134 Summer Street, 
F.J. H. Jones, N. E. Representative. 


MARTIN FELT SLIPPER CO. 
76A May Street . Worcester, Mass. 
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FOREIGN BUSINESS 


Your overseas customer prefers to do business his way. 
If he does not read English, he should be written to 
his own language. Make it easy for him to understand 


your message. 
Our business is to translate English into French, and 
vice versa. Not only letters, but catalogs, brochures, 
pamphlets, etc. 

Write the Editor, The Export Recorder, 207 South St., 
Boston, for his opinion of our work. 


D’AVESNE TRANSLATION BUREAU 
755 Boylston Street Boston, Mass. 
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A Shoe That’s Selling Strong, Right Now 
Price $6.00 | 


A “Keith’s Konqueror’? Brogue for Women. Made up in 
our usual careful way of tan calf and carries a 1-inch heel 


AA-D — Sizes 2-8 


The PRESTON B. KEITH SHOE COMPANY 
BROCKTON (Campello Station) MASS. 
New York Office, 299 Broadway, Room 415 Boston Office, 207 Essex Street 
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LA CROSSE SHOES 


Weather Storms 
of Keenest Competition and Price 
Adjustment Downward 
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Take this number shown as an example. 
It has an all season reputation for repeat 
sales, a live wire investment, not just stock 
on hand. 








A big buy for your customers that places 
service ahead of appearance. 





No. 756 — Men’s brass-nailed, bark- 
tanned, full-quarter blucher with box toe, 


half double sole and reinforced. shank LA CROSSE BOOT 
IN STOCK & SHOE MFG. CO. 


$2.95 LA CROSSE : : : WIS. 
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MEN’S WELTS 


THE .NEWEST LASTS 
and patterns in 
any leather— 
made to order 








No. 243213RD 
$6.30 


Norwegian Brogue Bal. Rubber heel with sole 

other base, heavy sole leather counter, slip sole, 

ers grade oak outer and inner soles. A, B, €, 
5-11. 3 


233213RD - - $5.00 


Boarded Russia Brogue Bal. Construction same 
as above. A, B,C, D. 5-11. 


No. 125114 
$5.00 


Highest de, full grain, Russia Calf Oxford, 
U. Ru Heel, sole leather heel base, sole 
at ® counters, oak inner and outer soles. Top 

e material used in every part. A, B, C, D. 


175114 - - $4.10 


Russia Oxford. Same construction as above. A, 
B,C, D. 5-11. 


and 


SHIPPED 
IN 


5 


WEEKS 








We know that 
when you 
want your 
Spring Men’s 
Shoes you'll 
want them in 
a hurry. The 
old order has 
changed and 
you'll find us 
geared to give 
you the shoes 
you want in 
3 weeks 








No. 121114 
$5.50 


Highest grade, full grain, Russia Calf Bal, U. S. 

heel, sole leather heel base, sole leather 
counter, oak inner and outer soles. Highest grade 
material used throughout. 


171114 - = $4.35 


Russia Bal. Construction same as above. A, B, 
c,D. 5-11. 


Spring Step Stability 
Rubber Heels have 8 
» while mest heels have 
but 6. You can quickly demonstrate 


the practical advantag oe this to your 
qustsinar, Mit. Rotalien, in the fettooing 


simple way. 
Place index finger across a Sosies 
Step Heel in the manner indica’ 
the illustration. 3 Nail holes ut be 
revealed we the finger, but 

same test applied to the six-holed heel 
shows ~ 4 

- The additional security at the back of 
the heel which SPnin G STEPS thus 
offer makes a vital difference in their 
wear and good appearance. 











Write or Wire for a Salesman to Call! 


PENNINGTON-CROWELL SHOE CO. 


Quality Manufacturers of Men’s Fine Welts 


MANCHESTER 


NEW HAMPSHIRE 
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BUSINESS IMPROVES 
MATERIALLY 


Mild Weather Proves Stimulant— 
Good Post-Easter Trade Expected 


Mild weather during February has re- 
sulted in a material improvement in 
business, and according to several of the 
merchants there wi.l be a lot of business 
done before Easter and still more after- 
ward. Easter comes early this year, 
which will mean that with good weather 
a fair volume of business will be handled 
prior to the event. However, the mer- 
chants are working right now on a plan 
to keep up interest and make the period 
after Easter a live one, instead of its 
becoming draggy, as is sometimes the 
case after an early Easter. 


Style Show Arranged For 


In view of the fact that a dull period 
just after Easter would probably cause 
some merchants to get scared and start 
cutting prices, which would demoralize 
the market and the buyer, the Retail 
Merchants’ Association has arranged 
for a big style show, starting April 2 
and lasting through April 9, at the Jef- 
ferson County Armory, and plans as 
arranged call for a reproduction of a 
section of Atlantic City Board Walk 
upon which live models will display 
merchandise. Some sixty or seventy 
exhibitors will also have booths under 
the balcony, and wherever there is 
available space, and will exhibit vari- 
ous lines of merchandise, it being a 
style show as well as a merchants’ ex- 
hibit. It is proposed to charge double 
the admission where consumers haven’t 
merchants’ admission coupons, which 
will also cost 25 cents. 


Meeting Scheduled for February 22 


There has been no meeting of the 
Louisville Retail Shoe Association for 
several weeks, due to the fact that in 
January the members were in Milwau- 
kee, attending the National meeting, 
and decided to pass up the local. In 


TULLE EP tenon 
= aa 


News in 


EEE ECE ET 








ments in America’s Shoe 








Louisville 


February a number of members were 
away on buying trips. However, it is 
expected that a meeting will be held on 
the 22d day of February, being a Wash- 
ington Birthday party. 


Clean-Up Sale a Success 


Mrs. H. J. Mullins, head of the Hub 
Shoe Company, is winding up the busi- 
ness of her late husband with a big re- 
tail sale, which is being handled by 
E. G. Seaman, a merchant adjuster. 
This sale has been handled well, and 
has developed a business which has al- 
most cleaned the shelves and at better 
prices than would have been realized if 
the business had been sold as a whole. 
In fact it has proven one of the most 
remarkable clean-up sales ever handled 
in Louisville. On one day of the sale 
there were people waiting to be waited 
on for a period of nine hours. 


Dollar Bills to Customers 


Miller’s Ltd., Selz Royal Blue Shoe 
Store, is handling a sensational sale, 
using large advertising, big posters on 
the store, and on the first day offered 
dollar bills to the first hundred buyers. 
The company at the conclusion of the 
sale, in late February, will remove stocks 
and fixtures to an upstairs location over 
the Alamo Theater, while remodeling is 
done on a storeroom on Fourth Avenue, 
between Market and Jefferson Streets. 
The difference in the rental asked on 
the old location and the rental that will 
be paid for the new location runs into 
several thousands of dollars annually, 
and at that the new location is a very 
desirable one—in fact, more desirable 
than the old one for medium priced 
merchandise. 


Feltman-Curme to Open Soon 


The Feltman-Curme Company, which 
has leased the old store of Miller’s Ltd., 
gets possession March 1, when it plans 
to start remodeling, and get the place 
in shape for occupation in the early 
part of April, or probably in late March. 
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Suede Colonials Displayed 


Suede and satin are being shown to a 
considerable extent by Louisville mer- 
chants at the present time, in gray, 
black, brown and two tones. Husch 
Brothers are showing the “Betsey,” a 
demure colonial in gray suede, black 
satin, brown satin, etc. It is built with 
an attractive tongue and with self- 
covered buckle. Gray is taking very 
well in Louisville so far, but matching 
up desired shades is not especially easy. 
There is also a good demand for the 
so-called transparent silk hosiery for 
women, especially in gray. 


Prices Below Replacement 


The Boston Shoe Company, in a 
clean-up sale, holds that it is basing its 
present prices on lower costs that are 
to be rather than on costs that were, or 
lower costs that are. In other words, 
the company claims that it is basing on 
the rock-bottom prices of a prosperous 
future, which represents about the low- 
est shoe prices that Louisville will see 
this year. 


Slump in Country Mail Order Trade 


Country business has been off, due to 
poor agricultural conditions as regard 
volume of sale and price. The result 
has been light calls from the country 
and a slump in mail orders. Locally, a 
good many people are out of work, or 
on a part-time basis, but industrial 
conditions are improving, and business 
as a whole is showing steady improve- 
ment. Merchants from this State, 
Southern Indiana and the South have 
been coming in much better during the 
past week or ten days, according to the 
jobbers. Confidence is being re-estab- 
lished to a considerable extent, and 
the business man generally is feeling 
more optimistic. 


New Travers Company Manager 


William R. Davis, formerly with the 
Baltimore store of the Travers Com- 








Where to Buy 


Women’s Shoes 





“Fernco-Qaality” Comfort Shoes 
Ladies’ Hand Turned 
Boorse, eee as 








WOMEN’S McKAY 
Slippers and Boots 


of Character 
HARRISON-LOCKWOOD CO. 


Factory, Haver 
esten” ae tantets Sesees Street 











E. A. & M. C. Witherell Co. 
Manufacturers 


Women’s Turn 
Boots and Slippers 


F 
Haver! ass. 


Boston 
147 Lincoln St. 








BOUDOIR 
SLIPPERS , 


Fine kid Boudoir Sli in stock for imme- 
diate delivery, made of best materials obtain- 
able in Black, Blue, Red, Pink and Tan. Order 
sizes or case lots. Prices, Black $1.35, Colors 
$1.65. Terms, 5% 10 days, net 30. 

SILVER SHOE CO. Haverhill, Mass. 








FERN & POOR CO., Inc. 


Manufacturers ' 
Newbaryport, Mass. 
Women’s Turn 
Comforts 
Boots & Slippers 
for the wholesale trade 








WOMEN'S TURN SPECIALTIES 
COMFORT SHOES IN STOCK 
with U.S. Rubber Heels Attached 


TURN NOVELTIES 
All Las 


On 
Inquiries Reseller Aeewent 
F felatiner-O'Connell ShoeCo.,Ine. 
Washington 


Street - - - Haverhill, Mass. 











SIXTY STYLES OF 
COMFORT SHOES 
IN STOCK 
Juliets, Oxfords, Bals, Polish, Sandals, etc., 
women 's Flexible Welts and warm lined shoes, 
slippers. 


men’s 
TIMSON BROS., Inc. 
620 Atlantic Ave. Boston, Mass. 











Phillips-Cram Corp. 
Makers of 
Women’s Turn 
Slippers 

276 River St, Haverhil, Mase, 


207 Hoon Street 
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pany of Cincinnati, has come to Louis- 
ville as manager of the local store, ac- 
cepting a position which has been va- 
cant for some weeks, or since T. R. 
Brown left the concern to go with a 
wholesale concern as a traveler. 


Retired Merchant Dies 


Theobald Bloomfield, 74 years of 
age, retired shoe merchant, formerly 
operating at Brook and Market Streets, 


Feb. 26, 1921 


following two years’ illness of paralysis, 
recently died at his home in Louisville. 
He is survived by a son, Edward Bloom- 
field, a local attorney. 


New Shoe Company Incorporated 


At Owensboro, Ky., the Gipe Baker 
Shoe Service Company, with a capital 
of $6,000, has been incorporated by 
Charles E. Gipe, James G. Baker and 
N. E. Baker. 


San Francisco 


RETAIL TRADE IMPROVES 


Most Stores Busy—Price Reduc- 
tions Featured 


On his return from the East, recently, 
A. Katchinski gave an address to the 
merchants, wholesalers and manufac- 
turers of this territory on the recent 
Milwaukee Convention and on the com- 
ing convention in San Francisco. The 
gathering took place in the rooms of the 
Association and it has been the talk of 
the trade, ever since. 

The San Francisco public seems to 
have awakened from its lethargy in the 
matter of shopping. Most of the retail 
shoe stores are busy, especially those 
offering special price inducements. 
Cuts in the cost of shoes can be found 
featured in a number of stores. 

Most of the new stores report satis- 
factory business. The Moss Shoe Com- 
pany, 78 Ellis Street, was opened last 
October by H. C. Moss, Coast repre- 
sentative of the Nunn-Bush & Weldon 
Company, of Milwaukee. L. K. Doty, 
the manager, says the business, which 
is in men’s shoes only, has been satis- 
factory. De Roy Austin has opened two 
new shoe stores for men recently. One, 
known as the Shoe Mart, is at 734 Mar- 
ket Street, in the location formerly 
occupied by Rosenthal’s Market Street 
store. The other and smaller store is at 
346 Market Street. 


Men’s Store Is Enlarged 


Enlargements and improvements 
have been made to the-store of the Price- 
Pechner Shoe Company, in the Monad- 
nock Building, to meet the demands of 
increased business. The firm has the 
exclusive agency for the Packard Shoe. 


Tendency Is Toward Lower Heels 


Style demands in San Francisco are 
described by some of the most exclusive 
shoe dealers as follows: 

Roy Whalander, City of Paris, finds 
that the strong call for gray ooze strap 
pumps has fallen off and it looks now as 
if the military heel strap pumps will 


take the lead in sales. H. A. Ballentine 
said: “Gray suede shoes in French 
heels, baby Louis heels and also in 
leather military heels are in big demand 
at the Hanan store, 157 Geary Street.”’ 
‘Harry Gibson, Manager of the White 
House Shoe department, finds that stray, 
patterns, with Cuban leather heels and 
Cuban wooden heels, instep patterns, 
are going to be very strong during the 
coming season, also French heel strap 
patterns. Baby French heels are in big 
demand in San Francisco, as they are 
in New York. 

Max Sommer, Jr., stated: ‘The 
Spring style outiook in San Francisco is 
sifting down to low shoes with a ten- 
dency toward lower heels, Cuban and 
French heels. Light and dark shades of 
gray suede are greatly in demand in 
both oxfords and strap pumps. Brown 
kid and calf and black, brown and gray 
suedes are being shown and the outlook 
is that these styles will be very success- 
ful for the coming season.” 


Max Sommer Brings Home a Cup 


Sommer & Kaufman’s salesforce are 


‘proud of the large and handsome silver 
‘loving-cup presented to Max Sommer 


by the National Association of Shoe 
Retailers, in commemoration of his 
directorship which has just terminated 
with that organization. The firm is 
entering into the fifth week of its an- 
nual sale and reports that business is 
very good in the women’s and children’s 
department. The firm’s annual bonus 
to employes has been distributed, every 
employe in the company’s stores having 
received a liberal share. 


Many Merchants on Eastern Buying 
Trips 

A. I. Block, of Block-Levy & Com- 
pany, is in the East, visiting the fac- 
tories in the various shoe manufactur- 
ing centers. The new Fresno store of 
this firm is progressing 

Harry Gibson, of the City of Paris, 
returned from an eastern buying trip 
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last week. Whilst in New York he en- 
joyed the Shoe Manufacturers’ Ban- 
quet, at the Hotel Astor, as the guest of 
Laird, Schober & Company. 

H. Katschinski, of the Philadelphia 
Shoe Store, Oakland, is in the East, on 
a buying trip. He is accompanied by 
H. Cantrowith. \ Jos. Kirthworth, for 
over 20 years an employe of the Phil- 
adelphia Shoe Company, recently suf- 
fered from a stroke. 

William O’Connor, manager of the 


LITTLE CHANGE IN CONDITIONS 


Retail Business Spotty—Sales Are 
the Rule 


There is very little change in con- 
ditions in shoe stores in Detroit. Busi- 
ness is reported slow or good, depending 
largely upon the viewpoint of the mer- 
chant. Some stores even report an 
increase in business over the corre- 
sponding period of 1920. 

Very little effort is being made to 
push Spring styles, probably due to 
two good reasons, one, the desire to 
sell as much of the older stock as pos- 
sible, the other, because the merchants 
have not-yet received the Spring lines 
bought. The windows reflect the sale 
event almost entirely. 

There is a determined effort being 
made to get rid of women’s high cuts, 
prices in some cases being cut to ridicu- 
lously low figures. One store selling a 
medium grade offers every pair in the 
stock at two prices, $2.95 for all sizes, 
up to and including size four, while 
four and one-half and larger sizes are 
offered at $3.95. 
the difference in the selling value of the 
small and larger sizes is a very wise one. 
Two of the largest stores have offered 
$10 values in broken lots at $3, showing 
a consistent effort to reduce high cut 
stocks. 


Fyfe Takes Courageous Stand 


Perhaps one of the clearest pro- 
nouncements on the reduction of prices 
made in Detroit was that of R. H. Fyfe 
& Co. It reads: 

“The general decline in prices of 
merchandise makes it fitting and 
proper at this time to inform our 
customers as to the basis on which our 
prices will be made the coming season. 

“We have inventoried our entire 
stock at the lowest market prices at 
which such goods can be purchased, 
regardless of their cost to us, and our 
present stock as well as our new stock 
coming in wiil be priced to conform to 
these reductions. 





Detroit 


This recognition of | 
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Emporium, is in the East on a buying 
trip. His newly-appointed assistant is 
in charge of the department during his 
absence. This is T. L. Jarrell, who 
comes from the Broadway department 
store, Los Angeles, where he was assist- 
ant buyer. 

Carol S. Wills, proprietor of the City 
of Paris shoe department, has just re- 
turned from the East. He attended the 
Convention and bought a few shoes for 
“at once” delivery. 


“We assure our customers that in 
no case will our prices exceed a fair 
margin over the lowest possible cost of 
replacement.” 


Welfare Club Has Dance 


The Lindke Welfare Club gave a 
dinner dance at the Hotel Borrowood, 
February 8, with an attendance of 150 
members and guests. Among the latter 
were Roy Pingree, F. C. Pingree Sons’ 
Company, and Mr. Thompson, Lehigh 
Valley Shoe Company. Clyde K. Tay- 
lor, manager of the store, gave the 
address of welcome to the guests. 
Entertainment was furnished by Mr. 
Porter, men’s shoe department, whose 
solos were greatly appreciated, and by 
Miss Winifred Benedict, in monologs, 
showing a great range of recitative 
art. Miss Benedict is the daughter of 
Dr. Benedict, Lindke’s chiropodist. 

Shoe Fitters Form Association 

A new association has been organized 
in Detroit called the Michigan Scien- 
tific Shoe Fitters’ Association, com- 
posed of retail shoe salesmen. The 
following stores are already represented 
in the membership: R. H. Fyfe & Co., 
Dr. A. Reed Cushion Shoe Company, 
Walk-Over stores, Lindke Shoe Com- 
pany, P. J. Schmidt Shoe Company, 
Queen Quality Shoe Store and Snell’s. 
It is hoped that all the larger stores will 
be represented in the membership and 
that a large number of the smaller ones 
will also join in the movement. 

_ The object of the association is to 
educate the shoe salesmen how to fit 
shoes correctly, how to detect foot 
troubles, how and when to fit foot 
appliances through a study of the 
anatomy of the foot, etc. A tentative 
motto for the organization is “One 
Hundred Per Cent Efficiency in Shoe 
Fitting.” 

The officers are: President, Dr. 
Harry B. Bronston, Dr. Reed Cushion 
Shoe Company; Vice-President, David 
Levin, Walk-Over Shoe Stores; Sec- 
retary-Treasurer, Dr. Walter P. Bron- 
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a Women’s Shoes 




























'o. 1203X, -- 1.80 
No. 1204X, Pink.. 1.80 
The Westcott Whitmore Co., Syracuse, N. Y. 








STRAP SANDAL 
IN STOCK 


a, Mich. 











Boudoirs in Stock 
Fine Black, Full 
Chrome Cabretta. 
paw sen Quilted 

+ Spee “Sizes 244 


seine SHOE CO. 
Salem, New Hampshire 



















COLLINS & 5) STAPLES 


Hand Turned GS Cuts 
in fancy straps and novel- 


Haverhill, Mass. 





A DESIRABLE LINE OF 
LADIES’ HIGH GRADE FOOTWEAR 
Oxf - Boudoirs 


Stra 
prc et ws 
cngpiites e deliveries ‘assured. 
PORRLI-MAGES SHOE CO. 


17 Railroad ° Mass. 
$ igh Essex Street 


Boston 
(With Raymond Sales Company) 








ALGIER SHOE MFG. CO. 


hoe 





Pans NSF wenvoan 


Highest Grade Women’s Shees, Turns and Welts - 
188 Broadway, Brooklyn, N. Y. 


WOMEN’S TURN 
COMFORT BOOTS 
Immediate Delivery 
Sold in dozen pairs or case 
lots. Sizes 


4 to 8. “or tip toe. 
or 
$2.60. 


Cushion Sock Lining 
Rubies ects 


siiven sh0g. 0 
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Where to Buy 


Women’s Shoes 





PPRS9 309-329 JOHNS ~~) ST. 
BROOKLYN, NY 





A HIGH-STYLE LINE 


OF 
Women’s Fine Turns 
and Novelties 
TESSIER & BOWDOIN 





50 Phoenix Row Haverhill, Mass. 








WE HAVE IT / 


ESTABLISHED SINCE 1905 


Fyre, 
ORNAMENT, 








TURKISH SLIPPERS . 
IN STOCK AGAIN! 
No. 101 Sofia Turkish Slippers 


Im from Cofistantinople. 
wrane ree Set Delivery. 


for Sample 
NE IMPORTING CO- 


ast 22nd St--New B 














Where to Buy 


Ballet Slippers 

















“Ironclad” 


Almost impossible 
to wear them 
out. 

Made in 
Leather and 
Canvas. 


BROOKS SHOE MFG.CO. _ Philadelphia, Pa. 








A REAL HIGH CLASS 
BALLET 
Finest Workmanship 
Women’s Black vici, Sizes 2% 
Misses’ 2 
Childs “ « 46° >>> $1.55 
Second Grade vid = $1.40, $1. 45, 41.50 


Write for Sam At-once shipm 
PURITAN SHOE 0. Ine. 74 Reade St, N.Y.C. 
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ston, formerly with Dr. A. Reed 
Cushion Shoe Company; Sergeant of 
Honor, Edward King, Walk-Over Shoe 
Stores. Salesmen who have_ been 
employed one year in a shoe store are 
eligible. Department heads and mer- 
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chants are not eligible for membership, 
but are invited to attend all meetings, 
To this end S. J. Jay, R. H. Fyfe & Co., 
and C. K. Taylor, Lindke Shoe Com- 
pany, have already accepted invitations 
and spoken on timely topics. 


Milwaukee 


BOOTS IN BETTER DEMAND 


Cold Snap Stimulates Business for 
Short Time 


Another radical change in weather 
conditions, by which temperatures 
changed within an hour or two from 50 
above zero to 14 degrees above, served 
to quicken the high boot business for a 
short period during the past week. It 
was the first real cold snap since the 
holidays, but it was sustained only for a 
short period. The demand for foot- 
wear, outside of the temporary stimula- 
tion of boot business, continues to be 
principally for low cuts. Oxfords in the 
various shades of tan, with cuban or 
military heels, and semi-brogue designs, 
are more popular now than ever before. 
The stauncher oxford is gradually 
taking a rank higher than that which 
has been held by the turn pump, for 
ordinary wear, doubtless because of the 
extra service for a given amount in- 
vested. Young women office workers 
who formerly would have nothing but 
the light and fancy pump for general 
wear are looking for something more 
serviceable and lasting. This is a trend 
that has become especially noticeable 
in recent weeks. By some it is taken as 
a reflection of conditions which have 
made the high-salaried jobs of young 
women less secure, both in respect to 
the job itself and the scale of pay. 


Men’s Shoes Selling Fairly Well 


Buying of men’s shoes is of a satis- 
factory volume, although it is hardly 
up to normal. Sales of oxfords are very 
light, the bulk of trade being in boots. 
It is expected, however, that oxfords 
will increase in popularity as _ the 
Easter holiday comes nearer. Weather 
conditions all Winter were such that 
it might be expected that low cuts 
would move more rapidly than in any 
Winter in years, but this has not been 
the case. In some respects merchants 
are glad that the boot is more popular 
than the oxford, for stocks of high shoes 
generally are ample and the present 
trend of demand has assisted materially 
in effecting a reasonable reduction of the 
staple lines. Sacrifices have had to be 
made, however, and considerable busi- 
ness has been done at cost or below. 


Increased Activity Manifest 


‘Although business has continued io 
be slow during the last month, evi- 
dences of increased activity continue 
to manifest themselves,” says the 
monthly business review of the First 
Wisconsin National, Milwaukee’s larz- 
est bank, issued early this week. “‘Shoe 
and silk, cotton and woolen factories, 
tanneries and automobile plants have 
resumed or increased operations. But 
the fact that demand is picking up in 
some lines of business is to some extent 
offset by dullness and the prospect of 
further declines in other lines. Within 
two or three weeks money has tightened, 
indicating that frozen credit is by no 
means a thing of the past. It is not 
unlikely that the downward trend in 
some lines may be neutralized: by 
the upward trend in others. If the 
indications are that business revival 
will be a slow process, it is better so. 
The prosperity of 1919 and 1920 had in 
it an element of fictitiousness that no 
one wants to see in 1921.” 


Stocks Are Lower 

The following statement in the review 
is considered significant to business 
men not only of Milwaukee and Wis- 
consin, but of the entire country: 
“Stocks on hand that have been hang- 
ing like a thick cloud over the business 
of the country are slowly lessening. 
Demand is beginning to be felt. Retail 
and wholesale buyers are seeking to {ill 
up their complement of goods. So far 
this has resulted mostly in orders for 
immediate delivery. But as confidence 
grows and prices work upward a little, 
the volume of advance business may be 
expected to increase. A recrudescence 
of demand may be mistaken by some 
business men for a boom. Nothing 
like a boom is in prospect. So far as 
can be seen, the buying public is iikely 
to remain conservative. The country 
is in a period of normal mentality. 
Furthermore, booms have to be pre- 
ceded by a long period of capital 
accumulation and progressively ‘easier 
money rates. Needless to say, these 
conditions are not now present.” 


Wage Reductions Moderate 


It is also interesting to note the 
opinion expressed in the review which 
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says: “So far wage reductions have 
been relatively moderate. In many 
cases employes have accepted them 
reluctantly; in others, they have in- 
dicated an understanding that if the 
institution of which they are a part is 
to carry on, they must help to keep up 
operations. There can be no dodging 
the fact that even if wage rates are not 
reduced, wages are, by the very fact of 
unemployment. This is really not an 
important consideration. Retail prices 
are bound, to settle down into a fair 
relation with wholesale prices. The 
tendency of the price level is un- 
deniably downward. Wage reductions 
are not being urged as a pretense for 
arresting the downward course of prices 
or for forcing prices up, but for shaving 
costs to accord with prevailing prices 
so that industries can afford to operate.” 

Start Movement to Boost 

. Milwaukee 





A movement to boost Milwaukee as 
“The Home of High Class Products’ 
has been put under way by the organiza- 
tion of the Milwaukee Trade Mark 
Club by representatives of some of the 
largest manufacturers of the city. The 
movement is a direct outgrowth of the 
valuable work which the Shoe Sales 
Association of Milwaukee has done in 
the last two years or more with its now 
familiar slogan and trade-mark, “Qual- 
ity First—All Ways—Milwaukee.” 
This, however, applied only to the boot 
and shoe industry of this market. Now 
it is broadened to cover all industries. 
Among the larger concerns which helped 
to initiate the new campaign are the 
Nunn, Bush & Weldon Shoe Co., F. 
Mayer Boot and Shoe Co., O. C. 
Hansen Manufacturing Company, 
gloves and mittens, and the Phoenix 
Knitting Works, hosiery. 


Export Sales Fall Off 


Otto Hansohn, manager and buyer of 
the boot and shoe section of the H. C. 
Prange Company, department store, 
Sheboygan, Wis., is back from Boston 


after a buying trip for Spring and Sum- 
mer stocks. Mr. Hansohn said that so 
far as domestic demand is concerned, 
eastern manufacturers are pleased over 
immediate conditions, but he heard 
many expressions of disappointment 
over the export situation. Buying for 
foreign shipment is very light at a time 
when in normal years at this season the 
Boston market is the mecca of buyers 
from all parts of the world. Mr. Han- 
sohn also reports a firm tendency of 
prices for novelty lines, while staples 
for both men and women rule easy and 
still have a downward trend, which, 
however, appears to show only a short 
life in view of high production costs. 


Manufacturer Opens Retail Store 


The Fond du Lac Shoe Mfg. Co., 17- 
19 West Division Street, Fond du Lac, 
Wis., manufacturer of men’s and boys’ 
work shoes, has opened a retail store 
and repair shop in the adjoining build- 
ing at 15 West Division street. This 
will be conducted as the Fond du Lac 
Shoe Repairing Company. It is planned 
to retail shoes to the city and coun- 
try trade, there being no local com- 
petition on the line, which is not sold to 
local dealers. The factory is now being 
enlarged and a campaign is under way 
for dealer trade in distant parts of the 
country. 


Completes Practipedic Course 


Erhardt Feustel, with the Harold 
Munchow Shoe Store at Amberst, 
Wis., has recently completed the course 
in the American School of Practipedics 
and become a member of the Inter- 
national Association of Practipedics. 


Takes Charge of Repair Department 


J. J. Clark, formerly in charge of the 
repair department of Brewer & Row- 
lands, Baraboo, Wis., has become as- 
sociated in a similar capacity with the 
Pelton & Sons boot shop in the same 
city. 


“Salt Lake City 


RETAIL TRADE GOOD 


Merchants Bothered, However, by 
Necessity for ‘‘Sales’’ 


With one or two exceptions all the 
shoe merchants of this city report 
business as “good.” The weather 
has been stormy and wet underfoot, 
for a week or more, and this has had 
the usual effect of increasing sales. 
Several of the prominent shoe buyers 
are in the East just now, but the ten- 





dency is to buy light. ‘“‘We are buying 
just what we need and no more,” said 
the head of one well-known shoe store, 
who has just returned from a buying 
trip. ‘“‘No one is going to ‘plunge’ 
again for some time.’’ Merchants are 
spending less money on advertising 
than they were some weeks ago, but 
have by no means abandoned the sale 
idea, for windows are still decorated 
with announcements of bargains. One 
firm is conducting a ‘“Talk-of-the-town” 
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Gentlemen’s 


AE. Nettleton Co. 


Shoes 


SYRACUSE, N. Y. 
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Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 
SHOES 


BROCKTON, MASS. 





























Where to Buy 


Men’s Shoes 





WATERPROOF 
p A Mar ag wet Bollens 
1. Tongue and Back Strap. 
Send for beahict tailing whe 
you can sell these 
ite See 
MI =, + 4 








Stock Dept. 5 <% 
Is at Your Service es 


THE STETSON SHOE CO. (inc.) 
South Weymouth, Mass. 








Mee TER TTER SERVICE 
Rocker Bottom Wooden 
Sole Footwear 
SHOES, 6 to 14Inches 
BOOTS, 14 to 20 Inches 


nd. and 
Send for Catalog 


REECE SHOE COMPANY 
Columbus, Nebraska, U S.A. 























Where to Buy 


Boys’ Shoes 

















A Shoe forBoys 
That Wears 

















INFORMATION tices: 


“Where to Buy’ constitutes a 
source of Lo oo so that he who 
runs through these pages may read 
—and learn. 
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sale, while another assures prospective 
buyers that there has been a “‘merciless 
and unparalleled slaughter of prices.” 
Most of the leading shoe men would 
gladly “‘cut out” all sales, but no one 
seems willing to take the initiative. 


Prices Nearly Stable, Says Merchant 


In an interview with a representative 
of a leading Salt Lake City newspaper 
Herbert Hirschmann, president and 
manager of the Hirschmann Shoe 
Company, declared that conditions in 
the shoe business are showing a more 
favorable trend and that prices are 
returning to a more stable level. Mr. 
Hirschmann, who is head of the local 
shoe retailers’ association, has just 
returned from a buying trip and whilst 
away attended the Milwaukee conven- 
tion. His firm has just completed 
arrangements for opening a branch 
store at Twin Falls, Idaho. 


Strap Effects Most Popular 


Women buyers still favor shoes with 
strap effects. High-top shoes have 
not been in great demand this Winter, 
but the weather has been more open 
and dry than in many years past, and 
this may have had a great deal to do 
with it. According to the head of the 
shoe branch of one prominent depart- 
ment store, women are getting very 
particular about their shoes. He de- 
clared they are almost as fastidious 
over their footwear as they are credited 
with being over their millinery. They 
will say on entering a store, “I am not 
buying now, but would like to see what 
you have before making a decision.” 
On the other hand, masculine buyers 
seem quite content if they can get a 
good-looking, serviceable pair of shoes 
that fit well. 
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Denver Merchant a Visitor 


H. E. Fontius of the J. J. Fontius 
“‘Ground-Gripper’’ shoe company, Den- 
ver, Colo., is a recent visitor. He was 
the guest of Fred C. Tiedemann, mana- 
ger of the local branch of the firm. Mr. 
Fontius had never been in Salt Lake 
before, and he was very pleased with 
the business outlook here. 


High Heel Law Ridiculed 


The anti-high-heel shoe bill promoted 
by the osteopaths is not to be given a 
“fighting chance,” during the present 
session of the Utah legislature, at any 
rate. One of the local newspapers 
refers to the bill in the following amus- 
ing language: 

“Wandering about the house of rep- 
resentatives, fatherless and motherless, 
but seeking a parent, is the ‘Orphant 
Annie’ of the Fourteenth Legislature, 
in the shape of the anti-high-heel shoe 
bill. For many weeks, according to 
old-timers, the measure has been seek- 
ing a sponsor, but none of the law- 
makers in the house wishes the honor, 
or the onus. . . . It is still wandering 
about the house, jumping from the 
desk of one member to that of another, 
but all raise their hands in horror at its 
approach.” 

The bill would limit the height of 
heels to one and one-half inches. The 
measure did not stand a chance from 
the first, perhaps owing to the fact that 
the reformers of the State are waging a 
war on tobacco, and a bill to prohibit 
the cigarette and the use of tobacco of 
any kind in public places, which has 
already passed the Senate, has stirred 
the people to activity, smokers and 
non-smokers, as they have not been 
stirred in many years. 


Columbus 


EARLY EASTER A BOON 


Stimulates Trade in Advance— 
Retail Stores Busy 


Decided improvement in trade is 
reported this week in practically ‘all 
retail shoe stores of Columbus. The 
fact that Easter Sunday comes early 
this year is proving a spur to buying 
activities. Spring footwear is now 
being received in all the local stores and 
is keeping the salesmen busy moving 
the boots in order to make space for 
the additional stock. Merchants state 
that the sale of boots the past five 
months has been very slow and the out- 
look now for Fall buying tends to show 
that the merchants will buy very 
sparingly of boots for next Fall. 


Business in the men’s line is just 
about the same as it has been the past 
several months, mostly all sales being 
of the brown calf, about equally 
divided in brogue oxfords and boots. 


Strap Effects Lead 

Misses’ and children’s footwear shows 
somewhat of an improvement in sales, 
due somewhat to the open Winter 
which has been experienced here. In 
the women’s departments the trade has 
increased considerably, on mostly the 
higher grade footwear, in strap effects. 
While the tan lace oxford with military 
heel is still going good it is very evident 
that in a short time it will be replaced 
by strap effects. The Walk-Over Shoe 
Company are showing the strap effect 
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in @ black satin at $11.00 which is 
meeting with quite a deniand for dress 
wear. 
New Styles Offered 

The Dunlap Shoe Company is show- 
ing all the newest styles in Spring 
footwear and as usual is leading the 
field in showing new Spring goods at a 
very moderate price. They are offer- 
ing brand new arrivals in smart tan 
oxfords in two shades, styled on new 
Jasts with flexible welted soles and 
Cuban heels, at the very low price of 
$8.75. The A. E. Pitts Company has a 
full and complete line of newly arrived 
Spring models for women in Grecian 
elfects, strap pumps and oxfords in 
black and brown kidskin, tan calf and 
black patent, brown and gray suede. 
Most all of the newer styles are found 
with the Louis, Cuban or Baby Louis 
heels. The sale of gray and brown 
suede in the strap effects has increased 
considerably in this well known store 
the past week. The bargain depart- 
ments operated by the F. & R. Lazarus 
& Co.; Browning’s; Dunlaps; and The 
A. E. Pitts Company show a marked 
increase according to the managers of 
these several departments. 


To Celebrate 70th Anniversary 


March Ist will usher in the 70th 
anniversary of the F. & R. Lazarus & 
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Co. This well-known department store 
will feature this anniversary by putting 
on sales in all departments for two 
weeks. The several shoe departments of 
this concern are arranging to have one 
of their record breaker sales at this 
time, and, are purchasing their mer- 
chandise accordingly. 


Plan Spring Style Show 


The Union Company will present a 
Spring style exposition at Hotel Deshler, 
February 25th, at which time they will 
display all the newest styles of Spring 
and Summer footwear properly matched 
with the gowns and hats of the models. 
This event is always looked forward to 
by the leaders of fashion. 


Factory Production Increases 


The manufacturing plants are grad- 
ually increasing their production and 
it is hoped that the feeling now held by 
the merchants as to buying will grad- 
ually disappear before the Fall season. 
thereby allowing the plants to continue 
at their present production for the 
balance of the year. The manager of 
one local plant says that his plant is 
sold up to about May Ist and all orders 
taken for the past several weeks were 
sold for delivery after that date. 


Chicago 


MEN BUYING OXFORDS 


Surprisingly Large Demand for Low 
Cuts 

Weather during the past week has 
been unusually warm, clean and pleas- 
ant for February. In fact, April oft- 
times fails to deliver the brand of 
Springtime which the weather man has 
handed out recently. <A few sales 
naturally have been influenced by this 
weather. This is true of men’s shoes 
as well as women’s. While special sales 
are being featured in a number of stores 
strictly Winter merchandise is being 
passed by or sold only occasionally to 
the shoppers. 

There has been a surprisingly large 
demand in the men’s shops for low cut 
shoes. The call has centered largely 
upon brogues and modifications of this 
type of footwear. There is quite a 
tendency toward a modified brogue last 
which carries a straight tip with ball 
straps rather than the extended wing 
tip of the regular brogue. In this class 


of footwear there is a tendency toward 
shades that are a little lighter than the 
very dark browns and mahogany which 
prevailed a year ago. 


Men of more 


moderate taste are also buying oxfords 
in both black and brown in more con- 
servative patterns and lasts. 


Wide Variety of Strap Effects 


Each of the large stores and shoe 
departments of the department stores 
are featuring a few particular patterns 
in strap effects and are showing these 
particular patterns in a wide variety of 
materials, colors and combinations. 
There is a well defined line between 
street and semi-dress and dress-up 
footwear. For street and semi-dress 
wear there is a growing tendency toward 
straps with Cuban heels. Oxfords are, 
of course, good sellers, but straps are 
approaching rapidly upon this class of 
footwear. A very striking example is a 
brown buck one-strap with a tan calf 
wing tip and heel foxing. This same 
pattern is being shown in gray buck, 
white buck, black buck and tan calf. 
These shoes carry a close edge, welt 
sole, and fourteen-eighths Cuban heel. 
The regular high Louis heel type is still 
a favorite for strictly dress-up wear and 
by many is still considered the proper 
thing for general wear where a light 
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Where to Buy 


Children’s Shoes 














H.C. Bhown CoMPANY 


INCORPORATED 
CHILDREN’S SHOES 
CENERAL OFFICES, 133 LINCOLN STREET BOSTON MASS 














SOFT SOLES 


A Wonderful Line 
for the Wholesaler 
In Stock—All leather 
moccasins, soft soles, 
from $3.25 doz. and 
upwards. Also a full 
line of Ladies’ Pump 


Straps. 
OE CO., East Lynn, Mass. 













NU BABY 








We CGoodder 


Manufacturer of 


Children's “Dlexible Wurn Shoes 


For Jobbers Exclusively P 


89 Allen St... Rochester, Vi>7 








HAVE YOU: SEEN OUR LINES? 


FACTORY 1 FACTORY 2 
Slumbef Slip Soft Soles 
Rubber Boot Socks Hand Made Moccasins 
Foot Comfort Slippers Infants’ Turns 
(Double Eiderdown) (1-8) 


In Stock Now—Nature Lasts 


THE B. & P. FOOTWEAR CO., INC. 
Dept. 5 Oswego, N. Y. 








Soft Soles and Moccasins 


Ask your Jobber for our 
Cink. We DO NOT sell 
the retail trade. 


Newcomb-Anderson Shoe Co. 
ROCHESTER, N. Y. 














‘Bonita’ Shoe * Baby 


TURNS end SOFT SOLES 


In Stock 


Send. tr Cata 


ALH.MartinG®. . 


Mekers ROCHESTER NY © 











“ELAM?’? 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 


F. S. ELAM SHOE CO. 
Rochester, N. Y. 











Where to Buy 
Wanted Styles 


An extra editorial service to 
‘Recorder’ readers, free for the ask- 
ing, with authentic information on 
current problems. 
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Where to Buy 


Standard Shoe Materials 








.- 








M. B. MARTINE, Inc. 
78 Reade St. 
NEW YORK, N. Y. 
Everything in Shoe Or- 


namentation. Beading 
a Specialty. 











Colored 
Chrome 
Sides 


Beggs & Cobb, Inc., Boston, Mass. 














COATED GEM DUCK 
ADHESIVE BACKING CLOTH 


Rubber and Leather 
Dry Foot Welting 
Sheet Rubber Soling 
B. F. CHAMBERLIN 
184 S Sourenes St. 


Formerly Walpole vBhes Supply Co. 





T. W. GUDSUE, I 
Ww. G. DONALD, Vico-Pres. 
F. E. JONES, Treas. 


F. E. JONES COMPANY 


coors MAT KID 


95 South Street. Boston 








The One 
Waterproof 
Leather That 
Takesand Re- 
tains a Polish 


Creese & Cook Co. 50st" int 


Tanneries at Danversport 








MEYER THREAD 


and spool silks are for sale by all the leading 
boot and shoe findings houses throughout the 
world. Be sure and ask for the Meyer threads 
and take no other. Manufactured by the 


JOHN C. MEYER THREAD COMPANY 
LOWELL MASS, 








GUARANTEED 
HUB TWO YEARS 
GORE Hub Gore means Quality and 
A Service, because the Best of 
Materials and Highest Skilled 
Labor are Used. 


BOSTON OFFICE NEW YORK OFFICE 
52 Chauncy St. 395 Broadway 








DO YOU KNOW? 

that you can buy it—or 
sell it—t hrough the 
“*W here to Buy”’columns. 

This feature in its quick 
service is a time saver in 
meeting immediate needs. 
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airy type of footwear is wanted. Straps 
prevail, although there is a wide variety 
in patterns, the tendency being to cut 
away both vamp and quarter on the 
sides to a great extent. Colonial 
effects, both with large and small 
tongues, are also strongly in evidence. 


Gray Buck and Suede Most Popular 


Gray buck and suede remain the 
most wanted color and material. Fawn 
buck is selling well, both in all over and 
combination color. The I. Miller store 
is showing a pump upon the short 
vamp, square-toed French last—practi- 
cally the same last that created such a 
furor in the shoe industry 18 months 
or so ago. This pattern is being 
shown in a wide variety of shades and 
combinations of shades of buck and 
also in black and brown satin. M. E. 
Middleton, manager of this store, says 
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following among men who appreciate 
high-grade footwear. 


J. H. Cox to Open New Store 


J. H. Cox, for some time buyer of 
women’s shoes for Feltman & Curme 
shoe stores company, has severed his 
connection with that concern and is 
preparing to open his own store on 
Dearborn Street near Washington. It 
is understood the new store will confine 
itself to men’s and women’s shoes, 
retailing at $6 a pair. Mr. Cox, through 
his experience with the Feltman & 
Curme organization, has become an 
adept in buying and managing stores 
catering to customers who appreciate 
style and value in this class of footwear. 


A. J. Ruby in Eastern Market 


Alfred J. Ruby, 60 E. Washington 
Street, is in the Eastern market in the 





In One New Model Being Shown by O’Connor & Goldberg (That at .the 

Right) the Vamp and Quarter Do Not Join at All, the Vamp Being Cut in 

Very Much the Same Style as for a Mule. Patent Leather, in Combination 

with Other Materials, as Typified by the Shoes at the Left, Is Coming More 
and More into Favor 

























he sees a strong tendency toward this 
type of last and also toward the round- 
toed stage last with a short vamp. 


Nettleton Boot Shop to Open Soon 


The first of a chain of Nettleton Boot 
Shops in Chicago will be opened about 
April Ist, in the Conway Building, 26 
No. Clark Street. The principal part 
of the stock will be Nettleton made 
shoes, but a few shoes slightly lower in 
grade will also be sold. This will be an 
exclusive men’s store and will be hand- 
somely fitted up in walnut. The store 
will bein charge of O. D. Strayer, who 
for some years has been manager of the 
shoe department of Anderson & Bros. 
Mr. Strayer is well known to the men 
of Chicago and has a very large personal 





interest of his concern. The Ruby 
organization anticipates opeping one or 
two more stores within the very near 
future and plans for these new stores 
are one of the objects of Mr. Ruby’s 
present visit in the East. 
Chicago Factories Increasing 
: Output 


The better tone in footwear business 
throughout the country is being re- 
flected in increased output in every) 
Chicago factory. Not within a year 
or more have Chicago shoe factories 
been as busy as at present. Mer 
chants are apparently satisfied tha! 
shoe prices have reached the poin' 
where it is safe to buy and conse- 
quently they are replenishing the badly 
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depleted stock. Men’s factories all 
report an unusual demand for men’s 
stylish oxfords of modified brogue 


patterns. 
E. B. Steer Addresses Superin- 
tendents and Foremen 
E. B. Steer, salesmanager of the 


j. P. Smith Shoe Company, recently 
iddressed the Chicago Association of 
shoe factory superintendents and fore- 
men. Mr. Steer emphasized some of 
he defects in shoemaking which seri- 
yusly handicapped the retail shoe sales- 
man in his work. He called their atten- 
‘ion to the painful results of leaving 
lasting tacks in the shoes, which not 
mly seriously hindered the retail sales- 





SUMMER STYLE SHOW PLANNED 
BY ROCHESTER FIRMS 


Announcement has been made that 
Rochester’s next shoe style show will 
be held on July 11 to 16. Clarke B. 
Rowley is manager of the show, and 
Rt. B. Leard, chairman. Mr. Leard has 
appointed the following committees: 
Ways and Means, J. P. Beatty, George 
Wilson, Gus Schaube; Advisory, H. M. 
Joy, Frank Shafer, W. C. Goodger; 
Auditing, Gus Schaube, Dave Oster, 
John Tuthill; Reception, Asa Peck, 
Rossiter L. Seward, George Wilson, 
Eugene Connor, Charles Helmer, Henry 
Duff,. Charles Briggs, B. B. Blythe, 
Frank Cahil, Joe P. Byrne, Fred S. 
Brill, Earl Genunge, Fred Kuhnert 
and J. P. Beatty. 





Business Recovering, Say Promi- 
nent Men 

Rapid strides toward a complete re- 
covery is being made by business. 
Among the leaders in the industrial and 
commercial life of this city who have 
expressed themselves as strong in their 
optimism for the future are Roy W. 
McCanne, president of the Rochester 
Chamber of Commerce and general 
manager and treasurer of the Strom- 
berg-Carlson Manufacturing Company; 
Max L. Holtz, president of the Clo- 
thiers’ Exchange and secretar y-treasurer 
of Louis Holtz & Sons; Jeremiah G. 
Menihan, president of the Menihan 
Shoe Company; James P. B. Duffy, 
president of the Duffy-Powers Com- 
pany, and William P. Barrows, presi- 
dent and treasurer of the McFarling 
Clothing Company. “I think there is 
considerable room for optimism, partic- 
ularly among the industries that have 
had their liquidation,” said Mr. Meni- 
han. ‘Some, of course, have not been 








Rochester 
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men. but left a bad impression upon the 
mind of the customer as to the quality 
of the shoes which were shown. Poor 
edge setting, crocked stitching, mis- 
matching of leather and stamping the 
wrong name on shoes were other defects 
to which he called the attention of his 
hearers. 

He gave figures showing how 
much it cost in money and effort for 
the shoe manufacturer to put a customer 
on his books and how one batch of bad 
shoes might nullify both the effort 
of the factory and the traveling sales- 
men by losing the account of the mer- 
chant. All these things have a direct 
bearing upon the earnings of the 
superintendents, the foremen and the 
men who operate the machine. 


liquidated as yet, and they will be a 
little slow to respond to the readjust- 
ment. We think the worst is over in 
the shoe industry. It is evident to us, 
particularly in Rochester, that the re- 
tailers have sold out a large part of their 
stocks, and since they have empty 
shelves, they must buy goods. The 
outlook is good, in my opinion.” 


**Dollar Day’? Brings Business 


Rochester merchants celebrated Dol- 
lar Day on Wednesday, and the public 
was ready to take advantage of the 
splendid values offered. More than 
100 merchants, representing virtually 
every trade, joined in the sales promoted 
by the Retail Merchants’ Council of the 
Rochester Chamber of Commerce. The 
sale was of the help-the-buyer kind, 
and an effective campaign of publicity 
acquainted the public with the fact 
that the sale was the buyers’ oppor- 
tunity. ‘‘The Day When Your Dollar 
Buys More Than a Dollar’s Worth” 
was the official slogan. 


New Models Displayed 


Footwear for Spring is being promi- 
nently displayed in the shoe stores. 
Slippers and uoxfords for women hold a 
conspicuous place. William Eastwood 
& Son Company are using a large 
amount of display advertising to urge 
buying early and to emphasize the 
stability and reasonableness of present 
prices. W. E. Miller of 60 State Street 
is featuring party pumps in black kid, 
white kid and patent at $6. 





Business Improvement Noticeable 


Even though this is dull time, being 
between seasons, shoe merchants report 
that the improvement in business is 
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Engraving and Printing 
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ATLANTIC PRINTING CO. 
Shoe Printers 


Tear out this ad and mail for details of 
our Special Printing Service for 
the Boot and Shoe Trade 


201 South Street, Boston, Mass. 
Telephone 4960-4961 






















COLOR PRINTING DESIGNING 


CATALOGUES 


Telephone Main 3408 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 
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Window Trim Material 



























a 6 
Window Displays 
BACKGROUND PAPERS, 
ARTIFICIAL FLOWERS, ete. 

Send for Catalogue 
DOTY & SCRIMGEOUR SALES CO., Inc. 
30 Reade Street, New York . 
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Shoe Polishes 




























Best In Thetve Class 


eT 


Caaam voun dae 
























for white buck, etc. for white kid, ete. 
NATIONAL SHOE POLISH MFG. CO., Inc. 
PHILADELPHIA, PA. 
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Where to Buy 


Miscellaneous 

















Better Multigraphing 
LETTERS, CIRCULARS, 
OFFICE FORMS, 
HOUSE ORGANS 
Send for Samples and Prices 


F.S, ROOT CO., 6 Beacon St. 


Boston, Mass. 












“SILVERITE” 
Lamb Wool Soles—Bound and Cord Edges 
Write for our new No. 65 Lamb Wool Insole— 
“A Service Trade Builder.”” Send for our com- 
plete catalog of Shoe Findings. 





S99. 5, 50, Bien, 8 Se Dy Bee Se. 




















D. W. COULTAS CO. 
Manufacturers 
RHINESTONE BUCKLES 


Big Demand 
WRITE FOR SAMPLES 


PROVIDENCE - - - 





R. I. 














OHIO AND VICINITY SHOE 
DEALERS ATTENTION! ., 
Distributors of 


QOESANS 


(TOE SAN-ons ron mocsan scorwean) 
Carried in Stock 
Quick Service 
THE R. & S. RUBBER CO. 
1267 W. 6th St., - Cleveland, Ohio 





















orrenk FREE USE 


Of Shoe Cuts, Covers, Borders, Etc., for 
your Booklet, Catalog or Folder, if you place 
the printing with us; or we will sell shoe elec- 
tros at $1.25 each. 

SEND FOR FULL PARTICULARS 
N. H, GROVER CO., R 63, 161 Summer St., Boston 


















A BEADED OR PLAIN 


STRAP or BUCKLE 


made by the VANITY 
will sell your pumps 


VANITY NOVELTY WORKS 


913 Gates Ave., Brooklyn, N. Y. 
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SHOE BUCKLES 


OF EVERY DESCRIPTION 


ear aulalls 


BUCKLES 
OUR SPECIALTY 


FASHION ORNAMENT CO. 


ISMYRTLE AWE BROOKLYN N.Y 


















KELLY KARDS 


Hove & been the standard retailers’ 
window cards for eight years 
ASK US ABOUT han 
“The Signs of Life” , 
F. B. KELLY CO., INC. 
508-512 St. Paul Rochester, N. Y 
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noticeable. This is due to the return to 
the factories of many workers who 
were laid off during the inventory 
period and to the revival of business 
through the placing of orders by 
merchants. 


Advocates That Excess Profits Tax 
Be Abolished 


In an address here before the Roches- 
ter Credit Men’s Association, in which 
the shoe industry is well represented, 
Arthur A. Ballantine, law partner of 
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Elihu Root and former solicitor of the 
Internal Revenue Bureau, urged the 
shifting of taxes “‘so that an amount 
substantially equivalent to that which 
would be yielded by the present laws is 
obtained by methods which are more 
just and less onerous to business and to 
the general public.” That the excess 
profits tax be altogether eliminated and 
that the surtax rates upon individual 
income, now reaching 65 per cent in 
addition to the normal tax of 8 per cent, 
be reduced, was advocated by the 
speaker. 


Atlanta 


SPRING BUSINESS GOOD 


Gray Suede Straps and Brogues tthe 
Best Sellers 


An excellent volume of early Spring 
business is being enjoyed by Atlanta 
shoe merchants, following several days 
of perfect weather that has caused the 
Spring season to open up some weeks 
earlier than usual. The first few days 
of February witnessed a slight decrease 
in sales as compared with the unusual 
volume of trade enjoyed by the shoe 
merchants in January, but balmy 
Spring weather since that time has 
served to considerably stimulate early 
Spring buying. The biggest demand 
among the ladies is for gray strap 
suedes. Brogues are also meeting with 
considerable demand. , 


WANT PROTECTIVE TARIFF 


Southern’ Association - Appoints 
Councils to Work for Legislation 


At the second annual convention of 
the Southern Tariff Association held 
recently in Atlanta the 40 industries 
represented decided to establish tariff 
councils in the various large cities of the 
South to carry on the work of the as- 
sociation in their respective territories. 
This association is seeking the enact- 
ment of such legislation as will afford 
ample tariff protection to American 
industry and one of the important 
resolutions adopted at the recent 
convention covered the matter of tariff 
on hides and raw materials such as are 
used in the manufacture of shoes. 

The first of these local councils was 
recently appointed in Atlanta, and is 
known as the board of governors of the 
Atlanta Tariff Council. Twenty-three 
prominent manufacturers of the city 
and state were named to membership; 
among them J. K. Orr, head of the 
J. K. Orr Shoe Company, one of the 
largest shoe manufacturing plants in 
the Southeast. Mr. Orr will, as a mem- 
ber of this board, look out for the in- 


terests of the shoe manufacturers of 
the South. J. W. Yopp, secretary of 
the Georgia Manufacturers’ Associa- 
tion, is also a member. Other local 
councils -will be appointed in the 
larger Southern cities in the near 
future, and every effort made by the 
association to bring about a protective 
tariff on American products. 


Working for Volume Business 


The M. C. Kiser Shoe Company 
(manufacturers), of Atlanta, has begun 
an intensive newspaper campaign in 
the Southeastern territory to push its 
various brands among the shoe mer- 
chants of the section. The company, 
at the same time, is announcing de- 
creased prices, urging the retail mer- 
chants to stock up and be prepared for 
the Spring demand that is bound to 
come as a result of lower prices. The 
truth of the matter is that Southern 
shoe dealers appear to be looking for 
volume of business rather than profit, 
and while they are still more or less 
conservative in their buying they are 
making more frequent trips to the mar- 
kets than has been their custom in the 
past. At the same time they are doing 
more buying now than they have for 
several months, but the policy is a quick 
turnover in the effort to obtain a suf- 
ficient volume of business to make up 
in the long run for the smaller profits 
they are getting on their sales. Both 
wholesalers and manufacturers declare 
that the merchants of the section are 
more alive to bargains than they have 
been for a long time for these reasons. 


New Shoe Store Opened 

Sol Levin is the manager of Atlanta's 
newest shoe store opened recently at 
the corner of Walton and Peachtree 
Streets, directly opposite the George 
Muse Clothing Company's new build- 
ing. The store is known as Slater’s Boot 
Shop. The same company also operates 
the Dunlap Shoe Store in Atlanta. The 
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new Muse store across the street will 
open March 1, its shoe department to 
be one of the largest and best equipped 
to be found in any retail store in the 
South. Charles Brady, president of the 
Southeastern Shoe Retailers’ Associa- 
tion, is manager of the men’s and boys’ 
shoe department for the Muse Company 
The new building represents an invest- 
ment of almost a million dollars. 


To Hold ‘*Merchants’ Buying Week” 


“At a recent meeting of the Atlanta 
Merchants’ and Manufacturers’ Associa- 
tion, it was definitely decided to hold 
the semi-annual ‘Merchants’ Buying 
Week,” during the Atlanta Automobile 
Show, March 5 to 12. A Spring style 
festival among retailers will probably be 
a feature. Wholesalers and manu- 
facturers will arrange special displays 
for their out-of-the-city customers. 
Invitations will be extended to mer- 


chants and the general public all over . 


the Southeast to visit Atlanta during 
this festival. 
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Newark Store Opens at Athens 


Another store has been added. to the 
Newark Shoe Stores’ chain, the new 
store having been recently opened at 
Athens, Ga. It had not been intended 
to open this store for several weeks, but 
for various reasons the opening was 
hastened. The store opened formally 
to the public February 12th. 


Retail Firm Organized 


J. K. Staten Klein Staten and W. F. 
Staten, have organized a new company 
at Valdosta, Ga., known as the Staten 
Company, to operate a general clothing 
store. The company has been incor- 
porated with $5,000 capital. It will 
handle dry goods, clothing, etc., and a 
full line of shoes. 


Electric Sign Installed 


The Florsheim Shoe Company, 17 
Peachtree Street, Atlanta, has recently 
constructed a new $500 electric sign 
over its store. 


Brockton 


DARK LEATHERS TO CONTINUE 


The new samples that are being 
brought out for salesmen to show the 
retail trade emphasize the continued 
popularity of dark shades of calf, kid 
and side leathers. Manufacturers say 
that there seems to be no indication of 
any extensive demand for the lighter 
shades. Although some of the lines 
show a few of the lighter shades of tan 
leathers the consensus of opinion is 
that dark red, mahogany brown and 
similar colors will constitute the bulk 
of shoe sales during the next few months. 
This is true of women’s as well as 
men’s shoes. Salesmen who are going 
out with the new lines are taking orders 
for early Summer as well as for Fall 
delivery. Therefore, the lines include 
both oxfords and high cut patterns as 
applicable to either present or future 
shipments. The present plan which 
merchants pursue of buying for their 
immediate needs will require more in- 
tensive cultivation by manufacturers 
and salesmen during the next few 
months than at any previous time. 
Business, they say, must be gone after 
harder than ever this season, and it is 
the “‘go getter’’ who brings home the 
bacon in the shape of orders. 


Illustrated Factory Booklet 


Thompson Bros. Shoe Company, 
which recently made extensive changes 
and additions in its office departments 
and factory and in fact thoroughly re- 


organized the plant, has gotten out a 
booklet entitled ““A Trip Through Our 
Plant.”” This gives a brief history of 
the men who founded the business, also 
the present organization, with illustra- 
tions of the executives, salesmen, de- 
partment heads, etc. The process of 
making and putting together Thomp- 
son shoes for men and women is shown 
by pictures of the various departments 
in operation. Of interest in connection 
with the business of Thompson Bros. 
Shoe Company is the fact that the 
annual sales have grown from $1,000,000 
in 1915 to the amount of $6,000,000 in 
1919, when the present organization 
was established. 





Brockton Shoes in Norway 

A Norwegian shoe merchant who was 
recently in Brockton placed a consider- 
able amount of business with local con- 
cerns. In regard to the demand in 
Norway for American-made footwear 
he said that there is a good business to 
be built up provided lasts and patterns 
are adapted to the needs of the Nor- 
wegian trade. This is_ particularly 
true of men’s footwear in the medium 
to fine grades such as are made in 
Brockton. This buyer added that mer- 
chants in Norway make it a practice 
to buy lines of footwear from different 
concerns in the United States, both in 
men’s and women’s goods, thereby 
diversifying the styles and, in their 
opinion, improving their trade oppor- 
tunities. According to this buyer many 
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American lasts are considered favorably, 
while others need some modifications as 
regards length of vamp, width of toe 
and height of heel. 


Silver Cup for Shoe Concern 


The Hurley Shoe Company, Inc., of 
Rockland, Mass., received last week a 
beautiful silver cup which was awarded 
to that concern for the most attractive 
exhibit of men’s shoes at the recent 
style show of the N. S. R. A. in Mil- 
waukee. Secretary Towle of the Con- 
vention in sending the cup offered his 
congratulations. The Hurley Shoe 
Company say they were not aware that 
any award was to be made for an 
exhibit and had no thought in mind 
except to make their booth and dis- 
play as attractive as possible. 


New Shoe Stores 


J. T. Harris, White Bluff, Tenn, shoe 
department, about to commence busi- 
ness 

S. M. Lloyd, Sanford, Fla., shoe 
department. 

Public Shoe Store, 93 Richmond 
Street, Providence, R. I. 








Where to Buy 


Miscellaneous 




















Perfection Pneumatic 
Arch Cushion 


Designed to Prevent 
allen Arches 


ELASTIC TIP COMPANY 
Boston, Mass., U.S. A. 





Bee mata wean isis Bia 
DETACHABLE mean amg ety howe high 

Convert your plain pumps into the lates’ 

class bea me ph onony! ects. Made in all leathers 


nd satins. Your Sam Are Waiting. 
iy Ry mh ms 

















Where to Buy 


Shoes at Auction 

















HENRY LILLY CO. 


88-90 Reade St. New York 
AUCTION FRADE SALES 


SHOES AND RUBBERS 


Every Wednesday and Friday 
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In Stock—For Immediate Shipment 


Men’s and Women’s 
Stylish 
Welt 
Shoes 





Women’s Brogue Novelties, Welts. Mad 
Women’s One and Two Strap Sandals and Like Hand ened aac = 


Oxfords 
Bleck Kid. YoMisnee W rite for Mahogany Veal Calf Brogue Oxford > 50 


Mahogany Calfskin Brogue Oxford 
Brown Kid.. 


Brown Kid Boot, 814 inches. . 


Black Kid Boot, '84% inches. nt ae ae 


3.50 


coe Nut Brown One Strap Brogue a 
. 3.75 Samples Mahogany 8%-inch Brogue Boots.. 


3.50 Mahogany 84-inch Veal Calf Polish. 


B, Cand D. Sizes 3-7, 3-8 








Dealers who buy 
our latest models 
find them stylish 
and serviceable 
and their Spring 

Business Good 














CUMMINGS SHOE CO. 


Men’s Brogue Oxfords, Welts. Made Like 
Hand Sewed 


Mahogany Brogue Veal Oxford 
Mahogany Brogue Bal.. 

Regular Cut Bals and Bluchers. 

Kid Bals and Bluchers, Rubber Heels 


Sizes 6-10, 6-11 


436 4th Avenue 


PITTSBURGH, PA. 


B, Cand D. Sizes 3-7, 3-8 








Buy now and 
have the 
latest styles 


for 
Easter Trade 















































Feb. 26, 1921 





SHOWING SPORT SHOES 


Haverhill manufacturers of women’s 
turn, welt and McKay footwear are 
making special efforts at the present 
‘ime in the production of sport styles. 
‘hese in white kid, calf or buck with 
decorative trimming effects in tan, dull 
kid and patent calf, are being shown to 
wholesale and retail buyers. Sport 
hoes are a comparatively new develop- 
ment in women’s turn and McKay 
footwear as these styles have heretofore 
een largely confined to the welt lines. 
it is the ‘opinion, however, of local 
manufacturers that women will re- 
spond promptly to the lighter weight 
sport footwear carrying the popular 
junior Louis or baby Louis heels, and 
that the sale of the light weight sport 
shoes will comprise an important part 
of the Haverhill shoe manufacturing 
business during the next three months. 





An Old Time Shoe Worker 


Albert Elder of this city, who 
recently celebrated his 90th birth- 
day, claims the New England 
record for shoemaking longevity. 
Mr. Elder was born in Haverhill 
February 10, 1831. As a young 
man he worked on women’s shoes 
and slippers in several cities 
East and West. qHe was a real 
shoe worker for more than half a 
eentury and only quit active 
labor in 1912. He has never been 
ill and has always conducted his 
habit of living according to his 
own liberal ideas. In 1876 Mr. 
Elder was in Haverhill making 
women’s fine shoes for Ordway & 
Pike, which firm later became 
Ordway & Clark. He was the 
first shoemaker to put wooden 
heels on shoes made in Haverhill. 
These heels were then imported 
from France. There is a slipper 
made by Mr. Elder now on ex- 
hibition in a shoemaking shop in 
this city which it makes a valuable 
relic of old time shoemaking. Mr. 
Elder enjoys excellent health, has 
a remarkable memory and retains 
all his faculties practically un- 
impaired. 











New Shoe Corporation Formed 


The Essex Shoe Manufacturers Com- 
pany, Inc. is the title of a new concern 
organized under Massachusetts laws 
with a capital of $15,000, to manuv- 
facture footwear. The incorporators 


are: Maurice, Samuel and Jacob Bloom- 


field of this city and Nathan Ostro of 
Lawrence, Mass. Jacob Bloomfield, 
who for several years was identified 
with the Malbon Shoe Company of this 
city, recently disposed of his interest, 
and now associates himself with the 
new concern. 7 
Shoe Commission Compares 
Costs 


The Haverhill commission on indus- 
trial investigation, which is making a 
tour of the leading shoe centers, first 
visited Rochester, N. Y., where they 
obtained many important facts bearing 
upon the production of footwear. From 
a close investigation of conditions in 
Rochester it is the opinion of the 
Haverhill commission that there is 
scarcely 10 cents a pair difference in 
labor prices between the cities of 
Haverhill and Rochester. 


Larger Output at Factories 


A striking indication of the increased 
output in Haverhill factories is the 
weekly payrolls which are now being 
distributed by Haverhill concerns. 
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Haverhill 







Last week the total payroll for 75 firms 


totaled $93,563.28. For the week 
previous the total payroll for 82 firms 
was $78,341. These figures include 
only local shoe factories and not the 
allied trades. Orders which must be 
refused at the present time in Haverhill 
factories on account of inability for 
quick deliveries would keep in operation 
as many more Haverhill plants as are 
now turning out goods for delivery 
during the next three weeks, with 
March 20 as the dead line for Easter 
shipments. 


Sees Increased Labor Efficiency 


Phil English, Jr., president of With- 
erell & Dobbins Company of this city, 
who enjoys an extensive acquaintance 
among the wholesale shoe trade, re- 
cently was quoted as saying in reference 
to labor efficiency: 

“The best position that labor can 
take toward the decreasing of living 
costs today is production. The in- 
creased efficiency of labor is already 
noticeable and it is going to increase. 
Labor in Haverhill shoe factories is 
turning out better shoes than at any 
time since the war and is turning them 
out faster than before.” 


Lynn 


DECORATED HEELS NEXT 


Manufacturer Anticipates Renewed 
Demand for Louis Heels 


That it is possible to make even 
more pretty the already pretty styles is 
the declaration of Charles MacLaughlin 
of Bresnahan & MacLaughlin Co. He 
is working towards lighter shades in the 
grays, and is putting into his samples 
new white leathers, both kid and gen- 
uine buck, and also white satins and 
trimmings. His patterns present some 
new strap designs, also pumps with 
very small tongues. 

To the heels of shoes, Mr. Mac- 
Laughlin is giving particular attention. 
He has some new ideas for adorning 
the quarters, and making the heels 
attractive, in the same way that insteps 
are made attractive by ornamenting 
them. 

By the way, Mr. MacLaughlin sug- 
gests that a reaction will come on the 
anti-high heel campaign, with the con- 
sequence that a new and larger demand 
for Louis heel shoes will set in. 


New Light Shades Predicted 


Many gray suede shoes for Easter 
are being made at the factory of Allen, 
Goller, Leighton. For after Easter, 
there are gray kid shoes, and new light 





brown calf shoes. For the late Spring 
and early Summer there are dainty all 
white pumps, with one and two straps; 
also, there are sport shoes, chiefly of 
white with trimmings of contrasting 
leathers. Lasts are of graceful lines, 
with medium and high heels. Patterns 
show a great variety of trimmings, 
straps, perforations and overlays. Some 
new pumps have small tongues, with 
dainty inlays on the tongues. 


Quick Deliveries Promised 

Lynch Shoe Company is undertaking 
to deliver new styles in 10 days less 
time than hitherto has been taken for 
making up orders for accepted models. 
They are starting to make shoes by the 
Wilson process, and they expect to put 
shoes through their shops by this 
process in 1314 working days. Pre- 
viously, they allowed from 24 to 30 
days for making up new style shoes. 
Also, they expect to put welt shoes 
through their works in 21 working days, 
or less. This quick production of shoes, 
of course, will enable the firm to make 
unusually early deliveries of new style 
shoes. ; 

As for its styles, it has two distinctive- 
ly new numbers, one a Band pump, 
which gets its name from a band over 
the instep. 
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JACOBS BROS WALK-OVER BOOT SHOP 
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CHISHOLM S WALK-OVER BOOT SHOP 








E. KEITH COMPANY 
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CAMPELLO, BROCKTON. MASS., U. S. A. 


EXCLUSIVE AGENCIES IN ALL IMPORTANT CITIES IN THE UNITED STATES 


GEO 


MAKERS OF WALK-OVER SHOES FOR MEN AND WOMEN 









































ANO THE WORLD OVER. INCLUDING NEW YORK. LONOON AND PARIS 
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THE WALK-OVER SHOP 
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The other new number is a pump of 
white calf leather, said leather being 
finished on the grain side, with a silky 
snuffed finish. 


New Button Styles Noted 


A four-button strap pump was 
among the new shoes of the past week, 
seen in Lynn shops. Hitherto two 
buttons have been a leading style. 
But the tendency is to put more but- 
tons, and prettier buttons, on shoes. 
Basket weave buttons are among the 
new trimmings for shoes. The surface 
of each button is embossed with a 
basket weave. The button is pretty 
on brown shoes. A black and white 
stripe button, for sport shoes, is another 
new style fastening. Besides, there are 
black morocco finish buttons, and 
buttons with imitation threads, which 
look as if they were sewn through the 
eyelets, but which, in fact, are sewn 
through a shank. These new buttons 
are said to be made of celluloid. They 
are colored to match the leading colors 
in leather, as well as fancy faced. 


Leather Strength Increased by Oil 


Harold Smith, president of the Salem 
Oil & Grease Co., talked about oils and 
greases before the Salem Rotary club 
last week. Of most interest to shoe 
buyers, perhaps, was his demonstration 
of how oil strengthens leather. He 
took a piece of dry split, and tore it as 
if it were a piece of paper. He took a 
piece of the same split leather, treated 
with oils and greases, and tore it with 
difficulty. The oils, or greases, strength- 
en the leather. Shoes frequently 
shined wear longer that shoes un- 
shined, because they absorb oil, or 
grease, or wax from the blacking. 


Two ‘Dollar Days’’ Successful 


In merchandising matters, it is 
worth while to report that one “Dollar 
Day” sale was conducted by the Mer- 
chants’ Association of Salem the first of 
last week, and another ‘Dollar Day” 
was conducted by the Lynn Mer- 
chants’ Association the latter part of 
the week. The cities are adjoining, 
and a person might think that one 
would draw trade from the other. But 
the facts are that both won a record- 
breaking volume of sales, and the shoe 
merchants had their share. 


Lynn Exhibit Committee Named 


A committee of Lynn manufacturers, 
to’ arrange for the Lynn exhibit at the 
international shoe and leather fair, in 
Boston, in July, is made up of Mr. 
Armstrong, of the A. M. Creighton 
factories; Mr. Taylor, of McNichol, 
Taylor, Inc.; Mr. Hyde, of the Watson 
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Shoe Company; Mr. MacLaughlin, of 
Bresnahan & MacLaughlin; and Mr. 
Tobey, of the P. J. Harney Shoe Com- 
pany. This committee plans to have 
30 manufacturers exhibit their best 
goods at the fair. 


60 Patterns of Perforations 


Just to give the buyer an idea of per- 
forations, the. style card of one maker 
of perforating punches shows 60 dif- 
ferent styles of perforations. 


Wide Variety of White Leathers 


The coming season will bring a 
greater variety of styles of white shoes, 
as well as greater styles of white shoes. 
Never before did Lynn manufacturers 
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have as many different leathers, and 
as many different patterns, in their 
lines of white footwear. Not so long 
ago, the white canvas shoe was the 
leading Lynn white shoe, and then 
same the white buck, for the leading 
white shoe. They were considered, by 
some, to be a startling style novelty. 
But this year of 1921, a buyer may 
have shoes of white kid, white cabretta, 
white genuine buckskin (made of deer 
skin), white nubuck leather (made of 
side leather), white grain calf leather, 
white buck calf, white washable kid, 
white satin or white linen. He may 
have them all white, even including the 
heel and the sale. Or he may have them 
trimmed with straps of any contrasting 
colors. 


Cincinnati 


STOCKS IN GOOD CONDITION 


Strap Pumps Sell in Mild, High 
Shoes in Bad Weather 


Though the local retail shoe stores 
are still actively concerned with the 
clearances of odd lots, discontinued 
numbers, etc., the early and rapid move- 
ment of Spring styles is now becoming 
a feature of steadily growing import- 
ance. With the exception of a slightly 
overstocked condition in women’s high 
shoes, the local retail merchants find 
themselves with stocks that, are in a 
very good condition. The changes in 
the weather at this point in the season 
is the strongest factor regulating the 
demand for the various types of foot- 
wear. Women are buying early their 
Spring footwear which is almost 
wholly in some form of a strap pump. 
As to leathers, suedes in gray and brown 
are the most popular sellers. These 
Spring styles are moving in very satis- 
factory numbers, as long as the weather 
is mild. But during the bad weather 
periods, Spring shoe sales are held up by 
the movement of rubbers and high 
shoes still offered at reduced prices. 
So the local retail merchants find their 
aggregate sales to be gratifying. 


Ahead of February, 1920 


One of the larger downtown retail 
merchants reports the month of Febru- 
ary to be ahead of February, 1920, in 
the number of pairs of shoes sold and 
also in dollars and cents. This same 
merchant further reports that he made 
more profit for the month than for the 
corresponding month of last year, which 
goés to show that the shoe business is 
good and undoubtedly will continue to 
be good for the merchant who is on the 
job. 


Fifty-fourth Anniversary 


Rollman & Sons Company celebrated 
its Fifty-fourth Anniversary this week. 
This company is one of Cincinnati’s 
larger department stores, including a 
shoe department. For the entire week 
the Rollman building at Fifth and Vine 
Streets was illuminated with large elec- 
tric figures, “‘54.’’ The two entrances 
were decorated with yellow and white 
bunting, the colors of the company. 
Each of the show windows carried a 
plastic relief of the Rollman building, 
under which stood out in bold letters: 
“54 Years of Progress.” 


Baby Louis Popular 


According to the various manufac- 
turers of this market the Baby Louis 
heel is going to have a stronger play this 
Spring than ever. The bookings for 
this type of heel are coming in steadily 
at the local factories. It is being speci- 
fied on suedes, black satins and black 
kids. 


Back from Honeymoon 


William Taylor, superintendent of 
the Val Duttenhofer Sons Company, 
returned last week after a two-weeks’ 
honeymoon in Florida. Mr. Taylor 
married Miss Ada Richie of Cincinnati 
some four weeks ago. 

Factory Expansion Plans 

Robert Wise, president of The Wise, 
Shaw & Feder Company, has purchased 
the interests of Messrs. Mark and 
Walter Feder in the above concern. 
Plans for the expansion of the factory 
are already under way. A special de- 
partment will be installed for the manu- 
facture of their new ‘“‘Nature-Arch” 
shoe. 
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Roth Studying Conditions 


L. S. Roth, president of the Roth 
Shoe Manufacturing Company, was in 
the East last week, making a general 
study of conditions. 


Sachs Wins Suit 


In a recent suit for damages filed by 
the Sachs Shoe Manufacturing Com- 
pany of this city in the Kanawha com- 


mon pleas court, Charleston, W. Va., 
against the Thomas Shoe Company of 
Charleston, the Sachs Shoe Manufac- 
turing Company was favored by the 
verdict, being found by the court to 
have been damaged to the extent of 
$674.23. Their original claim was for 
$687.00. The Thomas Shoe Company 
had placed an order with Sachs and 
later cancelled it, after the shoes had 
been cut. 


Los Angeles 


BRANCH STORE OPENS 


imbassador Hotel Picked as Site 
by Wetherby-Kayser 


Among the recent happenings in Los 
\ngeles shoe circles was the opening 
of a branch store by Wetherby-Kayser 
Shoe Company, in the new Ambassador 
llotel, with Mr. Chalker in charge. 
So far, business in the new store has 
far exceeded expectations, especially on 
evening slippers and sport shoes, which 
have a large call. Not only does the 
store draw its patronage from the 
large number of guests that throng the 
hotel, but the surrounding neighbor- 
hood contributes its quota and Mr. 
Chalker and his staff are kept busy. 

It is an ideal location for the class of 
trade that Wetherby-Kayser’s caters to 
and is a valuable advertising medium 
to the world, as the Wetherby-Kayser 
trade mark is bound to carried to all 
parts of the globe—more or less. 





Novelty Evening Siippers 


Among the evening slippers noted 
about the place were a pump with 
black velvet quarter and forepart of 


novelty metal cloth, and a figured satin 
pump with cutout ankle strap. 


Combination of Brown Suede and 
Tan Kid 
At the Bootery they are showing a 
couple of new models which are very 
good looking. The “Josette” is a brown 
suede pump with low open throat out- 
lined with tan kid and with gashes cut 
perpendicularly around the quarter 
showing underlays of tan kid. The 
“Barbara” is a bronze one strap with 
graduated cutouts across the toe out- 
lined with beads. Mr. Wolfelt has just 
returned from the East. 





Wholesale Business Is Good 


Bullock’s Sportswear Store is a very 
popular place just now. They cer- 
tainly have some nifty sport oxfords. 
At Gude’s the demand for gray suedes 
and gray kids and the new shades of 
brown is very strong. Mr. Gude has 
just been East on a buying trip. Some 
of the shoe stores are afraid the demand 
for grays cannot be met as Easter 
approaches. Business among the local 
jobbers is very good and the road men 
are sending in lots of orders. 


Pittsburgh 


QUEER SEASON 


Inclement Weather Puzzles Mer- 
chants and Generally Has Dull 
Effect 


The weather man has come in for 
more than his share of knocks this 
season. His apparent unreliability has 
caused more damage to shoe merchants’ 
carefully laid plans than any other 
single item. At least that is what sev- 
eral merchants on the local Rialto have 
picked out as the reason for an unex- 
pected decrease in their early February 
returns. Compared with last year, 
their books, they say, show no decrease, 
but the fact that prices have received 
such wholesale slashing throughout the 


trade and that sales have been numerous 
has not had an increasing effect on the 
gross. 


Two Good Fronts 


The Lazarus-Mensch Company who 
operate the Walk-Over Shoe stores here 
can boast of two of the best-looking 
fronts in the city. The Union Arcade 
store is attended with all the architec- 
tural advantages that the building 
throughout has, while the other Fifth 
Avenue store is now most attractive 
with its newly-constructed front. The 
same concern is moving into new quar- 
ters in Youngstown, a few doors below 
its present location on West Federal 
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Street, and asis the case here, the new 
structure there will reflect credit on the 
organization. 


Sale Boosters 

Feltman and Curme, operating the 
newest shop in town, with their stand- 
ard $5.00 and $6.00 rates, have offered 
indoor baseballs and other attractions 
for children who buy shoes there. This 
is an old advertising scheme, which has 
been on the shelf here for a couple of 
seasons, but the revival is working to 
good advantage. 


A SURPLUS OUTLET 


Large Department Store Conduct- 
ing a Big Sale 

Kaufmann & Baer Company is featur- 
ing a February shoe sale, and in this 
line is doing some of the most extensive 
advertising’ in its history. A ten-page 
pamphlet designed by the firm’s adver- 
tising department was mailed to every- 
one on its credit list, and the newspapers 
got more than their usual allotment of 
space. The inventory last month 
showed a surplus not inconsistent with 
the management’s prior estimate and 
the wares of the department are now 
spread out over the entire mid-floor, 
not to mention a small section in the 
basement where cheaper shoes are sold. 





Strap Shoe Shortage 

The only need of local shoe mer- 
chants, according to one local repre- 
sentative of a Boston concern, is 
women’s strap shoes, for which the 
demand, he says, has been greater than 
the supply of Jate. ‘One or two of the 
larger stores which have luckily had a 
premature stock of this type of low cut 
have developed an unexpected pgpu- 
larity. The same type of shoe, for ball 
room wear, in satin, patent leather, etc., 
with prices reminiscent of war days, 
sold quickly in the holiday rush, and 
now, along with other reductions, is 
selling for low figures. It is the street 
low cut in strap effect that is scarce. 


Brogue Fad Wanes 

The prediction made by shoe experts 
that the brogue would not develop a 
permanent attraction seems to have 
been borne out. This style is hardly 
ever asked for now, said one local mer- 
chant. Former styles without a particu- 
larly fancy design and generally the 
plain, slightly pointed men’s shoes com- 
prise the best sellers.. The blunt toe, 
which is meeting with some, popularity, 
is considered another passing fad. 


Stetson Sale Success 
The recent sale conducted by Hol- 
brook and Petty, operating the local. 
(Continued on page 121) 
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Style No. 8425 Style No. 9206 


Paris Kid Oxford on No. 168 Last, Narrow Glazed Kangaroo Oxford on No. 168 Last, 


re ~ - i Narrow Toe, Kangaroo Tip, 15-inch Heel, 
Toe, Kid Tip, 15-inch Heel, Flexible Welt. Flexible Weit. x 


Price $6.50 Price $4.75 
IN STOCK—AAA to D IN STOCK—AA to E 


Attractive Models In Stock for Immediate Delivery 


J. J. GROVER’S SONS CO. 


‘Soft Shoes for Tender Feet 
LYNN, MASSACHUSETTS 


BOSTON NEW YORK 
LITTLE BLDG., 80 BOYLSTON ST. 47 W. 34TH STREET 
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All the Newest Styles For Easter. Order Now--Immediate Shipment 


Black Vici. .. $3.00 
Tan Vici. .... 3.50 y White Canvas 1 


Strap....$2.25 


Black Vici. .. $3.25 
Tan Vici..... 3.75 


15-8 % jews Wood 15-8 % lowe Wood 
Also 1 Strap same Also 2 Seup same 
15-8 4% Louis Wood 
Heei 


White Canvas Theo ; White Canvas 1 
Tie......$2.50 ; Strap Bar Sandal, 





All Turn Sewed 








13-8 44 LouisWood 
Heel 


Also Pump and 
Mary Jane same 
$2.25 





Don’t Forget All the Old Staples, Boudoirs, Ballets and Sandals 
THE BAY STATE SLIPPER CO. (Dept. 10) Haverhill, Mass. Tems.2%,!0,Daye.,Not,30 
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A FLURRY IN RUBBERS 


Occasioned by the Big Snow Storm 
of Sunday, Last 


On Sunday last, the biggest snow 
storm of the season visited Boston, in 
company with other New England sec- 
tions. Snow fell to the extent of 16 
inches, the largest amount which has 
been precipitated here in a single day 
for 20 years. Monday morning dawned 
bright and clear overhead, but under 
foot snow and slush prevailed. Rub- 
bers were the order of the day and 
formed the bulk of the merchants’ 
sales the first of the week. That por- 
tion of the feminine contingent which 
had purchased overshoes earlier in the 
season wore them—a very common 
combination on Monday was a straw 
hat, a fur coat and overshoes. The 
bulk of the rubber footwear sales, 
however, were on light rubbers. A 
rubber covering for the women’s Spring 
“‘“chapeaux” would not have been in- 
appropriate, as the buildings kept up a 
constant dripping under the’ influence 
of the sun’s rays. 

Shoes are being offered everywhere 
at reduced prices, with many brand 
new styles making their appearance 
and being bought in goodly numbers. 


Season’s End Sale 


At the All America store on Summer 
Street, trade was lively all week at 
the ‘‘Season’s End Sale.” A lot of 
tan rubbers, best grade, in Louis heels 
were offered at 48 cents the pair—former 
price, $1.50. A line of women’s spats 
sold at 85 cents. A lot of felt slippers 
sold at $1.35, $1.65 and $1.95; a lot of 
boys’ shoes sold at $3.85. A big. busi- 
ness was transacted in overshoes. 


Closing Out Men’s Shoes 


At Wilbar’s, 85 Summer Street, the 
men’s shoe department is being sold 
out, and greatly reduced prices were 
quoted on men’s footwear. A line of 
women’s four-buckle overshoes of the 
first quality sold at this store at $3.85. 


1921 Models 


At Gilchrist’s a very pretty window 
showed 1921 models in women’s shoes 
at $6.35, $7.65 and $8.35. 


A Brockton Exhibit 


At Kennedy’s, men’s outfitters, an 
exhibit of Brockton Co-operative Shoe 
Company’s men’s shoes occupied one 
of the windows. This exhibit called 
attention to the fact that this shoe 
was made of all leather. The different 
parts of the shoe were shown and 


Boston 


several specimens of the finished 
product. Prices were quoted at $7.85, 
$8.85 and $9.85. 


A Pretty Boot 


In one of the windows of Shepard 
Norwell Company’s, a very pretty 
boot, with. black patent vamp and 
light gray kid top, Louis heel, the only 
footwear displayed, occupied the center 
of the window, amid drapings of crepe 
de chine. No price was quoted on the 
boot. , 


“THE EVENING PROMENADE” 
Snappy Footwear Arranged Attrac- 
tively Made Many Sales © 


Women’s shoes for “the evening 
promenade” attracted much attention 
last week at the William Filene’s Sons 
Company’s big window, corner of Sum- 
mer and Washington Streets. There 
were six groups of display stands 
forming a stairway effect and “car- 
peted’”’ with brilliant shoe fabrics of 
brocaded cloth of gold, silver and 
other brilliant hued materials. On 
these “‘stairs’’ appeared some very 
snappy creations. There were shoes 
made by Pinet of Paris, and some by 
Bally of Switzerland. Many of these 
shoes showed buckles of cut steel; 
there were some placed on the straps; 
there were some cameo strap orna- 
ments. A black patent pump, in one- 
strap effect, made by Pinet, had a 
real French heel and a 24-inch vamp; 
this was ornamented on the strap with 
a huge cut steel buckle. There were 
white satin boot tops displayed on 
black patent pumps, which made a very 
attractive appearance. There were 
white satin boot tops displayed on 
white satin pumps; evening slippers 
made of the rich brocade drapings were 
very lovely. 

A call at the women’s shoe depart- 
ment on the fifth floor found all hands 
busy. Manager F. W. Holder reported 
that a number of gray suede shoes 
were moving lively at $13 the pair. 
Mr. Holder said that nothing in eve- 
ning slippers in this department sold 
for less than $8.50 and from that price 
up to $25. The average price on the 
shoes in his department was about 


$11 or $12. 


New Shoe Store 


A new shoe store will open on the 
eighth floor of the Little Building about 
March 5. The proprietors are Messrs. 
Connell, Carey and Goodhue. Messrs. 
Connell,Carey and Goodhue are from the 
women’s shoe department of the Thayer 
McNeil Company. This firm will carry 
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the J. & T. Cousins Company’s line and 


other high-grade makes. Mr. Goodhue 
has been succeeded at the Thayer 
McNeil Company’s store as manager of 
the women’s shoe department by 
Charles Holt. 


New Spring Styles 


At the women’s shoe department of 
Jordan Marsh Company some snappy 
new styles in -women’s strap footwear 
are being exhibited—there are welts 
and turns, full Louis, baby Louis and 
the new Junior heel—all in attractive 
array. A beautiful effect for the after- 
Easter dance had a vamp of gold cloth, 
and a quarter of a,blue and gold bro- 
cade, covered Louis heel—this was in 
the popular one-strap style. 


At $9.45 


A men’s genuine shell cordovan was 
advertised the past week at E. W. 
Burt & Co., 32 West Street, at $9.45. 
The colors were tan or black—the value 
was given as $16. Angora sport hose 
for men in buff, brown and green 
were sold at $1.65. 


THE SHANK DISCUSSION 


Interesting Arguments Presented 
at Last Week’s Round Table 


The Boston Shoe Salesmen’s Insti- 
tute discussed last week the flexible 
and stiff shank—the principal argument 
for the stiff shank was made by Charles 
H. Brown, inventor of the arch pre 
server shoe. Raymond P. Morse of 
Morse & Burt, makers of the Canti- 
lever shoe, advocated the flexible shank. 
Mr. Brown made a great, many very 
fine points during his argument of about 
one hour and a quarter. On account 
of the hour growing late, Mr. Morse 
was obliged to confine his talk to about 
20 minutes. W. G. Lewis, manager of 
the shoe department of Jordan Marsh 
Company, was invited to continue 
the argument in favor of the flexible 
shank, which took place at this week’s 
meeting of the Round Table group. 
So interested in the subject were the 
“knights of the Round Table”’ that the 
majority remained at the Boston Shoe 
Trades’ Club until 11 o’clock—making 
their study course for the evening of 
February 16 almost five hours. ; 

One of the points made was that the 
stiff shank should be used in much the 
same way as a splint for a broken arm; 
that a flexible shank should be used 
when there was simply a strain or a 
trouble which could be best obviated 
by exercise. 

A very interesting talk was also given 
by L. V. Grover, in charge of production 
at the J: J. Grover’s Sons’ factory. 
Mr. Grover said that the apparel must 
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be adapted to living conditions and 
flexible or rigid shanks were to be 
used according to the individual case. 

At the February 16 meeting the 
prizes donated by R. R. Wilkinson, 
manager of the shoe department of 
Cohen Bros., Jacksonville, Fla., of 
$5, $3 and $2 for the best paper on 
“The Ideal, Practical Salesmen’”’ were 
awarded respectively to James H. 
Creed, with Thayer, McNeil Company; 
Elmer A. Kuhlen, with Willson’s Shoe 
Shop, and William L. White, with 
Jordan Marsh Company. 


SOLE LEATHER ACTIVITIES 
In the 


Association Line—Eight 
Firms Represented 


The Sole Leather Trades’ Association 
had its birth last October, when the 
representatives of eight firms in the 
trade formed a bowling association. 
From this bowling association has de- 
veloped a Sole Leather Trades’ Associa- 
tion, a corporation created for the pur- 
pose of promoting good fellowship 
among the boys in the trade, education 
through the means of lectures and 
physical development by all types of 
sport. 

The organization is so formed that 
all sole leather houses are entitled to en- 
roll and when so enrolled their employes 
are eligible to membership at a nom- 
inal fee. 

The bowling tournament, which will 
end March 2, has, in the minds of those 
interested, proved a wonderful success 
in a social way, promoting good fel- 
lowship among the members, as well 
as athletic rivalry between the teams 
participating. The banquet on March 
15 will represent the end of a perfect 
season and the beginning of the 
association. 

The Sole Leather Trades’ Association 
Glee Club, which will entertain at the 
banquet, is planning big things in the 
way of amusement for the future. 


More Members Wanted 

Any sole leather houses which are 
not represented in the list below are 
cordially invited by the association to 
join in establishing a permanent organ- 
ization and in the creating of good fel- 
lowship among the employes. 

The firms already enrolled are: 
Howes Bros. Company, United States 
Leather Company of Massachusetts, 
Armour Leather Company, George 
James Company, Tanners Cut Sole 


Company, William F. Mosser Com- 
pany, Proctor-Ellison Company, Frank 
W. Hunt & Co. 

The association also extends a cordial 
invitation to the executives of all firms 
connected with the sole leather trade to 

j oin the movement, to attend any or all 
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of the meetings and to impart such in- 
formation to the boys in the trade as 
will broaden and make them better fit- 
ted for the positions they already hold 
or may fill in the future. 

Any information regarding the asso- 
ciation can be obtained from the sec- 
retany, Paul E. Ercoline, 321 Summer 
Street, Boston, Mass. 








Daylight Saving Hearing 


A hearing on the daylight saving bill 
took place on Wednesday evening last. 
The Boston Chamber of Commerce re- 
quested retail merchants and the differ- 
ent industries to send delegations. 





A **MODEST’”? REQUEST 


In Which the Postscript Is a 
**Classic”’ 


A Boston retail shoe store re- 
ceived the following 'etter recent- 
ly from a Providence woman: 

“A little over five years ago, my 
mother bought a pair of cusbion 
sole shoes in your store for $5.00. 
She wore them 15 or 20 iimes; 
then, unfortunately, she broke her 
hip. She did not wear the shoes 
any more, as she died two years 
ago. No one in our family can 
wear her size—3C—so I thought 
that you could dispose of them 
for me. 

“As the have been 
worn only a few times, they are 
almost as good as new, so you 
can refinish and sell them easier 
than I can. 

“Yours truly, 


shoes 








“P. S.—Of course, you must 
know that I realize shoes bought 
five years ago are worth muck 
more now.” 











These interests responded promptly 
and a vigorous protest was registered 
against the repeal of the existing Mas- 
sachusetts daylight saving law. One of 
the reasons why the Chamber of Com- 
merce is so strong in its fight for the 
maintenance of the present Massachu- 
setts daylight saving law is in order to 
form a background for Federal action 
on the Eastern zone law. Many people 
do not favor daylight saving for Massa-" 
chusetts alone, and the Chamber of 
Commerce felt that if the passage of an 
Eastern zone law is to be accomplished 
at the next session of Congress, it would 
be necessary to hold on to what has al- 
ready been gained. 

H. A. Lincoln Filene is chairman of 
the Boston Chamber’s committee. 
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A New Men’s Store 


A new men’s shoe store was opened 
some weeks ago at 277 Washington 
Street. This is known as Alfson’s. 
At this store men’s shoes in all the 
styles and kinds of leather, including 
genuine shel! cordovan, have been sold 
at two popular prices, $5 and $6 a pair. 
These shoes are Brockton-made. 





CHANGE IN LOCATION 


J. Jj. Grover’s Sons Company’s 
Boston Office, 806 Little Building 


J. J. Grover’s Sons Company moved 
its Boston office on February 15 from 
183 Essex Street. to. Room 806, Little 
Building. Salesmen James R. Round- 
ing and John B. Clark, whose homes 
are near Boston, and who make a prac- 
tice of serving customers at the Boston 
office while at home feel that at the 
Little Building they will be enabled to 
give even better service to their trade 
than in the former location. 

J. J. Grover’s Sons Company may be 
classed among the pioneers in the 
movement of shoe location in the Little 
Building. It is true that there are al- 
ready a number of retail shoe concerns 
there, at the present time, and all con- 
sider it a very favorable trade center. 
J. J. Grover’s Sons Company state 
that the Little Building is very con- 
venient for many of their customers 
who stop at the up-town hotels, such as 
the Touraine and Copley-Plaza. 

When on the road, James R. Round- 
ing covers New England and parts of 
Ohio, the other parts of Ohio and large 
cities of the Middle West are covered 
by John B. Clark. 





To Advertise Orthopedic 
Shoe Among Shoe 
Merchants 


Stamford, Conn., February 21—Ed- 
ward J. Macklin has recently accepted 
the appointment of head of the Edu- 
cational Bureau for Dr. Kahler Shoes 
of Lounsbury-Soule Shoe Company of 
this city. In this capacity he will put 
before the retail trade of the United 
States not only the merits but the 
proper application of the Dr. Kahler 
shoe, as well as the correct methods of 
shoe fitting and attention generally. 

Mr. Macklin is extremely well quali- 
fied for this work not only because of 
his long service with James S. Coward, 
probably the best known corrective 
shoe fitter in the United States, but 
also through his connection with Dr. 
Scholl’s Orthopedic School, in which 
he was a lecturer on the care of the feet. 
Mr. Macklin brings to his new connec- 
tion not only a personal knowledge and 
skill, but a tremendous amount of en- 
thusiasm for the proposition itself. 
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New York 


BUSINESS IMPROVES 


In Both Retail and Wholesale Lines. 
Low Prices Stimulants 


Considerable improvement in both 
the retail and wholesale shoe business 
was reported in New York during the 
past week. Almost without exception 
the retailers state that present business 
is close to that of last year reckoned in 
money, and considerably above that 
of the corresponding period in 1920 in 
the number of pairs sold. The lower 
prices, according to several merchants, 
have unquestionably stimulated the 
demand for more footwear. This is 
reflected more in present sales of men’s 
footwear than in the distribution of 
women’s shoes. Men, it is believed, 
economized more in their expenditures 
during the era of high prices than did 
the women, and as a consequence have 
shown a larger proportionate return 
to old buying habits than have the 
women. 

However, even with the renewed 
buying on the part of the men, sales of 
men’s shoes are lower in proportion 
than those of women’s footwear. Some 
of the exclusively men’s stores report 
that business is not quite up to last 
year’s standard, but much improved 
over what it was during the closing 
months of 1920. 


Strap Pump Popular 


In women’s shoes the strap pump 
continues a favorite, with small tongued 
colonials making an entry. Present 
styles are expected to hold good until 
Easter. What the women will want 
after that is mere speculation, accord- 
ing to the merchants here, who have 
covered themselves lightly in a number 
of styles in order to be prepared for 
almost anything. That tongues will 
be worn is the conclusion of most retail 
merchants, but few expect the very 
large tongue pumps to have much of a 
run. Sentiment seems to be swinging 
toward the small tongue that comes to 
a point carrying a decoration in the 
way of beading, buckles or a contrasting 
inlay. 

Pearl Gray and Patent 


For Summer wear pearl gray kid is 
well thought of in some of the modish 
shops and a few retail merchants an- 
ticipate a swing back to patent leathers, 
particularly patent vamps with suede 
or satin quarters. 


Straight Lasts for Men 


In men’s shoes, oxfords in conser- 
vative straight lasts with perforated 
tips, wing tips, stitched heels, ball or 


saddle straps are already being taken 
by the purchasing public. The new 
shoes are proving popular in prices 
around the $10 mark, although some 
merchants find that $14 and $15 is not 
considered too high by those who 
want good shoes. It is difficult, say 
the retail merchants, to get much more 
than $15 a pair for men’s shoes this year. 


NEW SHOE STORE 


The Signet—S. J. George, Manager— 
A Novel Display 


On Wednesday, February 23, the new 
Signet (Rice & Hutchins, Inc.) store at 
137 West 42d Street was thrown open 
to the public. The new store has ex- 
ceptionally attractive windows, built 
around a deep entrance, recessed at the 
sides to give additional frontage to the 
display space. The front is of black and 
gold marble with the window frames of 
copper. A novel feature is a double deck 
display space in the windows, the upper 
deck being at the level of the ordinary 
window floor and the lower about a foot 
from the ground. 


The windows and interior woodwork 
are of walnut. A _ balcony extends 
around three sides of the floor room 
with stock cases on the sides and the 
offices in the rear. S. J. George is the 
manager in charge of this most recent 
addition to the R. & H. chain. 


PRESIDENT HART NOMINATES 


A Group of Real Merchandisers on 
1921 Committees 


Percy Hart, newly elected president 
of the Retail Shoe Dealers’ Association 
of New York, has announced the follow- 
ing committees for 1921: 

Legislative, John Slater, chairman, 
Arthur Joseph, Max Deutsch, R. T. 
Parker and W. Weill. 

Arbitration and Grievance, Alfred A. 
Kohn, chairman, J. R. Laycock, J. E. 
Meade, A. Gabriel and E. A. Perlberg. 

Finance, Jesse Adler, chairman, H. L. 
Dougherty and E. Friedman. 

Publicity, John Slater, chairman 
A. W. Shiverts and Philip Bender. 

Entertainment, M. A. Weiss, chair- 
man, Jesse Adler, Maurice Miller, Max 
Deutsch and C. E. Hutchinson. 

Executive Committee, Officers and 
B. F. Barman, P. Bender, E. Friedman, 
A. Gabriel, C. E. Hutchinson, R. T. 
Parker, A. W. Shiverts, L. Edelstein, 
A. A. Kohn and A. Triebitz. 


Relinquishes New York Office 


The Julian & Kokenge Company, 
Cincinnati, O., is giving up its New 
York sales office, which for some time 
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has been located in the Bush Terminal 
Sales Building. Fred Farwe'l has left 
the company, and H. B. Sanford, who 
has been in the New York office, will 
work the New York territory with 
Philadelphia as a base. 


BUSH TERMINAL ACTIVITIES 


In Which F. Mayer, Riker and 
Excelsior Shoe Company Figure 


There have been several other changes 
about the shoe floors of the Bush Build- 
ing. The F. Mayer Boot & Shoe Com- 
pany has moved its office from the 15th 
to the 14th floor where additional 
space was available. The new offices 
are about twice the size of the old. 

Two new offices have been opened 
up on the shoe floors: the Riker Com- 
pany, Newark, N. J., manufacturers of 
buckles, taking the old Mayer offices on 
the 15th floor, and the Excelsior Shoe 
Company, Portsmouth, O., moving into 
an office on the 15th floor from the 
Marbridge Building. The Riker Com- 
pany’s office is in charge of Mr. Seely 
while Mr. Revare is in charge of the 
Excelsior office. 


TWO NEW STORES 
Of Whitehouse & Hardy and I. Blyn 


Two new retail shoe stores will be 
opened in the mid-town section in the 
next few months. Whitehouse & Hardy 
who carry the Johnston & Murphy line 
in a store in the Metropolitan Opera 
House Building on Broadway will open 
an additional store on the 42d Street 
side of the Knickerbocker Building. 
It is expected that the new store will be 
opened in May. 

I. Blyn will open another store in his 
large chain on 34th Street near 7th 
Avenue, below the department store of 
R. H. Macy & Co. 


OPENS ANOTHER STORE 


Second in Feltman & Curme New 
York Chain 


Feltman & Curme, who operate a 
number of retail shoe stores in many 
cities throughout the country, opened 
their second store in New York on 
February 19, at the northwest corner 
of Broadway and 41st Street. The © 
store carries both men’s and women’s 
shoes at the flat prices of $5 and $6.~ 
The company opened its first New York © 
store at 142 West 125th Street on 
August 15 last, recently opened a store 
in Philadelphia, and will open another 
Philadelphia store on February 26. 

According to Howard J. Schneider, © 
temporarily in charge of the new Broad= 
way establishment, an addition later 
will be made to the store which will 
give a seating capacity of 125 persons. 
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C300—No. 26 Russia Lace Oxford. Wing tip. 
Perforated. Prize last. Single sole. 


C302—Coco Calf Lace Oxford. Fells last. 216—26 Russia Brogue Lace Oxford. Perforated 
Perforated vamp, tip and lace stay. Pinked vamp, tip, foxing and lace stay. Brogue last.{ Heavy 
vamp and tip. Heavy single sole. single sole. 


Brennan shoes for young men and men who keep young com- 
bine in the highest degree absolute comfort, satisfactory wear 
and fine appearance. These qualities are demanded by the dis- 
criminating customer and Brennan shoes make satisfied 
customers. 


Richards & Bien Co. 
Randolph, Mass. 


Boston Office Minneapolis Office 
Lumber Exchange Bldg. 
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At present a double row of leather 
covered chairs extends down the middle 
of the long and narrow storeroom. 
The stock cases and other fixtures are 
of walnut. The cashier’s desk is at the 
back of the room. The store enjoys 
exceptionally large window display 
space through its corner location and a 
deeply recessed entrance. A special 
display was arranged for the opening. 


NEW YORK BRIEFS 


Noting Two Removals—A Catchy 
Slogan 


The Wholesale Shoe League of New 
York will remove on May 1 from its 
present quarters at 127 Duane Street to 
320 Broadway. 

The Signet Shoe Store, operated by 
Rice & Hutchins on Broadway be- 





Movies Sel]l Shoes 


The movies have been called to 
the aid of retail shoe merchants 
throughout the country by Pub- 
licity Manager Grossman of I. 
Miller & Sons, Inc. 

Six reels of 200 feet each of film 
taken of the Miller display in 
Milwaukee, showing new Miller 
styles, have been secured by Mr. 
Grossman and are being sent out 
over six circuits into which the 
country has been divided. The 
retail merchant has the film 
shown in a motion picture theatre 
near his store. Reports already 
reaching Mr. Grossman indicate 
that the venture has been ex- 
tremely successful and it is prob- 
able that the idea will be devel- 
oped still further. 











tween 35th and 36th Streets, has bor- 
rowed a slogan from its next door 
neighbor a United Retail Candy Store. 
“Happiness in every pair’ is the mes- 
sage that is carried to the consumer on 
window display cards. 

The New York office of J. Albert & 
Son, women’s shoe manufacturers of 
Brooklyn, will be removed on April 1 
from the present location in the Mar- 
bridge Building to the new I. Miller 
Building at Fifth Avenue and 46th 
Street. The new offices will be located 
on the Fifth Avenue corner of the 
fifth floor. 


SALES TAX CONDEMNED 


By Internal Revenue Expert at 
Retail Shoe Merchants’ Meeting 


Harry Herskowitz, Chairman of the 
New York District Appeal Board of 
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ADMINISTRATION BUILDING fot F.M.HOYT SHO } NY, MANCELSTIZL , Net 











New Building Opened Recently 


The new administration building of 
the F. M. Hoyt Shoe Company, Man- 
chester, N. H., erected ai a cost of ap- 
proximately $500,000, and embodying 
every convenience possible for the ef- 
ficient conduct of business, has been 
completed and is now ready to house 
the entire executive department of the 
concern. The transfer of all of the offices 
of the company is now completed. The 
new structure was officialty occupied by 


the Hoyt Company on New Year’s 
day. 

Unusual features of the building} are 
a self-service elevator, a large conven- 
tion hall on the lop floor, rest rooms 
for. both men and women, and dining 
rooms and kitchen. The building was 
designed by J. William Beal, the Boston 
architect who designed the adminis- 
tration building erected for the George 
E. Keith Company at Campello. 








the Bureau of Internal Revenue, gave a 
talk before the New York Retail Shoe 
Dealers’ Association at its regular meet- 
ing on February 11. 

Besides information as to the correct 
way of making out income tax returns, 
he condemned the sales tax, but asserted 
that Congress would probably enact a 
one per cent sales or turnover tax. 
“Generally,” he said, “‘the North is in 
favor of a sales tax while the South is, 
not. ._ Big industries do not favor it, 
particularly the large department stores 
and the packing industries.” 


Buffalo Briefs 


Charles Marshall, formerly manager 
of the Kimball store on West Ferry 
Street here, is now in charge of a depart- 
ment at the store of Trask, Prescott & 
Richardson, at Erie, Pa. 

Donald McKenna is back at the 
Watters store, after a trip on the road. 


Mews Shoe Store 


J. T. Walker, Union City, Tenn., 
shoe department, about to commence 
business. 
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Pride of Production 


George H. Spur, an Expert Brock- 
ton Shoe Finisher 


With a production record of nearly 
half a century in shoe finishing, George 
H. Spur is still as active as on March 7, 
1876, when as a lad of twelve he com- 
menced work in the finishing room of 
the Burt & Packard Company’s fac- 
tory, predecessors of Field & Flint Com- 
pany, Brockton. 

On the morning that he went to work, 
he joined three of his brothers and his 
father, Warren R. Spur, who was the 
boss finisher. When George started 
work, between eleven and twelve years 
of age, he had to stand on a box. In 








GEORGE H. SPUR 


\ Skilled New England Shoemaker 
those days the finishing and some other 
departments were let out on contract to 
men who hired their own workmen and 
ran their rooms as a separate individual 
business, as it were. Warren H. Spur 
held the contract for finishing Burt & 


Packard shoes. 


Many Shoemaking Changes" 


There have been many changes in 
shoe making and shoe marketing meth- 
ods during the forty-five years that 
George Spur has been working on “‘Kor- 
rect Shape”’ shoes. When he started to 
work, Burt & Packard made one hun- 
dred and fifty pairs of shoes a day. 
Fifty pairs of these were hand sewed 
and one hundred were McKay stitched. 
At that time the Goodyear Welt process 
had not been sufficiently developed to 
warrant its general use in shoe factories. 
Subsequently, Fred Packard of Burt & 
Packard installed one of the first lines of 
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Goodyear stitching machines in Brockton 
and, incidentally, this was one of the 
first to be installed in this country. The 
company at this period employed only 
one salesman, then known as a “‘drum- 
mer,’ Joe Gallagher. 


Typical New Englander 


“George,” as he is known by every- 
one in the plant, has worked for the 
company from one end of the finishing 
room to the other continuously for 
forty-five years. He is a typical New 
England shoe maker of the old school, 
born in Hingham, Massachusetts, and 
bred in the traditions of New England 
shoemaking craftsmanship, and __his 
father before him spent his life following 
the industry that is under the special 
care and protection of Saint Crispin. 


57 Years Young 


Evidently the work and the company 
he works for have agreed with George 
Spur for he feels as young as he looks 
and one can see by his picture that he 
looks considerably younger than the 
fifty-seven years with which he is 
credited. 





PITTSBURGH 


(Concluded from page 113) 
Stetson Shop, was attended with an 
almost uninterrupted rush while the 
sale lasted. Both upstairs and down- 
stairs shops were continually busy, and 
the store really took on an atmosphere 
indicative of success and rapid growth 
of the last few years. 


Attended Pennsylvania Convention 


A large delegation of local merchants 
left on the morning of February 21 to 
attend the annual convention of the 
Pennsylvania Shoe Retailers’ Associa- 
tion in Scranton. Many more, with 
their wives, left the day before. Most 
of those who attended were men unable 
to get to the recent Milwaukee conven- 
tion. Coming at this time, several of 
the local merchants looked to the 
Pennsylvania meeting to offer a solution 
of many sales problems now confronting 
the trade. 


Featuring Hosiery 


Laird’s, the largest concern selling 
shoes on Liberty Avenue, has found the 
sale of women’s hosiery so profitable 
that the management is running daily 
ads concentrating on the sale of that 
article exclusively. 
mention of shoes in the display space 
has been conspicuous, the theory being 
that the weather will regulate shoe 
selling for a while. 


Omission of any 
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Illinois College of Chirop- 
ody to Move to Its New 
Building 


The Illinois College of Chiropody, of 
Chicago, has grown so rapidly within 
the last few years that its present large 
building, situated at 1321 N. Clark 
Street, has become entirely inadequate. 
For that reason its directors have been 
seeking a larger and permanent loce- 
tion for the college. 

Now, the large four story and bas:- 
ment building, located at 1327 N. Clark 
Street, and which was formerly tlhe 
armory of the First Illinois Cavalry 
Regiment, has been acquired by the 
college and will very shortly be occupied 
by it. In addition to the main building, 
the college also acquires the large one 
story structure containing what wis 
formerly the drill-hall of the armory, 
but which will now become the grext 
assembly room of the college. 

The new quarters will give room for 
the numerous improvements and en- 
largements which the growth of the 
college and the advancement of the 
chiropody profession have made neces- 
sary or desirable. For instance, the 
clinic rooms at present are totally in- 
adequate to care for the thousands of 
foot suffering poor who clamor for 
attention, and it is intended to more 
than double the clinic capacity, while 
equipping the clinical and operating 
rooms with every modern and sanitary 
convenience. The class rooms are to 
be greatly enlarged and newly equipped. 
and the chemical, X-ray and other 
laboratories will be given much larger 
space and more modernly equipped. A 
completely furnished Orthopedic ward 
is to be provided in the college building. 


West Virginia Notes 
New Shoe Store 


L. J. Griffin of St. Louis, Mo., is 
making arrangements preparatory to 
opening a shoe store in Sistersville, 
W. Va., in the building formerly occu- 
pied by C. M. Tyler, Henneghan and 
Hanlon Block. Mr. Griffin intends to 
install an up-to-date shoe store and 
according to arrangements thus far 
will open his store about May 1. 


Returns from Clarksburg 
C. A. Bettinger of the Thomas Shoe 
Company of Charleston, W. Va., has 
returned from a business trip to Clarks- 
burg, W. Va. 


On Florida Trip 
George E. Thomas, president of the 
Thomas Shoe Company of Charleston, 
W. Va., has gone to Florida, where he 
will spend six weeks. 
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Improvement Continues 


Sales of Light Upper Leathers, Suedes, Kid and 
Calf More Active---Prices on Same Basis 
---Large Sales of Sole Leather 


Good business continues on suede 
leathers, and some of the leading manu- 
facturers of gray and brown suede have 
sold virtually all of the stock they had 
on hand and could have sold much more. 
The demand ran even into black suede. 
This leather is intended for pumps and 
slippers for the Easter and early Spring 
trade. The demand also has been 
strong for. white leather of the best 
grades of white kid and white cabretta. 

Manufacturers of glazed kid have 
had an active week, and shoe manu- 
facturers have been purchasing in much 
larger. quantities of black as well as 
colors. There has also been an improve- 
ment in the demand for men’s weights 
of upper leathers although not to such 
an extent as in the call for leather for 
women’s shoes. Tanners have reported a 
larger sampling of light colors, and 
there have also been some good orders. 
Colored calf, full grain and smooth 
finished, is bringing around 50c to 
55c per foot and for some of the finest 
stock even higher, and the suede finishes 
range from 70c to 80c per foot. 

There has been a little more activity 
in the sole leather market, particularly 
among the cut sole manufacturers. 
They have been buying backs in larger 
quantity with the market well held up 
as to price. The purchasing continues 
in the sole leather market, however, on 
a basis of close to the buyers’ needs. 
Normal conditions have not yet re- 
turned when shoe manufacturers make 
long time contracts with routine’ de- 
liveries. The feature of the sole leather 
business the past week was a reported 
sale of 140,000 sides, the price of which 
was not made public. 

The leather business as a whole is 
on a more substantial basis, and a 
better tone prevails all through the 
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wages. The leading tanners have to a 
considerable extent , liquidated their 
large stocks of leather which were made 
from high priced hides. Raw material 
and tanning costs, particularly of tan- 
ning materials, and other overhead ex- 
penses have not come down as much as 
could be desired. 


Calf Leather 


Activity has continued in the demand 
for suede finishes. Some tanners who 
have always clung to smooth finishes of 
calf are now making suede leather as 
well to meet this new demand. Most 

(Continued on page 123) 


market. Tanneries are resuming opera- 
tion on a larger scale, and a gradual and 
steady improvement is looked for and 
wanted rather than any radical tenden- 
cies. The wage question is less of an 
obstacle, and where help is being put 
on again it is usually at a lower scale of 








Comparative Leather Prices 


While there is no standard of leather quotations today in view of the wide range 
and absence of active trading, we give herewith a list of prices of reported sales as 
compared with ruling quotations of a year ago: 


Upper Leathers (Price per foot) 


Feb. 16, 1920 Feb. 16, 1921 


Eee enema $0. 60@$0. 85 
NS EPCS at mir or 1.20@ 1.30 .50@ .70 
Calfskin (black) .. ea? d dsdiaeerdie es ace b ad ee ee .40@ .55 
Glazed kid tedlcus, haat qualities). LIS I Ree Oe 1.25@ 1.40 .75@ 1.05 
Glazed kid (medium, black and colors)............ —@ 1.00 .40@ .60 
Glazed kid (cheap to medium)................... .18@ .55 —@ .40 
oe. 5 en er ee .55@_ .85 .25@ .40 
I I ocak os FS ae gtarkin veto sie ta « .50@ .75 —@ .35 
Ee LEAL EPR eo A) OS eee .55@ .75 —@ .38 
NINN RUINED <5 0 <5) oases ace cs 328 “ork Sdeavena uve «808 .70@ 1.00 40@ .55 
De oa y 55 5s ioc ashe dsc Gl arere.'s eb Moacevers eden) orgs .85@ 1.05 .45@ .50 
Pauses neater dames, No: 1... cs eka ws .90@ 1.00 .40@ .50 
Sole Leather (Price per pound) 
Se PT MEM YES ry $0.383@ — 
Sinem, Gpeds (HAE) 6.5. oc se ea ce beetees .54@ .55 34@ — 
RR se oo a ona: odin. id 6 pibhag aia Wldra-see Bits .84@ .85 .53@ .58 
CIN I So oo 6. love ase oS wtniond ace i antes .95@ 1.05 .60@ .70 
Cs Palin: Bg PIED oo. 5 Klin ss a s-a- de sb bebaiddeneindet bat ae .50@ — 
Raw Hides and Skins (Price per pound) 
Native steers, as used in sole leather, harness, etc.. $ —@$0.40 $0.12 @$0.14 
Heavy Texas steers, for sole leather.............. —@ .34 12: @" 734 
Light native cows, for side upper leather .. —@ .40 Lt @:.-.32 
Branded cows, for light sole leather......... gst —@ .3l — @ .il 
No. 1 buffs, for heavy upper and side Seithae.. .30@ .31 .08%@ .09 
No. 1 Chicago City calfskins, for fine calf leather o5, ee 5 ae ‘h- @: 26 
Kips, for upper leather..................0000000- .40@ .60 .08 @ .13 


B. A. hides, for hemlock sole leather . tee —@ .39 — @ .15 
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SPRING-STE 
Rubber Heels 
when ordering 
leather shoes~ 
THEY WEAR LONGER 














Your Chance for Profits 


Warm weather brings the annual 
Spring rush for Keds. 


Are you prepared to meet this de- 
mand or will you pass up assured 
plus business by being ‘‘out’’? 


A complete stock of the correct 
styles and sizes means an early sea- 
son’s turnover and a satisfied trade. 
Order styles and sizes now for the 
big Spring profits in Keds. 


United States Rubber Company 
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LIGHT RUBBER SHORTAGE 


Shoe Merchants Should Not Delay 
Ordering 


The unseasonable weather which has 
prevailed throughout the Winter has 
failed to overcome the shortage of light 
rubber footwear. Retail merchants 
who have delayed placing their orders 
are likely to find difficulty Jater in the 
season in getting their orders filled. 

Most merchants seem to realize the 
situation and are anticipating their 
next Fall’s requirements now, but a 
number do not appear to realize that a 
shortage still exists and that delay in 
ordering may produce an unsatisfactory 
situation. 


Making Only On Orders 

The retail merchants must take into 
account the fact tbat rubber footwear 
manufacturers and wholesale distribu- 
tors are not in a position, on account 
of the scarcity of money, to pile up 
stocks in anticipation of their orders. 
It is reported that manufacturers are 
not going to build up big stocks of 
goods but are going to make mer- 
chandise on order only, as it is prac- 
tically impossible to do otherwise under 
the existing financial conditions. 

One rubber authority of the country 
reports that he anticipates the 1921 
rubber footwear business of his factory 
will run from 70 to 80 per cent of last 
year’s volume. 

Considering the general weather 
conditions of the country the rubber 
business at the retail stores is not bad. 
With a little more snow and cold rains, 
even at this late date, the sales of rubber 
footwear would be great!y stimulated. 
The rush trade of February 11 and 12, 
after the first real snow storm of the 
season, was very encouraging—the only 
trouble was that the Wintry weather 
did not ‘ast long enough. ‘Oh, if the 
clerk of the weather were only con- 
sistent,” sighs tl e retail merchant, “last 
season he gave us too much severe 
weather, and this season he gives us too 
little severity.”” But the merchant has 
been encouraged of late by good sales 
of light rubbers, and is looking forward 
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to a heavy business on canvas footwear, 
as the late Spring and Summer of 1921 
promises to be a big white canvas year. 


Big Fabric Shoe Demand 
The rubber factories are running 
strongly on canvas footwear, and there 
are some brand new patterns. The 
United States Rubber Company reports 





BOOSTING GOLF SHOES 


The Brae-Burn Country Club 
of West Newton, Mass., issued the 
following letter to its golfing 
members the first of the year: 

In a letter last Summer your 
attention was called to the injury 
that is done to the putting greens 
by certain types of golf shoes, 
and your committee believe that 
the time has come when golfers 
should discontinue the use of 
shoes with nails. This is not 
only for the sake of the greens and 
tees, but because players are 
finding to their great satisfaction 
that their game is improved by the 
various forms of rubber soles. 
Injury to the clubhouse floor is 
also obviated. We assume that 
it is understood that spikes are 
prohibited. 

We therefore suggest that when 
buying new shoes, or having your 
present ones repaired, you get 
some one of the various makes of 
vacuum treads or rubber soles. 


GOLF COMMITTEE. 











* during the Jast two weeks receipts of 


orders for Keds and fabric-upper rub- 


. ber-soled shoes greater than in any two 


weeks’ period since early last Fall, in- 
dicating that many retail shoe mer- 
chants who ordinarily bought this class 
of goods early have deferred their 
purchases and are now in the market. 


“Nail Your Own” 


A new rubber heel, for the findings 
department, is for home repair work. 





















S\niniatt 


One just nails it on with a hammer. 
It isn’t necessary to cement it before 
naiJing it. It’s cup shaped, but it flat- 
tens right down to the heel, when it is 
nailed on. After it is nailed, it may be 
trimmed to the shape of the heel. A 
pair of heels come neatly packed in a 
small carton, ready for display in the 
findings department. Sizes are for shoes 
for men, women and children. 


Base for Rubber Heels 


For use with rubber heels is a new 
base of fibre board, which is 3-8, 4-8 or 
5-8 high, as may be desired. It is used 
in place of heels, which may have three 
lifts, or four or five lifts, each 4% of an 
inch tigh. Being solid, there is no 
chance of seams opening in it. As it is 
waterproof, it isn’t affected by wear out 
of doors. It takes a handsome finish. 
There are no seams in it, to be filled up. 
It may be gouged and compressed, like a 
heel of several lifts. 

It is used on street shoes for men and 
boys, on sport shoes for men and women, 
and, also, on comfort shoes; said shoes 
having a rubber heel nailed in the usual 
manner to this new fibre board base. 





GOOD YEAR REFINANCING PLAN 


The refinancing of the Goodyear 
Tire and Rubber Company has occu- 
pied the attention of the financial world 
for the past three months. A plan has 
been worked out by the company of- 
ficials and the banking interests which 
in brief provides for converting present 
current indebtedness and a portion of 
the future contractual commitments 
into bonds, debentures and_ prior 
preference stock. 

When the assent of present stock- 
holders and creditors is secured to this 
plan, it will relieve the company of its 
financial embarrassment, will remove 
the danger of legal action by creditors 
and will give the company adequate 
finances to proceed with production 
and the increase in its. business. 

The company’s indebtedness to banks 
and merchandise creditors stands as a 
prior lien against the company’s re- 
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Spring Time Is Near 
BAREFOOT SANDALS 


and 


PLAY SHOES 


Will Be in Demand 
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LOW PRICED—To meet the 
trend to economy 


DURABLE—To meet the need for service 


We Have a Complete Stock— 
Rightly Priced 


Write for Details 


Laing, Harrar & Chamberlin 


43 N. Third St., Philadelphia 











What Is Y our Advertising 
Dollar Buying? 


High prices of materials and increased 
overhead have made necessary a stricter 
economy along mercantile lines. 


Advertising should be considered as well 
as the commodities in which merchants deal. 


Heh By choosing only those publications 
PANSY NO. 12 STYLE. LEN whose circulation is accurately measured, 
GOOD IN SATINS. ° | you not only practice economy in your adver- 
‘tising, but are assured that your money is 
buying a definite quantity of circulation. 


UPHAM B . SHOE CO A . The Boot and Shoe Recorder’s circu- 


Stou hton, Mass. q, A lation is measured by the Audit Bureau of 
J Circulations. Advertising placed in its col- 
umns is an economical investment. 
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sources before the preferred and com- 
mon stock. But in its present form, 
this current indebtedness demands im- 
mediate payment and is a_ pressing 
liability. The plan provides, however, 
for extending the time of payment of 
this indebtedness so that it can be re- 
tired year by year over a period of time. 
The bonds are payable in 20 years. 
The debentures are payable in 10 years. 

The prior preference stock is to be 
paid off and retired at a certain rate 
each year and can be retired in any 
amount the company desires on any 
dividend period. 

The company has made money 
every year for many years. But in 
1920 the sharp decline in raw materials 
and the general curtailment of business 
wiped out all accumulated profits and 
left the company with a substantial 
deficit. This plan has been formulated 
to correct this situation, to wipe out the 
deficit, to enable the company to 
operate on costs based on present mar- 
ket values and to resume earnings. 

Assuming that the plan will be ap- 
proved, the company states that it will 
soon be able to increase production 
substantially to take care of the in- 
creased business it is sure the sales 
force will turn in from now on. In 
fact, the company has already made 
production increases in some lines 
where stocks were running low. 





Plantation Rubber Easy 


The plantation rubber market was 
easier on last Saturday, with prices 
slightly lower as a result of the drop in 
sterling exchange. Buying interest was 
limited, but there appeared to be no 
particular pressure to sell and the 
market closed steady at 18 4c for smoke 
ribbed sheets on the spot and near by, 
181c for March arrival, 21c for April- 
June and 25c for July-December. 

There were no new developments in 
the market on Paras, which closed 
quiet but steady on the basis of previous 
quotations. 


Rubber Quotations 


Para— Up-river, fine.......17 @ 
Up-river, coarse...........13 @.. 
OO Sh eee ae ear ree 164%@18 
telene. carte... 223335. B®... 
Caucho, ball, upper........ 14 @.. 
Caucho, ball, lower........12 @ 
NN oo, Siskd i to acerca on ss Qs: 
Plantation—Ist latex pale 
ROD 5 o.0.05 555.0 a.050.s:00s « AOIGQIOM 

Brown crepe, thin, clean...... @16 
Brown crepe, rolled........13 @ .. 
Smoked ribbed sheets...... 18144@ .. 
Centrais—Corinto.........12 @.. 
NR oe os 5 oa Pe 
Ganyele; Wet, «6. 65.6 5c 15 @l16 


Ae aS 
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Balatta, block, Trinidad..... SS. @.: 
Balatta, block, Colombian..38 @39 
Balatta, Panama..........36 @37 
Balatta, sheet.............65 @68 


Scrap Rubber 


Nothing encouraging has developed 
in this market. Present trade is light 
and the outlook improving. The tone is 
weak. 


Boots and shoes........... 4 @5 
Arctics, trimmed.......... 3 @ 4 
Arctics, untrimmed........ 2 @.. 
Tires—automobile ........ 1-@ :. 
Bicycles, pneumatic........ i. @yx. 
Hose, steam, fire.......... 4@ % 
Innes tabes, No. 2...... 65.5... @ 2 
Inner tubes, ‘No. 2...:..... ..@5 


A LONDON REPORT 


A recent London mail report says: 

The financing of the growing stocks of 
rubber has been proceeding as satisfac- 
torily as could be expected, but a cer- 
tain amount of forced selling has again 
taken place lately, which has affected 
prices. Possibly additional tribulations 
in respect to distressed speculative ac- 
counts may yet have to be faced, and 
in the meantime a somewhat nervous 
feeling exists. New buying is thus of a 
cautious character. Prices, of course, 
are liable to fluctuate considerably, but 
the market nevertheless may be ex- 
pected to display greater resistance 
since the position at centers of produc- 
tion has been materially strengthened 
by the fact that the curtailment of pro- 
duction in force is making itself felt 
and must eventually tend to decrease 
the pressure of the supplies thrown on 
the London market. 

If, as generally expected, legislation 
is brought about by the Federated 
Malay States to curtail output by 50 
per cent, and thus to restrict exports, 
it is obvious that an adjustment be- 
tween supply and demand wil) be 
greatly facilitated, and therefore ac- 
celerate the rehabilitation of the mar- 
ket. The total of the quantities of 
plantation rubber afloat from the Far 
East is said to be appreciably smaller 
than it was at this time last year, but 
on the other hand there has been a 
very large increase, estimated at .as 
much as 80,000 tons, in the stocks held 
at the sources of production in America 
and England combined. 





THE LEATHER MARKET 
(Concluded from page 119) 
of the calf leather tanners have had a 
busy time the last two weeks and have 
sold in the aggregate a considerable 
amount of leather. The top grades of 
smooth colored calfskins are quoted at 
50c to 55c and some special leathers are 
quoted higher. The suede finishes 
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bring from 70c to 85c for the top 
grades, with the medium grades 60c to 
70c per foot. The demand for gray 
suede was such at the start that tan- 
ners of the best selections of this stock 
were soon cleaned out, and the demand 
then went to browns and black ooze 
although ooze goat was turned to sup- 
ply the demand. The finest calfskins 
for this kind of leather come from for- 
eign countries where it has been dif- 
ficult to get the supply the last few 
years. There are some cheaper grades 
of calf according to tannage, weight 
and selection selling below 50c per foot 
and to such an extent that the prices of 
side leather have been driven down. 


Side Leather 


Business has been better the last week 
in the staple side leathers and heavy 
leather for the heavier footwear. There 
has been a good demand for buck 
leather in the leading tannages, ranging 
from 55c to 65c per foot for the choicest 
colors and downward according to 
quality and selection. This is helped 
by the sale of suedes in the calf and goat 
markets. The new finishes of side 
leather are popular, and the prices 
ranging from 30c to 40c are much more 
attractive than formerly. Veal sides 
are bringing from 35c to 45c per foot. 
There is also a good demand for kip 
and heavy waterproof leathers. Elk 
leather is now quoted at 30c to 32c¢ per 
foot for the top grades. 


Glazed Kid 

The glazed kid market has ex- 
perienced more activity than in many 
months. Makers of women’s shoes are 
the largest buyers, and the women’s 
shoe manufacturers are busier than for 
a long time. The principal call is for 
colors, although there has been a good 
demand for blacks. Kid made from the 
best Brazil and Patna skins is quoted at 
70c to 80c per foot. Colored kid in 
women’s weights of best tannage and 
selection is quoted from 85c to 90c per 
foot. 

Patent Leather 


Patent leather is showing some im- 
provement with the call mostly for 
immediate delivery. Prices of No. 1 
patent sides made from the best green 
hides range from 45c to 50c per foot with 
the other selections lower accordingly. 


Horse Leather 


There is a better market for cordovan 
and horse leather, coiored horse ranging 


from 35c to 38c per foot for the best 


selections with blacks at 30c to 35c. 
There is a fair call for genuine cor- 
dovan at $1.75 to $2.75 per shell ac- 
cording to tannage, selection and size. 
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JAFFE DELIVERS INAUGURAL 


President and New Officers of Cin- 
cinnati Association Installed 


The new officers chosen at the last 
meeting of the Cincinnati Association of 
National Shoe Travelers were officially 
installed at their regular meeting held 
at the Sinton Hotel, February 3. J. 
Jaffe, new president for 1921, delivered 
his inaugural address to a large attend- 
ance. President Jaffe spoke in part, 
as follows: 


A Strong Message 


Along last July when this organiza- 
tion passed a resolution empowering 
our secretary to write a letter to our 
various firms, asking an increased com- 
pensation, I believe that we have ac- 
complished something. A little while 
afterwards one of our manufacturers 
asked me a question, “Jaffe, is your 
organization a Union?’ I told him, 
“Yes, in a measure.” 

Everything nowadays is a Union. 
Every organization organized for the 
purpose of gaining something for them- 
selves, regardless of what name they 
give the association, is a Union just the 
same. The Cincinnati Association of 
National Shoe Travelers is a Union, the 
National Shoe Manufacturers’ Associa- 
tion is a Union, and the Clothing Manu- 
facturers’ Association of New York is a 
Union, and I understand that the physi- 
cians of Chicago have organized be- 
tween themselves, to charge a certain 
stipulated sum for certain visits, so 
they are a Union indeed. 


Unionism Is Essential 


Along those lines we frequently hear 
different opinions to the relative merits 
of the Union. Some of us think that 
the Unions have made great progress 
towards society, and perhaps some of 
us think that unionism is detrimental 
to the cause of progress. If this ques- 





The salesman whose picture 
appears in the circle above is 
James L. Scanlon, second vice- 
president of the Philadelphia 
Shoe Travelers. Mr. Scanlon 
was the toastmaster at the recent 
very successful banquet of the 
Quaker City Association. 

Send in your photos, boys. 
We want ’em for this department! 











tion were asked me, my answer would 
be, ‘‘that in my opinion the fundamental 
principle of unionism is absolutely 


J. JAFFE 


President of Cincinnati Association of 
National Shoe Travelers 


essential for the common welfare of our 
people, providing that such a Union is 
organized on a basis of fairness, justice, 
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and liberality in its dealings with our 
fellowmen.”’ 

The Unions thus far have achieved 
a great many things which will stand 
like a monument to their credit. One 
of their achievements is the passage by 
various states of consistent child labor 
laws, the improved working conditions 
in different factories, whereby the 
health and happiness of our people have 
been improved, and’ various other wel- 
fare features. With all that, they have 
also committed a great many errors and 
through which they will stand convicted 
in public opinion. I condemn their 
stand when they are trying to curtail 
production for their own selfish gains. 


Closed Shop Un-American 


The closed shop, to my mind, is an 
Un-American proposition, and_ the 
worst of all to my mind is when they 
refused to separate the incompetent 
from the competent. 

May we not profit. by their mistakes? 
Now since we are a Union in a measure, 
what are we after? And how are we to 
go after the things which we ought to 
have? 

To my mind at the present time we 
are working in an age where there is an 
invisible force working towards uniting 
capital and labor. I don’t mean to say 
the laborer who toils a set number of 
hours a day for a certain stipulated sum; 
I mean in general, the traveling sales- 
man not excluded. 


Salesmen Members of Firm 

I believe that day is not far off where 
every firm who employ a certain num- 
ber of salesmen, will have and ought to 
have one or more of their traveling men 
interested in the firm in some form or 
other, for the general good of the whole 
institution. I believe that every travel- 
ing salesman who has proven his worth 
by years of service, ought to be per- 
mitted to own a certain amount of 
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stock in the firm, that is, if a corpora- 
tion is capitalized for a certain amount 
of money, I think that their salesforce 
should be permitted to own a certain 
amount of its stock. If it is a private 
concern arrangements could be made 
whereby the traveling salesmen would 
share a certain percentage of their 
profits, in addition to their stipulated 
pay of commissions or salary. 


The Working Plan 


[fo my mind it. would be logical to 
suppose that if a firm employs twenty 
salesmen, of course every salesman 
could not or perhaps would not be a 
stockholder, yet the traveling salesmen 
of that firm could organize by electing 
one or two of their numbers, who per- 
haps might be put on the board, and 
thereby represent the whole traveling 
salesforce for that firm. 


Bright Vision of Near Future 


My friends, this is a topic which 
would require hours and hours of dis- 
cussion, there would be advanced a 
great many arguments from the side of 
the manufacturers to counteract our 
thoughts and opinions in this matter. 
However, I believe as I said before, the 
time is not far off, and I can see through 
the misty future that my vision will 
some day be fulfilled. It may not be 
while I am alive, and it may come a 
great deal sooner, but we already have 
an example of it right now. One of our 
worthy members with us today, and I 
am indeed proud to say that he is a 
friend of mine, who had been put on the 
board of directors of his firm, and I 
certainly must commend his firm for the 
stand they have taken. The only criti- 
cism I would have to offer is that they 
have allowed this gentleman to wait too 
long. They should have taken that step 
many years ago. 


Urges Loyalty to Employers 


Now, my friends, I don’t like to hold 
you any longer, for perhaps some of you 
have some other engagements for this 
afternoon, and may I in conclusion say, 
that we must ever remember the debt 
we owe to our God, to our Country, and 
to the firms with whom we are at present 
connected. As long as we are part of 
their institutions, and earning a liveli- 
hood from them, we must give them a 
hundred percent loyalty and support, 
and thereby convince them, not alone 
by word of mouth, but by actual deeds, 
backed by truth and honor, that we feel 
that their interests are our interests, and 
that they in return cannot but Felp at 
some near future date to recognize that 
our interests ought to be their. in- 


terests. 
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Boosting Frank Weber 


The announcement of the committees 
for the year were made at this meeting. 
Aside from the regular routine, the 
members of the local live-wire associa- 
tion do not let one day go by without 
doing something to boost Frank Weber 
for the 1922 national vice-presidency. 





CHANGES IN TERRITORIES 


Of Thompson Bros. Salesmen, Pit- 
cher, Rasmussen and Campbell 


Gould S. Pitcher, who has sold 
Thompson Bros. Shoe Company’s line 
for five years in the principal cities of 
Iowa, Illinois, Missouri, and Kansas, 





GOULD S. PITCHER 


and moreover is a director of the 
company, makes a change in territory, 
but not in firm. He will continue to 
travel for Thompson Bros., but his 
calls will now be made in the territory 
formerly covered by D. F. Quigley — 
the principal cities of Pennsylvania, 
Baltimore, and Washington, D. C. 
Mr. Quigley is going into business for 
himself. 

who has been 
Illinois, Kansas, and 


H. C. Rasmussen, 
covering Iowa, 





W. E. CAMPBELL H. C. RASMUSSEN 


Missouri, with Mr. Pitcher, will now 
cover the two entire States of Kansas 
and Missouri. 

W. E. Campbell, who has been work- 
ing for the Slater Shoe Company of 
Montreal. will cover Iowa and Illinois. 








125 






OHIO OFFICERS NOMINATED 


On Blue and Red Tickets—Election 
in June 


At a special meeting called last 
Saturday, February 19, for the nomina- 
tion of candidates for the blue and red 
tickets, the enthusiasm showed by the 
members present knew no_ bounds. 
After a rousing reception to the nomi- 
nees on the several tickets the meeting 
was adjourned. From the enthusiasm 
shown at the nomination, the race from 
now to election day, which will be held 
some time in June, will be fast and 
furious. 

The following were nominated on 
the Blue tickets: Harlan Rhoads, presi- 
dent; C.R. Maxwell, first vice-president; 
A. L. Hock, second vice-president; 
George A. Campbell, secretary and 
treasurer; W. H. Reichel, assistant 
secretary; R. V. Zartman, J. J. Schuler. 
R. S. McPeak, directors. 

On the Red ticket: E. R. Batterson 
was nominated for president; E. W. 
Metcalf for first vice-president; P. J. 
O’ Neil for second vice-president; George 
F. Scholl for secretary and treasurer; 
Walter G. Schufeld for assistant secre- 
tary. For directors: David Herr, J. E. 
McLeod, R. V. Van Sickel. 

The Board of Directors will meet 
soon and designate the day in June on 
which the election shall be held. 


Chicago Shoe Travelers 


A special meeting of Chicago shoe 
travelers was held Saturday afternoon, 
February 19, at the Palmer House. 
The special address of the afternoon 
was delivered by Harry Newman Tolles, 
Vice-President Sheldon School, Chicago. 


National Commercial League 


The National Commercial League, 
recently formed through the affiliation 
of the Southeast Missouri Drummers’ 
Association, the Missouri Drummers’ 
Association, the Egyptian Hustlers, 
Frisco Travelers and other organiza- 
tions of traveling men covering Missouri 
and Southern Illinois, has elected Alfred 
Vetter president, M. K. Gillespie vice- 
president and W. W. Schick secretary 
and treasurer. The different organiza- 
tions embrace a considerable number of 
shoe travelers. 


jJ. C. McCall Dead 


The death of J. C. McCall of Atlanta, 
Ga., well known to the traveling sales- 
men who cover the Southern territory, 
occurred recently at Statesville, N. C., 
Mr. McCall being found dead in bed 
following a stroke of apoplexy. He 
was widely known in business circles 
and was secretary for North and South 
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REPORTS CONFIDENCE 


M. York Reports Good Business in 
Michigan and Indiana 


M. York is now. covering Michigan 
and Northern Indiana for the Rich 
Shoe Company, makers of “Julia Mar- 
lowe’” women’s shoes, where he finds 
the stocks of most merchants running 
very low. He reports that his immedi- 
ate business the last few weeks shows a 
narked increase. 

As to future business, Mr. York 
fecls that the general viewpoint is that 


M. YORK 
With Rich Shoe Company 


prices have reached their lowest ebb. 
He reports that more confidence is being 
displayed in placing orders. 


BELIEVES IN ‘“‘SIZING-UP” 


Hallock Travels West for A. S. 
Kreider Shoe Company 


L. P. Hallock, representing the A. S. 
Kreider Shoe Company, writes to the 
“Recorder”. that he is now in his 
Western territory “making a fill-in 
trip to those merchants who did not 
order last Fall; and in every case they 
are buying a very substantial amount 
of merchandise.” 

Mr. Hallock continues: ““The element 
of style does not enter into the purchase 
of children’s shoes to such a marked 
extent, leaving in a question of price, 
and we have that. 

“Conditions out here are becoming 


. very much better, although hit. pretty 


hard by such an abundant crop and 
low prices, but there is a greater move- 
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ment of grain to market and it is reflect- 
ing in better sales with the merchant. 


Return of Confidence 


“Since inventory time, there is a 
stronger feeling of security with the 
merchant. He has taken what losses 
were necessary on stocks and now is 
beginning to buy for his needs with a 
feeling of confidence. 

“T am a great believer of the ‘sizing- 
up system.’ I go through the stock 
with my customer and size up all 
numbers—if he doesn’t suggest it, I do, 
for I believe that it is the only successful 
way to buy. While it may take a little 
longer, if you have the right feeling for 





L. P. HALLOCK 
With A. S. Kreider Shoe Co. 


your account and his stock, you will do 
this, for the advantages are twofold: 

‘“‘First—my experience has been that 
if your line is in good shape, well-sized, 
etc., it will be the first to sell and 
again you retain a better hold on your 
account, for with many numbers and 
styles in stock, the volume is surprising 
at the end of the year, also it will cost 
the merchant real money if he com- 
mences to change lines. 


Good Business Coming 


“There is every indication of good 
business for the coming season. I also 
notice that there is a strong tendency 
with most merchants to let the staple 
end of the business just drift along and 
take care of itself. Merchants appear 
to devote the most of their time to 
merchandising novelties.” 

This is Mr. Hallock’s seventh season 
on the road with his present house and 
his first job on the road. Last year in 
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one-half of the State of Kansas Mr. 
Hallock shipped $147,000 worth of 
shoes. He comments, “‘Not bad for 
children’s shoes.”” We are quite sure 
that brother travelers will agree with 
him. 

Mr. Hallock was formerly manager 
of the Robinson Shoe Company, Kansas 
City, Mo., being connected with that 
firm for about seven years. 


A REAL SALES TALK 
“Is It Worth While Being a Good 
Salesman? Yes’”’ 
(By George J. Loveley) 
George J. Loveley, who traveis New 
England for the, Dalton Company, 











GEORGE J. LOVELEY 
With the Dalton Company 


Brockton, says that it is worth while 
to be a good salesman. 

Mr. Loveley writes a real sales talk, 
as follows: 

“First, let me say, that any man 
who is dissatisfied witb his Jot, who is 
tired of being held down to a salary 
which can grow only very slowly—who 
wants more ‘elbow room’ for develop- 
ing his natural powers, can do no wiser 
thing than get a line on the possibilities 
in selling. No work that I know of is 
better paid or more enjoyable. 

“‘Salesmanship is the kind of work 
that is productive. 

“The man who takes the orders is 
the man who gets the money. 

“Other lines of work are what are 
termed ‘non-productive,’ and if an 
employer dislikes to pay for anything, 
it is for non-productive work. Every 
time a little increase in salary is given, 
it simply adds that much to the expense. 

“In selling, it is different. The sales- 
man takes orders and every time he 
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takes one, it means profit to his firm. 

“In salesmanship a man’s value is 
determined absolutely by himself. It 
does not depend on another man’s whim. 

“If the salesman is successful, he is 
paid big money or some other concern 
will grab him, and an employer is always 
anxious to keep a star salesman, because 
star salesmen are scarce. 

“One of the things that I learned 
about salesmanship was that as soon 
as a man knows how to sell, he can go 
out and sell anything. He has a pro- 
fession—a trade. 


Selling Secrets Fundamental 


“The secrets of selling are funda- 
mental. The man who can sell hard- 
ware or groceries, or any of the staple 
lines, can go out and sell stocks and 
bonds, insurance, real estate or any of 
the special lines, because the same 
principles which apply in selling shoes 
also apply in selling groceries, insur- 
ance or anything: else. 

“The same motives which induce a 
man to buy one thing will induce an- 
other man to buy another thing. We 
must make certain appeals, either to 
the customer’s love of profit—to the 
customer’s vanity—to the customer’s 
desire for comfort, and to many other 
motives. 

““As soon as you have learned the 
human motives, and the kind of sales 
talk that impels action, you have 
learned the fundamental secrets of 
selling. 


Clear Vision Necessary 


_ “The trouble with most salesmen is 
that they go about selling blindly. 
They think a knowledge of merchandise 
is about all they need. Yet a number of 
men who have been with concerns all 
their lives are failures at selling, simply 
because they do not know the basic, 
underlying reasons that produce the 
sales reaction in the customer’s mind. 

“For example, there are certain ways 
to get an audience, certain ways to 
open a sales talk in order to get a man’s 
undivided interest, certain ways to 
make a man eager to know just what 
your story is, without seeming to force 
yourself upon him, certain ways to act 
to get a man to act at once, instead of 
putting you off, certain ways of know- 
ing when to stop talking, and certain 
definite principles of overcoming every 
possible objection that may arise in the 
process of making a sale. 


Know Human Nature 


“The best salesmen are those who 
are the keenest judges of human nature 
and who have a scent like a fox on 
observation of existing conditions as 
they progress with their customer to 
close the sale. 
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““Many salesmen, after years of ex- 
perience, learn some of these principles, 
by instinct. Some salesmen go along 
for years and’ never learn these prin- 
ciples. 

“The most successful salesmen in the 
country, however, observe these prin- 
ciples whether they realize it or not.” 


A JOHANSEN HUSTLER 


jJ. A. L. Ghio Covers Georgia, 
Florida and Alabama 


J. A. L. Ghio, with a six years’ record 
of successful traveling, is now getting 
acquainted with Johansen Bros. Shoe 
Company’s customers in the Southeast. 
Mr. Ghio only recently joined the 
Johansen staff and is now covering 


J. A. L. GHJO 
With Johansen Bros. Shoe Co. 


Georgia, Florida and Alabama witb 
their line, which, he says, it pleases bim 
“mighty well’ to carry. 

Mr. Ghio knew shoes before the war, 
and after a period in service got back 
into the game just as quickly as he 
could select the line he wished, finally 
making his choice after looking over 
many lines exhibited at the 1920 
N.S. R. A. convention at Boston. 

Mr. Ghio is St. Louis born and 
bred and comes from one of the oldest 
families in the city. But there is 
nothing old about him—he’s young 
and full of the right kind of “pep.” 

He traveled the South in his previous 
connections. He ‘ikes the peofle down 
there and Jobansen Bros. Shoe Company 
know that the retail shoe merchants of 
Georgia, Alabama and Florida will like 
him. 

Late reports received from Mr. Ghio 
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are that business in his territory is 
getting better and that buyers will soon 
need goods, as old stock is pretty well 
sold up. He looks for good buying in 
April—a larger volume than last year— 
although he enjoyed a very good busi- 
ness in 1920. 


FOWKES A STYLE MAN 


From Retail Shoe Store to Boyd- 
Welsh Organization 


Elmer F. Fowkes, who has been con- 
nected with O’Connor & Goldberg, 205 
State Street, Chicago, Ill., for the past 
15 years, and for the past 10 to 12 years 
in the capacity of General Manager of 
the women’s store at the State Street 
address, has recently become connected 
with Boyd-Welsh Shoe Company and 
will not only visit the cities of Louisville, 
Ky., Atlanta, Ga., New Orleans, La., 
Dallas and San Antonio, Tex., Kansas 
City, Mo., and Omaha, Nebr., but will 
work with the Boyd-Welch organiza- 
tion in the style department, corre- 
spondence to the. trade, etc., in con- 
nection with John C. Boyd, President 
and Factory Manager, and Jack T. 
Welsh, Vice-President and Sales Mana- 
ger. 

Mr. Fowkes embarked in the retail 
shoe business about 18 years ago when a 
mere boy in knee pants, and has de- 
voted practically all of his time to style 
footwear in connection with his manage- 
ment of the State Street store. 

Mr. Fowkes’ friends predict for him 
a big success with Boyd-Welsh Shoe 
Company, who are manufacturers of 
style footwear exclusively. 


BUFFALO BANQUET PLANS 


Talked Over at February 19th Meet- 
ing of Travelers 


Plans for the joint banquet which the 
Buffalo Association of Traveling Shoe 
Salesmen and the Buffalo Retail Shoe 
Dealers’ Association will hold Easter 
Monday evening, at the Ellicott club, 
formed the principal topic of discussion 
at the regular meeting of the travelers 
at the Hotel Iroquois February 19. 

It is planned to make this banquet 
a record-breaking affair, both for attend- 
ance and a good time. Dancing will 
follow the banquet. The affair will be 
informal. Tickets are selling for $5.00 
apiece. 

Three new members for the associa- 
tion were announced at the meeting. 
They are Mark Emmett of the Merriam 
Shoe Company, Lee Bingall of the 
Excelsior Shoe Company, and John J. 
Wittman of the Helming-McKenzie 
Company. : 
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‘UNCLE GUS”? BRONSON 


Sells Shoes for H. F.C. Dovenmuehle 
& Son »* 


“Uncle Gus” Bronsop, the popular 
Wisconsin representative of H. F. C. 
Dovenmuehle & Son, is the subject of 
an interesting article published by the 
Press-Gazette, the leading daily news- 
paper of Green Bay, Wis., the fourth 
city in Wisconsin. The article says, in 
part: ; 

“Nearly half a century on the road 
and still going strong, in his seventy- 
ninth year more alert and capable 
than many a man half his age. 

“That’s the remarkable record of 
‘Uncle Gus’ Bronson, Waupaca, most 
popular shoe salesman in Wisconsin, 
who visited Green Bay recently on his 
forty-fifth annual tour. 

“Coming to Green Bay ever since a 
few years after the Civil War at a 
time when this city was a mere village 
and George DeLair a bell hop at the 
Beaumont, he has had an unusual 
opportunity to watch the growth of 
Green Bay. 

“And here is what he says today 
based on experience, not mere en- 
thusiastic boosting: 

‘“*The time is coming when this will 
be the leading city in Wisconsin. I 
predict that and I know. With all of 
its natural advantages and situated as 
it is, surrounded by such remarkable 
outlying districts, this cannot fail but 
come to pass.’ 


Green Bay’s Growth 

“After digressing slightly on reminis- 
cences concerning old times, ‘Uncle 
Gus,’ who is a sturdy Norwegian with 
snow-white hair, contrasted by dark 
eyebrows and eyes of startling shrewd- 
ness and intensity, continued: 

“*No city I have been making has 
changed as much for the better as 
has Green Bay. It has come to the 
front with unusual rapidity just during 
the last few years. 

“*And of all the places where I go 
I like the Green Bay people the best. 
They are so courteous in the shops 
and on the streets. They seem to co- 
operate and I can’t explain, but I like 
them a Jot anyway.’ 


A Prize Winner 

“ ‘Uncle Gus,’ as he delights in be- 
ing called by friends, has more than 
proved his ability as a good seller, 
having been awarded the prize for 
salesmanship given by H. F. C. Doven- 
muehle & Son for twelve consecutive 
Last year he received $1,543.87 


years. 
in prizes alone. 

“Born in Norway, he came to this 
country at the age of six months and 
almost immediately began to live a 
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career of varied occupations, including 
everything from a waiter on a steam- 
boat. to a cook in the woods, soldier: in 
the Civil War, dramatist, and finally 
shoe salesman. As a youth he worked 
on a steamer owned by Morgan L. 
Martin, father of Miss Deborah Martin, 
librarian at the Kellogg library of Green 
Bay. 





Patience and Co-operation 


“Patience and co-operation were 
strongly advised by ‘Uncle Gus’ 
in handling the present business 
situation. 

** ‘Water is bound toseek its Jevel,’ 
he stated, ‘and everybody must 
practice patience to the limit. 
We must all put our shoulders to 
the wheel and co-operate, but 
not be in too much of a hurry 
for business conditions to seek 
the normal. There is bound to 
be an unsettled period of readjust- 
ment just like there was after 
the Civil War, but it will all come 
out right in the end.’ 











““*Uncle Gus’ is the possessor of. a 
remarkable collection of curios. He 
owns the original pistol used by Henry 
Clay in his duel with John Randolph, 
fought in 1826, a Diocletian coin 1600 
years old, a newspaper printed in 
Boston in 1770, six years before the 


Revolutionary War, a silk flag pre-. 


sented him by Dr. Briggs, a survivor 
of the Maine, and a chattel bill of sale 
from a southern planter showing the 
disposal! of Negroes at auction.” 








ONE PER CENT SALES TAX 


Urged by National Council of 
Traveling Salesmen’s Associations 


The National Council of Traveling 
Salesmen’s Associations are urging 
national canvass in favor of the one 
per cent revenue on sales. 

The campaign was decided upon 
recently at a meeting at the Hotel 
Breslin, New York, of representatives 
of the National Council of Traveling 
Salesmen’s Associations. It is reported 
that every traveling man leaving New 
York from now on will carry informa- 
tion and literature showing the advan- 
tages of the ‘simplicity tax,’’ as the 
proposed revenue measure is called, over 
the present method. The “simplicity 
tax,” they will explain, is a one per 
cent tax, based on sales or turnover 
which will eliminate all of the intrica- 
cies and expenses attached to the 
present system. . 

According to Arthur J. Lewy, chair- 
man of the Ways and Means Committee 
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of the organization, the “simplicity 
tax” will give the Government between 
three and a half and four billion dollars 
a year, and will eventually eliminate 
the necessity for other forms of revenue. 
The traveling men are prepared to offer 
arguments in favor of their new line 
and officials sponsoring the movement 
are hoping that the public sentiment 
aroused and formulated through this 
civilian army will bear strongly on the 
action of the members of the incoming 
Congress the immediate objective of 


~ the drive. 


AULT-WILLIAMSON SALESMEN 


A List of Hustlers and Territories 
Covered 

C. W. Emrich, Missouri and Kansas; 
Gordon McDaniel, Alabama, Florida, 
Georgia and Tennessee; Fred Snyder, 
Minnesota, Nebraska, North and South 
Dakota; O. L. Rappleye, Illinois and 
Iowa; A. J. Eastham, Oklahoma and 
Texas; G. A. Campbell, Ohio and West 
Virginia; P. R. Howard, Michigan and 
Wisconsin; J. T. Carroll, Delaware, 
Maryland, Virginia, North and South 
Carolina, District of Columbia; E. F. 
Smith, Mississippi, Louisiana and 
Arkansas; E. E. Davis, Pennsylvania; 
A. J. Minshall, Maine, New Hampshire, 
Vermont, Massachusetts, Connecticut 
and Rhode Island; W. C. Olds, New 
York and New Jersey; W. S. Johns 
Shoe Company, Los Angeles, Cal., 
California, Colorado, Utah, Montana, 
Nevada, Oregon, Washington, Wyo- 
ming, and Idaho; J. M. Voorhees, 
Indiana and Kentucky; H. N. Greene, 
Arizona and New Mexico. 


Wittman on Road 


John Wittman, who has been with 
C. B. Marsh, retail shoe merchants, of 
Buffalo, N. Y., is making plans to go 
on the road this Spring, traveling for 
the Helming-McKenzie Company. 


Hollie Bowles on Trip 


Hollie M. Bowles, salesman for the 
A. J. Bates Company’s line of shoes, 
left Charleston, W. Va., recently to 
visit his trade in Logan county, W. Va. 


Besser in Raleigh 


W. B. Besser, of the Payne Shoe Com- 
pany of Charleston, W. Va., has been 
calling on the trade in Raleigh, Fayette 
and Wyoming Counties, West Virginia. 


Logan in Logan 


W. P. Logan, who covers Logan 
county, West Virginia, for the Payne 
Shoe Company of Charleston, W. Va., 
is in that territory on a two weeks’ trip. 


So 
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ROVILLA 


HE CASTLE KID CO.,, manufac- 

turers of NOVILLA wish to advise the 
trade that they are only using VEAL CALF 
SKINS in manufacturing NOVILLA. 


NOVILLA was originated as a. post war leather 
and was formerly made in two lines, KIP and LIGHT | 
HIDES. 

NOVILLA has been developed into a HIGH 
GRADE LEATHER nd, therefore, is now only 
made from VEAL CALF SKINS. 

NOVILLA has the advantages of KID in appeat- 
ance, comfort and pliability, but it has the strength and 
wearing qualities of CALF. 

On the opposite page, you will find the names of 
many well-known manufacturers using NOVILLA 


in making their shoes. The list is growing daily, owing 
to the complete satisfaction derived from NOVILLA 


by manufacturers, retailers and wearers. 
Write us to-day for information regarding shoes 
made of NOVILLA, and how they yield liberal profits 


to all concerned. 
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Aiden, Walker & Wilde, Inc. 
Battreall Shoe Company 
Bradley & Metcalf Co. 

T. D. Barry Company 

B:own Shoe Company 

Burt & Packard Company 
Copeland & Ryder Company 
Condon Bros. & Co. 
Crossett, Lewis A., Inc. 
Emerson Shoe Company 


MEN’S WELTS 


Field & Flint Company 
Hamilton Brown Shoe Company 
Helmers, Dunlap, & Company 
Herold Bertsch Shoe Company 
International Shoe Company 
Lund Mauldin Company 
Marion Shoe Company 

John Meier Shoe Co. 

Noyes, Norman Shoe Co. 
Nunn, Bush & Weldon Shoe Co. 


Some of the Shoe Manufacturers Who Use 


ROVILLA 


Ogden Shoe Company 

Rice & Hutchins, Inc. 

J. P. Smith Shoe Company 
Stetson Shoe Co. 
Stonefield-Evans Shoe Company 
Weber Bros. Shoe Company 
Whitman & Keith Company 

E. T. Wright & Company 
Williams-Kneeland Company 


WOMEN’S WELTS, McKAYS AND TURNS 


Brauer Brothers Shoe Company 
Brown Shoe Company 

Buek & Company 

W. B. Coon & Company 

F. C. Church Shoe Company 
Irving Drew Company 

Val. Duttenhofer Sons Company 
Fritz Richards Company 

C. P. Ford & Company 


Brauer, Brothers Shoe Company 
Buek & Company 

Cleveland Shoe Mfgr. Company 
J. Edwards & Company, Inc, 
Hammonton Shoe Company 


C. S. Gibbon Company 
Hamilton Brown Shoe Company 
International Shoe Company 
Johansen Brothers 

Julian and Kokenge Co. 

A. S. Kreider Company 

Kropp Shoe Company 

H. W. Merriam Shoe Company 
P. W. Minor & Sons 

Rice & Hutchins, Inc. 


MISSES AND CHILDREN 


Hoerr Adams Shoe Company 
A.S. Kreider Co. (Annville, Pa.) 
A.S. Kreider Co. (Lebanon, Pa.) 
H. W. Merriam Shoe Company 
New Oxford Shoe Mfgr. Co. 





Rich Shoe Company 

Riley Shoe Mfgr. Company 
Selby Shoe Company 

Sherwood Shoe Co. 

G. Edwin Smith Shoe Company 
Stetson Shoe Co. 

Union Shoe Mfgr. Company 
Whitman & Keith Company 
Sam. B. Wolf Shoe Company 


Rice & Hutchins, Curtis Factory 
Riley Shoe Mfgr. Company 
Richard White & Company 
Rohrer & Company 

Thomas & Company 


CASTLE KID CO. INC. 





Originators and Makers 
CAMDEN.N.J. 
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Changes in Business 


Current Events in Failures, Suspensions and Ac- 
tivitiés in the Shoe and Leather Trade 


Failures 


Boston—Benj. N. Moore & Sons Co., tannery at 
Peabody, Mass., tanners, reported creditors’ 
committee sent out a notice that the original 
plan for settlement has been modified, and a 
new plan suggested, providing for the giving 
of six months’ notes with interest at 6 per 
cent to all creditors whose claims are under 
$200. The trustees in control are Leonard B. 
Lame: John M. Eaton and William O. 

M. Block & Co., wholesale shoes, reported 
petitioned into bankruptc y. 

East Boston Shoe Co., shoe manufacturers, 

ted petitioned into bankruptcy. Report- 
| liabilities are in vicinity. of 
k Harris, leather and inlings reported 
yy to compromise at 20 per cent. Lia- 
bilities, ee: assets, $623. 

H. & J. Shoe Co., shoe manufacturers, re- 
ported John H. Beebe appointed receiver. At 
a_ creditors’ meeting assets were given at 
$442,000 and liabilities of $423,300. Follow- 
ing the tabulation of the figures which brought 
about the ve stated amounts, they recent! 
experien a $24,000 loss by failure, whic 
would practically wipe out what —_ + ey 
did have. Sales last year were reported 
have been $1,650,000, of which they had $345. - 
000 rejected goods, which had to be sold for 
$115,000, thus representing a net loss of 
$230,000. 

Timothy F. —yy Inc., shoes, Harry T. 
Talty and Robert A. B. Cook appointed re- 
ceivers. 

New Bedford, Mass.—Max Richmond, shoes, etc., 
reported involuntary petition in bankruptcy 
filed egainst him. 

Cambridge, Mass.—Charles Knoff, shoes, ted 
first meeting in —¥~ aed was scheduled for 
yesterday, Fe’ “> 

Chelsea, Mass.—Soke ros. & Co. (49A Everett 
Avenue), shoes, reported Harry T. Talty ap- 
pointed receiver. 

Stoneham, Mass.—Healey-Phelan Shoe Co., shoe 
manufacturers, reported meeting of creditors 
called for yesterday, February 25. 

Haverhill, Mass.—Cooper-Liberty-Thompson Co., 
also at Marlboro, Mass., manufacturers wo- 
men’s shoes, re ae following the involun- 
tary petition in bankruptcy filed against them 
on January 19, 1921, Court appointed three 
receivers: Hollis R. Bailey, Edward Hale and 
Fred J. Thompson. 

bea me Mass.—J. Amutis, shoes and repairing, 
reported filed a voluntary petition in bank- 
reneey.! listing liabilities of $9,049, and assets 
of $7,12 

Norwich, a. —David Goldblatt, shoes, etc., re- 

petitioned into bankruptcy. 

Stonington, Conn.—Thomas F. Bryce, Bryce’s 
Shoe Store, shoes, reported filed a voluntary 
bankruptcy oa with liabilities of $4,500 
and assets $3,000 

Wilmington, Del. —The Lynch Perry Corporation, 
shoes, reported a meeting of creditors was 
called for February 21, last. 

Svangeet. bh ay S. B. Dry Gaods Co., shoes, 

first meeting in*bankruptcy was 
po ats: led for February 23, last. 

Waynabuort Ga.—Ellison’s Dry Goods Store, Inc., 
shoes, etc., reported offering creditors 40 per 
cent in settlement of claims against them. 

Savannah, Ga.—J. Varnedoe Co., shoes, report- 

in financial difficulties and is offering 
creditors 15 per cent cash settlement. Inven- 
of the stock on hand shows total value 
will not exceed $2,450. Other assets consist 
of outstanding accounts, making total assets 


$3,854. 
Macon, Ga.—H. Bennett & Son, shoes, etc., re- 
ported H. Bennett, who is practically the 
a voluntary 
petition in bankruptcy, oe liabilities 


owner of this business, has filed 


of $8,423 and assets of $11, The principal 
item in liabilities is ui Ee chadens of $8,263, 
and the ony assets consist of stock esti- 
gg 5 tne pone involunter 
lion, shoes, etc., re} involuntary 
petition in bankruptcy fil 
Eastman, Ga.—B —— ¢ shoes, etc., reported 
filed a voluntary in bankruptcy, list - 
ing liabilities of elas 
, Ga.—Harry L. ll why j 
filed a voluntary ition in ba itcy, with 
liabilities of $8,941 and assets of $1, 
Chicago, Ill.—Sam Endis (3718 Wallace Street), 
50 cents = the 
the 


dollar, payable 33 1-3 per cent cash and 


balance of 16 2-3 per cent S notes, within a 
period of to four mo 
aac oo & Co., dem, etc. Made an 
to Oscar 5. ver, as trustee. 
a a ALI Reynolds & Co., shoes, called 
meeting of creditors. 
Muscatine, Ia. To J. Lilly, shoes, etc., reported 


petitioned into 

Milford, Ila.—Peter L. yers (Myers Shops), 
shoes, etc., ae a meeting of creditors was 
scheduled for February 23, last. Liabilities are 
estimated at $21,000 and assets at $31,000. 

Marathon, ee ee Cushman, shoes, 
etc., report as a vo | petition in 
bankruptcy. He values his stock at $6,761 
and lists $10,320 worth of unsecured claims, 
but gives no total value of his assets and 
liabilities. 

Pekin, I1l—F. W. Stoltz, shoes, etc., reported in 
financial difficulties, his indebtedness being as 
follows: Merchandise accounts, $8,130.25; 
due American National Bank, $7,700; ured 
by collateral, $5,500; unsecured, $2,200; due 
his father-in-law, $8, 000; total, $18,330.25. 
To avoid bankruptcy Stoltz’s father-in-law 
has offered to pay creditors 50 per cent in set- 
tlement of claims. 

Chicago, Ill—Sam Endlis, shoes, etc., re 
petitioned into bankruptcy. Liabilities are 

said to amount to $2,095.76, with no assets. 

Earl, Ark.— Max one (Guarantee Shoe Store), 
shoes, etc., reported filed a voluntary petition 
in bankrup 


pic 
_ Carthage, Me. arthage Shoe Mfg. Co., Inc., 


shoe manufacturers, reported have of late 
been in conference with some of the creditors, 
and are requesting that a four months’ exten- 
sion be granted. They have about $70,000 
direct open liabilities, and quick assets of about 
$54,000 to pay with. Besides these, they have 
the factory property worth about $56,000, 
against which there are said to be notes pay- 
able of $19,000. The assets comprise rising 
$3,000 cash, and a little over $17,000 receiv- 
ables, and $33,000 merchandise; the liabilities 
of $70,000 are divided into $27,000 notes pay- 
able for borrowed money and $43,000 open 
accounts. 

Isabel, Kan.—Consumers’ Co-operative Associa- 
tion, shoes, ete., reported petitioned into 
bankruptcy. 

Detroit, Mich.—Morris Rotman, shoes, reported 

iled a voumey petition in beekaueser,. 3 list- 
ing assets of $3,941 and liabilities of $7,406. 
Exemptions of $275 are claimed. 

Louis Levy, shoes, reported first meeting in 
bankruptcy was called for February 23, last. 

Sam Gurian, shoes, etc., reported petitioned 
into bankruptcy. 

Bela Kantor, shoes, etc., reported peti- 
tioned into bankruptcy. 

Henry Zussman, shoes, etc., reported in 
financial difficulties and is offering to com- 
promise at 50 per cent net, payable 30 
per cent in cash and the other 20 per cent in 
the shape of Promissory Notes running to a 
Trustee for the benefit, of all his itors, 
payable and to be divided as follows: 5 per 
cent in three months; 5 per cent in four 
months and 10 per cent in seven months, 
Has inventoried his stock and fixtures, on 
basis of old costs, and find that he has about 
$19,900 on hand, and on replacement value 
and figuring off depreciation, would probably 
be around d. $12,000 000 or $13,000. His indebted- 
ness totals $15,679.33. 

Max Goldstrom, shoes, reported appears to 
be unable to meet his obligations promptly as 
they come due and is asking an extension of 
time from his creditors. e claims to have 
stock that invoiced from $5,000 to $6,000 and 
that his merchandise liabilities are a xi- 
mately $3,500, much of which is past 

New Orleans, La.—Robert Fendig, shoes, pected 


em. . 

Portland, Me.—Middle Street Department Store 
(Rutstein & a Xa etc., reported peti- 
tioned into 

Lake Providence, La. "Corey Gross, shoes, et 
reported in financial difficulties and is offering 
creditors 25 cents on the dollar, in full =~ sd 
ment of claims. His liabilities are stated to 
be about $17,272.94, and his assets about 
$14,599.20. 

Greenshaw, Miss.—Louis Price, shoes, 
involuntary ition in bankruptcy filed. 
Jackson, Miss.— Dry Goods Co., shoes, 

titioned ae geo Eg itcy. 
i Clothi Shoe 
etc., offering to 
cent, 10 per cent in cash 
paid in weekly sums until 
the other 25 per ber, is paid. The stock has 


Feb. 26, 1921 


been cnpanieet at hen 400, with the addition of 
—— ms od boats worth about $600. Liabilities 

to be about $7,000. 

Flint, V Make Kroll & — shoes, reported offer- 
in promise at 20 per cent. 

Clarkslgle. Mi Miss.—Friedman-Schultz Shoe Com- 
pany, W' holesale shoes, reported at a recent 

meeting of creditors held in Boston, the com- 
pany asked for an extension of time. A cre«|i- 
tors’ committee have been pac to per- 
fect arrangements wherein all creditors are io 
receive 10. cent month on their ac- 
counts until such times as payments are made 
in full. 

Kansas City, Say = —Abram Prussack, shoes, et«. 

nkruptc: piey, and has filed sched- 
ules listing liabilities of $5,805, in merchandise 
and o' tions, unsecured ; assets of 
$2,124, receiver’s inventory in stock at his 
store. ixtures $205; equity of $2,000 in 
$4,000 home. He claims homestead, and asks 
$275 cash as head of a family. 

Brook Park, Minn.—Brook Park Co-operative Mer- 
cantile Co., shoes, etc . reported is asking for an 
extension. The liabilities are said to be $29,000, 
and the assets are estimated at $65,000. It is 
alleged that the company agrees, under ihe 
extension, to pay 15 per cent on or. before 
May 5; 25 per cent on or before pune. > ane 
60 per cent on or before December 1, 1 

Catskill, N. Y.—Richman’s Specialty Shop, a es, 
etc., re muel and Anna Richman, 
—e under the above style, have filed a \ ol- 

ntary petition in bankruptcy, scheduling |ia- 
bilities of $22,833 and assets of $5,100. 

Brooklyn, N. Y. Plan Melchior, shoes and re- 
co woe filed a voluntary petition in 

nkruptcy, scheduling liabilities of $4,365 
and assets 45. 

T. R. Emerson Shoe Co., Inc., shoe manu- 
facturers, reported the assets of the company 
were dis) of partly at a receivers’ sale this 
week. e Auburn branch was purchased by 
Dunn & McCarthy for a consideration of 
$40,750. 

New York City—Abraham Bendelstein, shoes, re- 

ported at a meeting of creditors offered a set tle- 
py of 55 per cent cash. Reported owes 
$4,200 and has a stock of about the same 
amount. 

Albert Brainin (2848 Broadway), shoes, re- 
ported yee bed of creditors called. Reported 
offering to co mise at 40 per cent. 

Albert S. “Heller (21 (2135 2d Avenue), shoes, 

reported receiver appointed. Heller also oper- 
pay a clothing store in Porto Rico. Reported 
Tae of about $55,000 against assets 
o 

Nathan Kaplan (158 E. 114th Street), 
leather and findings, reported assigned to 

rnard F. Nathan. 

M. H. Smith Co., oom eS H. Smith, prop., 
wholesale shoes, reported that this concern 
owes in the adibened, of $90,000 and that 
they are endeavoring to compromise with 
their creditors on a basis of 60 per cent, 40 per 
cent in cash and the balance in notes. It is 
further reported that Charles H. Anthony of 
Lee Bros. Co., Athol, Mass., is acting as trus- 
tee for the benefit of creditors. 

Leo Gordon Shoe Co., wholesale shoes, re- 
ported called meeting of creditors for Feb- 
ruary 24, last (St. Louis and other branches). 

South River, N. J.—Jacob Rubin, shoes, reported 
the offer of settlement here has m raised 
from 60 per cent in cash to 60 per cent in cash 
and 10 per cent in secured notes due in three 
months, which offer has been accepted by the 
majority of creditors. 

New Bern, N. C.—M. Suskin, shoes, etc., reported 
is asking an extension of ten months. He 
claims that his stock inventories a very 
great deal more than his liabilities, but that 
the stock must be worked off gradually i in or- 
der to make it bring anything like inventories, 
and in order to make it pay creditors dollar for 
dollar, which he proposes doing and can do— 
he must have an extension of time on his bills. 

The Fashion Shop (W. H. Sultan), shoes, 
etc., reported petitioned intd bankruptcy. 

Solomon & David , shoes, etc., rted 
made an assignment to Capt. D. P. Henry, 

a compromise settlement with 
their creditors on a basis of 15 per cent. 

Zebulon, N. C.—A. D. Anton, shoes, etc., reported 
petitioned into itey 

age’ N. J.—Isadore Censenen. shoes, etc., re- 
ported in financial difficulty having sold his 

e — f.. & 000 and having liabilities of 


d $4.5 
Wharton, ON. J. * Silvio Prandate, shoes and repair- 
‘filed a voluntary petition in 
Denke tcy, listing liabilities of $9,474, of 
which ee age ag and $7,874 
set forth as 
— z to $4,406 16 of which $3,500 is stock; 
$150 wd and open accounts $346. 
a City to he Braunstein, shoes, re- 
ro Be eee tas the princi 
ities » e princ i- 
pin. p> Lo claims of $8,310, 
pooper with stock of $4,500 as 
the main item. 
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FOR SALE 


WANTED TO PURCHASE 


WANTED TO PURCHASE 





QHOE Manufacturing Plant making children’s 
~ turned shoes in thrifty manufacturing town 20 
miles from Philadelphia. Business $150,000 to 
$200,000 yearly. Old established. Price, $15,000 
for properties; $10,000 for machinery and equip- 
ment, modern, stock at market value. Retiring. 
Address Lowenstein, 1001 Chestnut St., Phila- 
delphia, Pa. 








MISCELLANEOUS 











Shoe Manufacturers 
and Jobbers, Attention! 


The Herzfeld-Phillipson Co., Milwaukee, Wis., 
is about to open a bargain basement shoe 
department, and is in the market for special 
lots of: 

Infants’ Shoes 

Children’s Shoes 

Misses’ and Boys’ Shoes 

Youths’ Shoes 

Mens’ and Women’s Shoes 
If you have anything to offer send samples 
and your best price for cash. Offers will have 
immediate attention. Address correspondence 
and samples to Basement Merchandise 
Department. 
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We Buy for Cash 


Manufacturers’, Jobbers’ and 
Retailers’ Surplus Stocks, Jobs, 
lose-outs. . 


NO QUANTITY. TOO LARGE 
We also purchase entire stocks 
from retailers or facturers. 
Send us particulars of what you 
have for sale. 


Short Term Leases Taken. 
We pay Highest Cash Value. 


VAN PRAAG & CO. 
Shoe Dept., Martin Posner, Manager 
459 Broadway, New York, N. Y. 


Telephone Canal 9597—9598 
TOTO 
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Do You Want a Manager 
for Your Export Trade? 


I have had wide experience in developing 
export business for one of the leading 
shoe facturing hou in the U.S. A. 
My personal contact with big foreign 
buyers, as well as my knowledge of export 
affairs generally, should make my services 
of real value to any progressive firm desir- 
ing to open up foreign markets. 

I am in position to influence agencies from 
Europe and the United States for shoes, 
leather and allied materials. Special 
references given and required. Address 
C451, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 








DO YOU CONTEMPLATE 


Retiring or going out of business? 
I will ic <aten Ser pene enti <t-eiapiee 


Leases having a short term to run taken over. 
Established years. 


I. OLENICK 


413 Broadway, New York. Tel. 9531 Canal 











MISCELLANEOUS 




















WANTED TO PURCHASE 








CASH PAID 


for shoe stores or surplus stocks of shoes or 
tor oo a handise. Leases taken over. 

6 send a representative to mvestigate 
and make offer upon request. 


Kalter Cerf. Mercantile Co., Inc. 
591 Broadway New York City 
Phone Spring 5160-5161-5162 








We buy quick and. pay highest cash price 
fer setalbane witcenate eked of shoes or any 


y- 


BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, 
610 Broadway, 


Metal Shoe Fitting Stools 


and Floor 
Mirrors 


No. 141 


wri fr THE CHICAGO 
na’ Pres WIRE CHAIR CO. 


621 N. LA SALLE STREET 
CHICAGO, ILL. 











Phone, Stagg 1757 








Highest Cash Prices Paid 
for entire shoe stocks. We aleo buy your sur- 
plus or slow sellers. Quantities no object. 
etail or ae oP Short term leases taken off 
your hands. Correspondence 
GLAUBERG & CO. 
Church St., New York, N. Y. 
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EDITORIALLY 
The 
Boot and Shoe Recorder 


is the most alert, aggressive and 
progressive journal in the world 
published for the shoe merchant. 








The NEW YORK EXPORT 
PURCHASING CORPORATION 
515-517 Broadway, New York City, N. Y. 


WILL [stow Setters FOR 
BUY jmem@scf CASH 








MISCELLANEOUS 








SHOE STORE jf 
CHAIRS 
SETTEES 
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WINDOW DISPLAY FIXTURES 


The OSCAR ONKEN Co. 
1154 4th St., CINCINNATI, OHIO 


MYERS 712" 
“3S TORE LADDERS 


Insure perfect shelf service for 
A any line of poate wan 
tread steps, properly wi 
convenient full length handholds 
on both sides of ladder permit 
mounting or descending with ease. 
Both hands free to remove or re- 
lace stock without of 
falling. © Cushtoried Tired Trolley 
end Frock Wheels eliminate noise 
and prevent vibration. Erection 
as simple as A, B, C. Utilize 
small space. Make top shelves 
safely available for stock purposes. One 
style—neat of design—nicely finished— 














ini tosh 4 cea 
poe on - ‘ i ‘ wae eT ee ea a ee 
at Oe EEE AAR ES re es eee aa a Soe. = “ 


ee wes 
eR og women 











Bicycle 
STEP 
LADDERS 


are made 
in many 
styles and 
to fit all 





OMP. 


unis yibais 


i aa is PBR LT ae ap nah ing see 
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page per issue: 


$4.00 

8.00 
12.00 
16.00 


tee $5.00 
a 
aay 15.00 





l time 7 times 13 times 26 times 52 times 
$3.50 
7.00 
10.50 
14.00 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


“Recorder” rates for space less than one-eighth 


$2.50 of this 
6.00 5.00 
9.00 7.50 
12.00 10.00 — 


$3.00 





+ tg WANTED—Four cents word for each 
Minimum amount accepted, Ave 


insertion. 
ive cents. For other “Want” 
for each insertion. Minimum 

















SALESMEN WANTED 


SALESMEN WANTED 






SALESMEN WANTED 





GALESMEN wanted to sell moccasins on com- 
mission. Address C450, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


W ANT ED—Shoe salesman for the State of 
Illinois, men’s medium and high-grade dress 
welts. Want man who has extensive acquaintance 
with shoe trade in this State and who can show 
successful record. Good opportunity for right man. 
Address C452, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


TANTE Shoe salesman for each of the 

following territories: (1) Arkansas and Missis- 
sippi, (2) North and South Carolina, (3) Virginia, 
West Virginia, Maryland and Delaware. Men’s 
medium and high-grade dress welts. Want man 
for each territory who has extensive arabes e 
with the shoe trade in said territory and who can 
show successful record. Good opportunity for right 
man. Address C453, care Boot and Shoe Recorder . 
207 South St., Boston, Mass. 


GALESM EN WANTED—To sell our line of satin 
and canvas novelties in the very latest patterns. 
We are looking for high-grade men, must have 
established business, good opportunity for the right 
man. ‘Tell us the whole story in the first letter. 
Address C454, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 
GALESMEN—On commission. For side line, 
misses’ and children’s shoes and slippers; also 
line Felt Juliets and slippers. For or eel 
New Jersey, Delaware, Maryland. Address C457, 
Boot and Shoe Recorder, 207 South St., Boston, 
ass. 
ESIDENT SALESMAN—AII territories open, 
to carry a full line of children’s stitchdown 
shoes, sandals and play oxfords, overgaiters, soft 
sole felt slippers and Jersey drawer leggings. Com- 
mission basis. Give full particulars and references 
in letter. Address C458, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


SALESMAN WANTED—For western Pennsyl- 
vania and eastern Ohio by large wholesale 
house selling McElwain, Endicott and other strong 
lines. Sal with established pre- 
ferred. A splendid proposition for a wide-awake 
man. All correspondence confidential. Address 
The Hurd & Fitzgerald Shoe Co., Utica, N. Y. 


ws NTED— SHOE SALESMEN WITH PEP— 
For Michigan and Wisconsin with established 
trade, to handle our specialty line of women’s 
welts and McKays. Have trade established for 
salesman who can increase it. Give full particu- 
lars and experience in first letter. Address Cahill 
Shoe Company, Cincinnati, Ohio. 

~ ALESMEN WANTED—We have good territory 

open in the New England, Middle and Southern 
States for an experien salesman to sell a well- 
known line of infants’ shoes and moccasins, as a 
side line on a commission basis. We make only 
the better grades and have an established trade of 
17 years, catering to leading department and shoe 
store retail trade throughout the country. Answer 
stating experience and references, giving general 
idea of trade called on. Address Hyman Brothers, 
84 North St., Rochester, N. Y 


ANTED—Salesman for the State of Missouri 

(excepting Kansas City) to sell our line of 
growing girls’, misses’, children’s and _ infants’ 
shoes on commission. 'Can be sold with other 
non-conflicting lines. Experienced salesman pre- 
ferred. Reply with reference to H. S. Albright & 
Co., Inc., Orwigsburg, Pa 


7ANTED—Salesman for the States of Indiana 
and Michigan to sell our line of misses’, 
children’s and infants’ turn shoes on commission. 
an be sold wi other non-conflicting lines. 
Experienced salesman ferred. Reply with 
reference to The Rehr Shoe Company, Orwigs- 
burg, Pa 
ANTED—Side-line salesmen to handle manu- 
facturer’s output of child’s felt Cavaliers and 
Juliettes. All territories open. Address C447, care 
ol es Shoe Recorder, 207 South St., Boston, 


















































SAL sESMAN—To handle our line of popular- 
priced boudoirs. The Oriental Boudoir Com- 
pany, Haverhill, Mass. 


WEL. established shoe business fing wholes men’s 

and boys’ nigh grade shoes, selling wi — 
to the retailer and also direct to consumer throu 
canvassers, desires to correspond with experie 
shoe man who is willing to invest $5000. os age 
fe | eqgticant should Love broad napwiads 

th buying and selling. Must be capab! 
I and directing selling force in peldinion 
to doing buying. Replies strictly —— 
Address C441, —; Boot and Shoe Recorder, 2 
South St., Boston, Mass. 








Salesmen Wanted 


WANTED RELIABLE SALESMEN who 
confine their efforts to individual States, 
to sell the Howard line of Boys’ Goodyear 
and American welts as a side line, on 
A standardized 
line of five styles, each in three runs of 
All solid with 


6 per cent commission. 


sizes, ten samples in all. 
leather counters, grain leather insoles, 
rubber 


celoid chrome sole. 


Wingfoot heels and the new 
These soles give 
25 to 50 per cent more wear than the 
finest oak soles. This is the most sturdy 
and stylish line of boys’ shoes on the 
market, at prices that defy competition. 
Give full details regarding territory, lines 
handled, number of months you travel 
R. K. 


and references. L. Co., Grand 


Rapids, Mich. 








Live Salesmen 


Needed 


To sell either exclusively or as a side line 
a glazed kid, one-strap comfort slipper 
whose quality is incomparable for the 
price. Territory open from Maine to 
California. If you are considering a 
change or an addition to your present 
line, write a detailed letter, covering 
experience, vol of b in last or 
present position and any other informa- 
tion bearing on subject. Address C449, 
care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 














SALESMAN WANTED 


Salesman with established trade for New 
York State, from Syracuse West; to sell 
in-stock, branded Brooklyn infants’ turns 
and McKays, sizes 1 to 8, at popular prices. 
Six per cent commission. Can be carried 
as main line or with non-conflicting line. 
Full particulars and references in appli- 
cation. Address K394, care Boot and Sh 

Recorder, 127 Duane St.,.New York City. 








pe eng Wy WANTED Experienced 
salesman fi priced line a oni 
dren's fen shows, siaee 1 to 5 and & 0 8 A stock 
cnet on a straight 7 per t commissio; 
the best line of novelt: ‘shoes 0 ont o of Roches- 
Samples are now ready, "Ad dress Flexib'- 


y, R 








Salesman Wanted 


Experienced shoe salesman, preferably 
one who has been selling women’s shoes 
and who has an established trade, to 
represent us in the States of California, 
Washington, Oregon and Idaho. Have 
established business and maintain stock 
department. Line ready April 1. Give 
full details in first letter as to experience. 
length of time on road, age, references 
and volume of business for past few sea- 


sons. Held confidential. 


THE HOLTERS COMPANY 


Cincinnati 








Case Lot Salesman Wanted 
Tannery to Dealer 


We are buiiding four distinct lines of 
shoes in four separate factories. All shoes 
are made from our own upper and sole 
leather. Men’s dress welts, men’s work 
shoe welts, boys’ and gents’ McKays in 
two grades. Only men with established 
Straight but liberal 
commission. All communications will be 
treated in strict confidence. Address 
C439, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 











Salesmen in all territories to handle 
popular priced line of Infants’ and Chil- 


One day service. 
Commission 6 per cent. Address C398, 
Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 











No matter what policy you may pursue 
in selling to the shoe trade, nevertheles:, 
you need the “BOOT AND SHOE 








RECORDER ” all the time. 
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Annual Subscription in the United States, $5.00. Per copy, 25 cents. Canadian, $6.00. Foreign, $10.00 
No Su‘scription Accepted for Less Than One Year. 
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Cable Address BOOTRECO 














PUBLISHED WEEKLY IN THE inTeArer 
OF THE RETAIL SHOE MERCHANT BY T 


BOOT AND SHOE RECORDER PUB. a. 
(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 
ye OF THE CORPORATION 


HELP WANTED HELP WANTED 








SUPERINTENDENT WANTED 


For our John Foster Branch at Beloit, Wisconsin. We want a married man, between the age 
of thirty and thirty-five, who is capable of handling a factory with an output of one thousand CHARLES G. P HILLIPS, President 
pairs of growing girls’ fine welts a day. He must be strong for quality and up-to-date on styles EVERIT B. TERHUNE, T 

For the right man we have an exceptional proposition. All communications strictly GEORGE aE HILL, 1st 


H. WALTER 
ARTHUR D. ANDERSON, 8 


SWAIN, CARPENTER & NAY, Counsel 
1 Tremont St. 


ARTHUR D. ANDERSON, Editor 
E. C. LOGAN 
OWEN A. THOMAS 
HELEN M. HANEY 
Associate Editors 


and patterns. 
confidential. Address The Juvenile Shoe Corporation, 17th and Locust Sts., St. Louis, Mo. 














ANTED—A No. 1 shoeman to hogy od and 

men’s shoes and take charge of shoe depart- 

SALESMEN WANTED ment. A good future for the right man. State in 
first letter experience, salary ex _ ‘ted, your age, 

single or married. Address M. Blum, Rice Lake, 


WANTED Ws. 


A good live salesman to sell our line of 
men’s rn meee aeiget aes, in foe ie ae 
of Pennsylvania. e have an esta’ 
trade in this State and this is an excellent POSITION WANTED 
opportunity for a high-grade man. ~ 
Straight but liberal commission. Give AMERICAN, age 35, just returned from a six 
reference and full information in first months’ Cuban trip, seeks opening with a 
letter. Address C413, care Boot and Shoe rominent shoe or hide and leather concern, ; 
Pp 
Recorder, 207 South St., Boston, Mass. interested in export trade. Would consider an 
inside position, or visiting local merchants until 
called upon to serve foreign buyers.. Address 
C456, care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 

















PUBLISHERS’ NOTICE 


mee vy ey subscription 
and Shoe Recorder is $5. 
ae which includes postage in 
States, Cuba aang Tolande, ‘Ph 
Islands and The price for Canada 

is $6.00 a year, “including postage. 
~~ SUBSCRIPTION—The price to all 
foreign oe the above is $10.00 

ear, inc postage. 

Ril cchostptions are payable in advance. 




















POSITION WANTED 











TOUNG MAN, 24, desires position with reliable 
shoe manufacturing concern that will enable 
him to qualify for a position as salesman for same 
concern. Has had three months’ retail experience. 
Can furnish Al reference. Address Box 411, 
Loudonville, Ohio. 


BU YER ae MANAGER—Wishes to make a 
chan Eight years general manager for 
chain. ) a 35. Now buying for popular-price 
family shoe department—doing $250,000. Middle 
or far West preferred. Address C455, care Boot 
and Shoe Recorder, 207 South St., 


Do You Want a 
Buying Agent for France? 


I am established in Lyon, France, as a 
buying agent for various lish and 
Australian firms, dealing in all kinds of 
silks, plain and ‘of Free ribbons, laces, etc. 
and any article of French manufacture. 
I have had 15 years’ experience with the 
Milk trade and am well known by all the 
best manufacturers here. I would be also 
pleased to accept the representation of any 
American firm for the sale in France of 
any American goods. For American refer- 
ences apply to E. B. Terhune, care Boot 
and Shoe Recorder. rrespondence 
solicited from ble firms. 

B, Michel, 7 Quai des Brotteaux, Lyon, 
France. 





Boston, Mass. 














POSITION AS SHOE BUYER—Man 35 years 
of age, now employed as shoe buyer, desires to 
communicate with a live concern. Has had 16 
years’ experience handling shoes. Part of this 
time has been actual factory experience. Thor- 
oughly familiar with shoes, shoe materials and 
factory costs, consequently knows shoe values 
Fy ARS Thorough ex ce in the 
detail of igay > shoes in large volume and mer- 
chandising. Address C436, care — and Shoe 
Recorder, 207 South St., Boston, Mass. 











FOR RENT 
FOR RENT 


SHOE STOCK WANTED in department 
store doing million dollar business, 40 
miles from Ch New arr t 
leaves good first floor space for high-grade 
women’s and children’s department. 
Will lease on percentage basis to a 
sponsible party with capital and expe 

ence. Address +k Box No. 473, Elgin, Pai. 


Job Lots of Shoes and Leather 


Are Sold Through the 
Recorder Want Ad Page 


7 CENTS A WORD 























FOR SALE 


FOR SALE 








sh oes and 


electric power. 


a 





Shoe F actory For Sale 


ompheeay ec eae for making men’s, boys’ and youths’ welt and nailed 
dren’s Goodyear stitchdowns. 
40 x 228, tao stories with basement in the rear, facing three streets. Cheap 
Apply Zimmerman-Degen Shoe Co., 


Glass and concrete building, 


eattle, Wash. 








ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates for 
Wants, for Sales, etc., see Want Page. 





OFFICES IN 


BROCKTON OFFICE: 224 Moraine St. Geo. W. 
R. Hill, Manager. Telephone 507. 

CHICAGO OFFICE: fo West Madison St. Tele- 
phone Main 1089. B. C. Bowen, Manager. 

ST. LOUIS OFFICE: 1627 Locust St. B. C. 
Bowen, M 

NEW YORK OFFICE: Room 101, Graham Bldg., 
127 Duane St. H. Walter Scott, Manager. 
Telephone 2425 Canal. 

PHILADELPHIA OFFICE: Suite 1420, Widener 
Building. H. Walter Scott, Manager. 

HAVERHILL OFFICE: Chamber of Commerce 

ooms, Haverhill National Bank Bldg. Geo. 
W. R. Hill, Manager. 
CHINAS OFFICE: 501 First National Bank. 
Idg. B. C. Bowen, Manager. Telephone 
Meg: 655. 

ROCHESTER OFFICE: 609 Powers Bldg. Ros- 
siter L. Seward, Western New York Repre- 
sentative. Telephone Stone 6314. 

LYNN OFFICE: Fred A. Gannon. 

MILWAUKEE OFFICE: B. C. Bowen, Manager 

PARIS OFFICE: 2 Rue des Italiens. L. Hub- 

rd, Manager. 

LONDON OFFICE: John c¢ Cuntion Mesegte, 

ansion House Ch: London, E.C 

AUSTRALIAN OFFICE: 430 Lit. Collins St., 

Melbourne. G. Jervis Manton, Manager. 

CONTINENTAL OFFICE: William Salzman, 
Manager. Wasagasse 2, Vienna, Austria. 

ARGENTINA: Buenos Aires, Rivadavia, 2721 
P. Sabazzini, Gerente. 

BRAZIL: Gerente, John S. Fitch, 88 Rua 
General Camara, 88 Sob. 

CHILE: Santiago, Las Rosas 1123-1127. Otto 
Fuhrimann, te. 

— Mr. H. Gengen Corrales, 2A, Havana, 


SPAIN: Gerente, Leoncio fw esp ema Librero 
Editor, 20 Fuencarral, Madri 

MEXICO: Gesamte, Jose oa Ave. 5 De Mayo 
27, Mexico, D. 

JAPANESE OFFICE: Yokohama, J. F. Wagen, 
Manager. 
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FINDINGS AND SHOE STORE 
SUPPLIES 


Bicycle Step Ladder Co., Chicago 

Chicago Wire Chair Co., Chicago......... 
Coultas Co., D. W.,. Providence, R. I... ... 
Doty & Scrimgeour Sales Co., New York 


Elastic Tip Company, Boston............ 
Fashion Ornament Co., Brooklyn, N. Y.104-105 
L. G. & S. S. Co., Boston 

Martine, M. B., Co., New York City 

Myers, F. E., & Bros., Ashland, Ohio 
Neschert, Frank, New York City 

Onken, Oscar, Co., Cincinnati, Ohio 

Tweedie Boot Top Co., St. Louis, Mo., 2d Cover 
Vanity Novelty Works, The, Brooklyn, N. Y. 104 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 


Armstrong Cork Co., Lancaster, Pa 

Beckwith Mfg. Co., Bostgn 

Brockton Rand Co., Brockton, Mass 

Meyer, J. C., Thread Co., Lowell, Mass. . 

National Shoe Polish Mfg. Co., Inc., 
Philadelphia 

United Fast Color Eyel et Co., Boston .... 


MISCELLANEOUS 
OSE Printing Co., Boston. . 


3 
dD asetien asic. Bureau, Boston... 
First National Bank of Boston 
Glauberg & Co., New York City.......... 
Grover, Nelson H., Boston 
Hooper Printing Co., Boston. . 
Kalter Cerf. Merc: Co., Mas: New York 
City 
Kelly, F. B., Co., Inc., hiatienen: ae 
New York Export Purchasing Corporation, ‘ 
1 


Root Co., F. S., Boston 

Tolman Print, Brockton, Mass. . . 

University Electrotype Peamdrs, " Cam- 
ee eT a Sa 

Van Praag Co., New York City... - 
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Timely Easter 
OXFORDS 


Now In Stock 


X3326—Patent Colt, 
Goodyear Welt, 13-8 
Military Heel. Sizes 
21-2 to 8, A, B,C 
and D. 


$4.50 


X3327—Same in Ma- 
hogany Side. . ..$4.50 


X1761—Mahogany 
Calf Two-Eyelet Tie, 
Goodyear Welt, Lea- 
ther Louis Heel. Sizes 
ey to 8, A, B, Cand 


$5.00 


X3328—Black Vici, 
Goodyear Welt, 13-8 
Military Heel. Sizes 
ae to 8, B, C and 


$4.50 


X3329—Same in Gun 
$4.2 
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Parker Holmes & Company 
‘The House That Helps’’ 


BOSTON : : : : MASS. 


Tien ine el en uuiueliiilielniiel UM ie UU © LUIS LULL SLL bi Sabb CUNT 
- Entered as second-class mail at the Post Office at Boston, under the act of May 24, 1918 
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Made 


An Incident With a Moral 


A few days ago a shoe merchant, retailing in the past a great many shoes, 
told a manufacturer his story—business was poor—his stock very large. 
Inquiry developed his stock was principally shoes bought for Spring busi- 
ness more than a year ago. 

The manufacturer asked if he had time to look at a new shoe store near 
by. The man was amazed to learn that this new store, quite small, had 
sold one thousand pairs of women’s high-grade pumrs and oxfords dur- 
ing the preceding week. These shoes were sold in the regular way. No 
special sale but good value was given to the customer. 

The merchant looking in the windows saw only the newest and most 
attractive styles in women’s low shoes. He resolved to go home and 
buy some shces that would bring customers into his store this season. 
Moral—if you want to sell the shoes you already own, freshen up your 
stock with the newest and most attractive styles. You will then sell 
more pairs of your staple shoes. 

Our in-stock department is doing a wonderful business with the largest 
and most representative houses throughout the country. We feature 
the shoes that are wanted by your rarticular custon ers. 
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ay 3 Style 33 
Black Satin Chatham Pump Finest Dawn Gray Ooze Calf 


Ready to Ship Now Ready to Ship March 10th 


Of finest quality—low Louis heel, Two strap Meadowbrook pump, 


3% fini i pearl buttons, turn sole, 860 last, 
134 finish, 945 last, turn sole 51 wood Louis XV heel 


Price $7.50 Price $9.25 


HALLAHAN & SONS, Inc. 


Makers of High Grade Shoes for Women 
Washington Ave., 10th to 11th St., PHILADELPHIA 


New York Office Chicago Office 
rank D. Duncan Burton T Duncan 
34th St. and _ Broadway Great Northern Building 
Marbridge Building 
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Style 27 
Mahogany Russia Calf 
Ready to Ship Now 


Goodyear welt white stitched over- 
weight soles, 890 last, 134 military 
heel, straight tip with new center 
design and pinked edge. 

A very smart oxford. 


Price $7.00 


Style 26 
Madura Brown Glace Kid 
Ready to Ship March 10th 


‘Goodyear welt circular vamp whole 
quarter lace oxford, straight tip, 
905 last, 174 leather Cuban heel, 
fudge wheel edge, medium weight 


Sole. 
Price $7.75 


Made 


Style 8 
Madura Brown Glace Kid 
Ready to Ship March 10th 


Goodyear welt circular vamp imi- 
tation heel foxing lace oxford, 890 
last, 13 leather Cuban heel, 
straight tip with punch center, per- 
foration on vamp and eyelet stay, 
white Goodyear stitched, medium 


weight sole. 


Price $7.75 


Style 25 
The Chatham Pump 
Ready to Ship Now 


Of finest black satin, turn sole, 860 
last, 214 Louis XV heel. 


Price $7.50 








IN STOCK 
AS NOTED 


All Stock Shoes 
Sold Net Thirty 
Days 


The following schedule 
of sizes and _ widths 
carried in stock. 


AAA 414 to 8 

AA 344 to 8 

A3 to8 

B, C and D 2% to 8 


Hallahan-made shoes 
for women are famous 
for fineness of leather, 
skillful shoemaking and 
perfect fit. 
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Patent Leather Mary. Jane— 
McKay 


e— 
Patent a Mary Jan 6100-11 ae 2 = Bere #235 
FOOD —4 00 Gog. iis noc dees * 60 a et ere rere . 
ye IR eee AF 1.40 6102— 5 8 1.85 








3 W's For Spring 


Rubbers, overshoes, and heavy winter boots will soon be put 
aside, and the little folks will be running about in comfortable 
low cuts. For this purpose, no better styles than the 3 W's 
LENOX SHOES shown here can be found. They are In Stock 
for immediate shipment. Your order will be given prompt 


attention. 








8% to 11 run ee 
stock in spring eels Instep Strap, Patent Leather— 


Instep Strap, Patent Leather— 
Turn 6160—11}4 to 


7030—4 to 8... ieee eee i. 75 
DNF BOF 5 ia.v'c os be cte de 1.50 








Weimer, Wright & Watkin Co. 


Manufacturers 
35 S. SECOND ST. - - | PHILADELPHIA 
New York Salesrooms: Bush Terminal Sales Building, 42nd and Broadway 
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} “FOR THE RETAILER” ° 
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) / 
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ee ( 
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(2 e 
\ FOR MARCH 25th 
V DELIVERY i 
THE DORIS p 
No. 41—Tan Boarded Calf Two Strap, V 
Cuban Heel, Welt, Imitation Brogue. ea 
RAE i a a I ae $8.75 iS 
No. 43—As Above in Gray Buck Leath- 
er, Cuban. AAA-C............ $9.00 
Gray Buck One Strap, Light Welt, (5) 
Covered Louis. AAA-C. 
No. 28—High Louis............ $9.00 f 
No. 34—Baby Louis............ 9.00 
(3 



















Write for “Suggestions” of Sure Sellers 
for Spring—Endorsed by our Stores , 
~ and Agencies. 


(BS 


Co 






I. Miller & Sons 







1G 

(Incorporated) tu 

e One Carlton Avenue ; 
Brooklyn °° N.Y. 

Factory and Stock Dept. S 
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Here’s a better shoe for the 
little folk’s first walk -—just one 
of a complete line of flexible 
turns. This particular shoe, 
242, is a White Washable Kid 
with Pearl buttons and 
silk tassels. Sizes - 
to 5. 


Soles are velvet finish 
cut from best grade 
oak tan bends, Genu- 
ine leather counters, 
mock heels, twill lining, 
felt sock lining. Every 
shoe sample lasted. 


Send for In Stock Catalog 
of Flexible Turns and 
Spring Heel Turns, made 
in our own plant and sold 
to trade direct. 24-hour 
service on orders. 


Imperial Chilorens Shoe Corporation 


ROCHESTER, N.Y 


ai" 
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THESE MISSES’, GROWING GIRLS’ AND 
CHILDREN’S QUALITY WELTS IN 
STOCK FOR YOUR EASTER RUSH! 


Read these descriptions—notice the low prices and then order! 






VERY SNAPP Y—ORIGINAL DESIGN AN IDEAL SPRING MODEL ONE OF THE CLASSIEST SHOES OF 
Style. No. 506—Misses’ White Nubuck ping an Pag Se ree ae eg HE SEASON 

‘ ‘ . 3 ¥ ace Uxtor soot year elt, 6- eel. Style No. PB dey ok Girls’ White Nu- 

— Aare, Wing Tip: Goodyear Welt, 6-8 Sizes 114 to 2. Widths C and D. buck Wing Tip Brogue Oxford, Goodyear 

Ps NN 55a cin a Bit 050g ete dod $3.50 WUE AS Aohlas bib ig es 24 ine k Galea 83.25 Welt, 9-8 Heel. Sizes 214 to 7.., Widths, 

Style No. 504—Children’s Sizes, 8% to 11. Cane DD. . Piles: Fo. es ie $4.00 

Widths C and D. Spring Heel. Price $2.85 Style No. 501—Missés’ Sizes, 11% to 2. 

Style No. 521—Misszs’ No. 14 Genuine Widths C and D. 6-8 Heel. Price. .83.50 


Mahogany Calfskin Lace Oxford, Good- 
year Welt, 6-8 Heel. Sizes 11% to 2. 
Widths C and D. Price........... $3.25 
Style No. 522—Children’s Sizes, 84 to 11. 
Widths C and D. Price..... $2.90 





NO EASTER STOCK IS COMPLETE 
WITHOUT THIS NUMBER 
Style No. 613—Misses’ White Nubuck 
Pony Cut Lace Boot, Goodyear Welt, 6-8 
Heel. Sizes 11% to 2. Widths C and D. 
MUONS oF danie Noss de are seasons sn ned $3.65 
Style No. 614—Children’s Sizes, 8% to 11 
Widths C and D. Spring Heel. Price $3.15 


A FAVORITE EASTER STYLE 
Style No. 615—Misses’. Chrome Patent 
8%{ Foxed, White Nubuck. Top, Pony Cut 
Fees Boot, Goodyear Welt, 6-8 Heel. 
Sizes 11% to 2. Widtns C and D. 

Rn ee eh CREE $3.65 
Style No. 616—Children’s Sizes, 8% to 11. 
Widths C and D. Spring Heel. Price $3.15 




















as 


If you have not bought White Nu- EEE pe pai: Orders filled in rotation as received. 
bucks you cannot serve your cus- SS Tannen ML SOLD-IN 18 OR 36 PAIRS OF A 


tomers pro erl e Style No. 600—Growing Girls’ White Nu- T 
besa! buck 84-inch Lace Boot. Goodyear alt WIDTH. 

’ OL , wit ing Tip. Sizes 2% to 7. idths C an Pi ° 
We have anticipated the season D. No. 41 Last, 13-8 Cuban Heel. so |e he Styles are right—the quality 
tT ry ,. 7 7 rice Coe Cee eee ee esos eessesesesecs $4. . . °° 
THESE SHOES ARE ALL ON Style No. 505—Growing Girls’ ane Nu- beyond question—fitting qualities 


THE FLOOR READY FOR DE- bus, Qne Susp. Same Pattern as Style guaranteed. 





st as a 
T ! 2% to 7. Widths C and D. Price, . $4.00 js 
LIVERY RIGHT NOW! : Sesié No. S10—- Mahogany. Calfektn To have these shoes in your store 
: ons: ge ts No. 14. » as 505. Sizes 244 to 7. . : 
Order now. Quantity is limited. Wadthe Cre ot RS. Sizes 214 taf ~—-s establishes your supremacy. 


Here are the fundamentals of our shoes: 


Sole Leather Boxes—Sole Leather Counters—Flexible Leather Insoles—No. 1 Fine 8 Iron Oak Outsoles 
—the Best Upper Stock that can be bought—Superior Workmanship — in short, a line that will be a credit 
to your establishment. 


Ferms 5% 10 days F. O. B. Manchester, N. H. 


MANCHESTER SHOE CO. 


Manchester, N. H. 


MAKERS OF JUVENILE. FOOTWEAR GOODYEAR WELTS EXCLUSIVELY “FROM KINTER GARTEN TO CO-ED” 



































































FIFTY YEARS PRODUCING HONEST LEATHERS; 





‘Ohere is only. 
one VICT KID 


COhere mever 


has bee 
ay other“ 








PATENT 
“COLT 
KID 
SIDES 
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AYER TANNING CO. 


MANUFACTURERS OF 


CALF-KIPAND SIDES" 


BOARDED AND SMOOTH 
BLACKS AND COLORS 
CALF LININGS 
ELK SIDES-SPLITS 
BAG LEATHER. 











SHEEP SKINS CHROME SOLE 


COTTON FINDINGS 








1129 SOUTH STREE 


T, BOSTON, MASS. 
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Only 27% 


A REPRESENTATIVE Shoe Manufacturer has given us this figure as approximating the 


cost of the lining in proportion to the total cost of material entering into a shoe. 


The figure is high because it contemplates a lining seldom used in any but the most 
expensive shoes: while the balance of cost involves materials employed in making a good medium 
grade of men’s welt. 

Obviously, if the lining were less good, or the shoe of higher grade, or both, this percentage 
would come down with a bang. 


We use an extreme to point a moral. 


Answer THIS Question 


(and you needn’t be the cost-expert in a shoe factory to do it.) 

What is the percentage of importance of the lining, as compared with the other mater a!; 
entering into a shoe? 

As a matter of fact, there is no exact answer, but 234 per cent is so small by comparison that 
it can hardly be seen with a spy-glass. 


The value of a shoe depends absolutely upon the number of miles it will travel and deliver 
satisfactory service:—and a vital part of service lies in the capacity to stand repairs. 


A shoe cannot give satisfactory service if the lining is “shot to pieces’ :—and the lining is the 
one part of a shoe which can neither be replaced nor repaired. 


Isn’t it obvious that, viewed in this light, the percentage of importamce of the lining is very 
high: and that, by comparison, its first cost is insignificant? 


Ponder upon this: and then try to find some excuse for using an inefficient lining, no matter 
how low its price. It can’t be done. ; 


Efficiency in Shoe Linings 
can be obtained in but one way, viz:—by analyzing the character of wear to which they are sub- 
jected, and then building cloths to meet those particular conditions. 


Very few people realize how much more service can be obtained, or what economies effected, 
by building linings the right way. 

Most cloths used for the purpose are Shoe Linings, only by courtesy: for they have no special 
qualifications which fit them for the work they are to do. 


N 3 


“DOUBEETWILL | Gvazexo | TWIN-DRILL 


__ SHOE LINING | SHOE LINING | SHOE LINING | 





Here are cloths constructed to be shoe linings! 
Each has its special qualifications for this particular purpose. 


They cover, collectively, the whole range of shoemaking requirements: for the finest shoes will be improved in 
appearance as well as usefulness by being lined with “Doubletwill,” while the percentage of cost in proportion to 
importance is so ridiculously small on all of them that no shoe should be deprived of the practical value which one 
or another of these linings would impart because of their special fitness for this particular purpose. 


DOUBLETWILL AND WEAR WELL SHOE LININGS ARE SOLD ONLY BY W. H. HOLBROOK CO. 
Te eM Se LMM SMe en © 
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Largest Manufacturers in the World of 
Black Glazed Kid 


SURPASS LEATHER CO. 


FACTORY ° FACTORY 
Philadelphia, Pa. Gloversville, N. Y. 
SALES OFFICES 


New York Boston Philadelphia 
Cincinnati Chicago St.. Louis Loridon 


SURPASS LEATHER CORPORATION BOOTH & COMPANY (London), Ltd. 
Boston, Mass. London, Eng. 
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CORDOVANS 
Famous For Their Bright Finish 


They are “ Decidedly Thompson” in quality, 
From The Style Headquarters 


\A 


No. S-630 No. S-640 


Brown Cord. Ox., Admiral Wine Cord. Wing Tip Ox., 
Last. Widths AA-D. Vandyke Last. Widths 


Code Word—NAT = 
Price $8.00 Code Word—NEW 
Price $8.50 








[HOMPSON BROS . SHOE © 


FINE SHOEMAKERS 


BROCKTON 
MASS. 
U.S-A 


NEW YORK BOSTON CHICAGO 
930 Marbridge Building 207 Essex Street 35 Dearborn Street 


Address all communications to Brockton (Campello), Mass. 
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IN STOCK 


Send for Catalogue 


Stock No. 39—Civilian “Rite-Easy.”’ 
Pin Goodyear welt flexible. K. B. pat- 
No. 40 ‘ ented innersole. Havana brown kid. 
z Panama last. Single sole. Goodyear 
Wingfoot rubber heel. 3-4-5 wide. 


Stock No. 40—Civilian “Rite-Easy.” 
Goodyear Welt Flexible. K. B. pat- 
ented innersole. Black kid whole 
quarter blucher. Clyde last. Single 
sole. Goodyear Wingfoot rubber heel. 
3-4-5 wide. 


Stock No. 42—Civilian “Rite-Easy.” 
Goodyear welt flexible. K. B. pat- 
ented innersole. Black kid bal. Royal 
last. Single sole. Goodyear Wingfoot 
rubber heel. 3-4-5 wide. 


CIVILIAN SHOE COMPANY 


WARD HILL, MASS. 
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—— ahes Potter Shoes Still Betfer— 
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The Following 
Shades Are Most : 
ER CITY~ 










In Demand 
MIDNIGHT BLUE No. 14 : o 





BELGIAN BLUE No. 21 : 
MAPLE BROWN No. 12 2 


BOOZIE BLUE No. 38 ° 






HAVANA BROWN No. 10 





LIGHT BROWN No. 8 





BEAUTY BROWN No. 5 


: Scr ontaut spe : SCHERER'S KID adds 
TERRA COTTA No. 3 value to the shoe that’s 


BRONZE No. 34 : made of it—a value your cus- 


@eeceseetcesseseutesd be 






















WINE No. 6 tomer can see. 






There’s no surer way to make 
your shoes prove their worth 
than to clothe them m Scherer’s 
Kid. 





eeeeeeee 
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| Oscar Scherer & Bro. Inc. 


29 SPRUCE STREET, N. Y. 
FACTORY NEWARK, N. J. 


2 >>>>->-> 
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Originators of and Leaders in Fancy Colored Kid 
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An Arch-Lift that is 


based on an entirely 
new principle -:- -:- 


The Federal Arch-Lift is a product resulting from years 
of study and experiment. -It corrects fallen arches and 
foot troubles by assisting nature to perform the cure. 


It is a remarkable invention—one that will bring grati- 
fying results to the shoe merchant featuring it—in pleased 
customers and in profits. 
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It has effected wonderful cures of which we have the 
records. Write us today for our booklet telling the full 
story of the Federal Arch-Lift. We will send you also 
convincing evidence of the good the Arch-Lift has done. 
Make the slight effort of writing us and find how you 
can revolutionize your foot-trouble business. 


Pee dors 
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“The Lift that supports.” 
Takes the weight from the 
Arch to the Achilles tendon. 


NO METAL——NO RUBBER—— NO LEATHER 














FEDERAL ARCH-LIFT MFG. CO. 


168 DARTMOUTH ST. BOSTON, MASS. 








Here’s Another Watson 





Accurate in fit, correct in style for 
tomorrow. 


Week by week new Watson mod- 
els are being shown the trade and 
accepted as representative of 
fashion's taste. 


You can depend upon Watson's 
style vision. 


Samples and quotations furnished 
on request. 


spies 


VatsonShoe Company — 


FINE WELTS EXCLUSIVELY 
MASSACHUSETTS © 
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REPCO 
Makes Shoes Look 


New 


Repco is a liquid enamel used in the 
repair shop and in the home for renew- 
ing sole edges and heels. It is easily 


applied with the special brush pro- 
vided with each bottle. 
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Repco does not rub off easily—the 
newness lasts. ‘It doesn’t soil the 
clothes. Repco contains no varnish, 
shellac or other gummy substances. 


ewig 
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Repco is made in all the fashionable 
colors—white, ivory, champagne, light 
gray, dark gray and Havana brown. 


This is the season for large sales of 
Repco. Better order a stock of it 


today. 


RUNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 


BRANCHES 


Auburn, Maine Johnson City, N. Y. New York, N. Y. 
Brockton, Mass. Lynn, Mass. Philadelphia 
Chicago, [1l. arlboro, Mass. Rochester, N. Y. 
Cincinnati, O. Milwaukee, Wis. San Francis¢o 
Haverhill, Mass. New Orleans, La. St. Louis, Mo. 

J. K. Krieg Co., New York 
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The House of Live Wires 


STYLE **PEP”’ ORIGINALITY 





BE A LIVE WIRE AND BUY LIVE WIRES 


SUSANNE 


























SHOES THAT ARE DIFFERENT 


No. 6017—Gray Suede, Covered LXV Heel, AA/C 
Yo. 6018—Brown Suede, Covered LXV Heel, AA/C 


A COMPLETE._LINE OF WOMEN’S NOVELTIES 
IN-STOCK 


MLE 
SS: SAY QA Y/W dt 


EECKER SHOE a 
HE LIVE E WIRE HO OUSE= 
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Stylists 
Originators and Creators 


148-150 DUANE ST., NEW YORK CITY 


BOSTON OFFICE 111 LINCOLN STREET D. P. GALLAGHER, Rep. 
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The Beauty of the Toe 


— Preserve it with a — 


Vutco-Unir 


Box Tor 


Sold only by 


BECKWITH MANUFACTURING CO. 


108 Lincoln Street, Boston, Mass. 


AGENTS 


G. W. KIBBY & CO. OSCAR F. WRIGHT & CO. GEO. A. SPRINGMEIER CO. 


Chicago, Il. St. Louis, Mo. Cincinnati, Ohio 
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BEACON j\¥ 


THERE ARE NO BETTER 


SHOES 


INTRODUCING THE 
BEACON SHOES 
FOR WOMEN 


RIGHT PRICES! PROMPT DELIVERIES! 
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Style B4203—Trixie Style B4005—Trixie 3e 
Last. Brown Kid Last. Black Kid Ox- = =) 
ford. 14-8 Cuban et 


Oxford. 14-8 Cuban 


Heel. Price. . . $4.50 Heel. Price. . . $4.25 


























Read the’ de- 
scriptions and 
prices on these 
snappy clean- 
cut styies — 
then order! 
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Style B4705—Fairy Last. 
Brown Kid Parisian One 
Strap. Pearl Buttons to 


Style B4704—Prom Last. 
Brown Kid Parisian One 


ae ON aT 
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Strap. Pearl Buttons to 

match. 14-8 Cuban Heel. match. 17-8 Leather Louis 

Pes 65. LE et $4.20 Heel. Price.........$4.20 = 
F. M. HOYT SHOE CO., Manchester, N. H. = 


STOCK DEPARTMENTS LOCATED AT 


Manchester 
New Hampshire 














18 South Wells St. 
Chicago,. [J 
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WORD OF MOUTH ADVERTISING 
That’s what counts | 


One satisfied customer not only comes to you again—but that 
satisfied customer spreads the news—and new customers result. 
That is what lies back of the increasing popularity of STERLING 
SHINY LEATHERS. 


The wise retailer profits by this word of mouth Advertising— 
profits by the insistent demand for the superfine quality—the 
permanent finish and the comfort that are combined in shoes 
made of STERLING SHINY LEATHERS. 


Sterliiq Golt Sterliig Kid B 


“ > PS 
BRISTOL PATENT LEATHER CO., BOSTON, MASSACHUSETTS | 
Tscieniauiminiiianeesiiaiiiiiind = adiiieial 
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The Mesut n 


G YAn ottractive dite missle in 

| vorious es ot leathess 
am in white reign~ 

» kin with either gun metal 
SSS a or ton calf” trimmings — 


MOORE- /HAFER’ 
“AAIOE° MFG ° CO’ 
BROCKPORT. N.Y. U.4A. 


NEW YORK OFFICE: 6O8 MARBRIDGE BLOG., BROADWAY AT 34tb ST. 
JACK E. JESTER, MGR 
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Ea aaAN ROYAL meets every demand of the most exact- 
ing purchaser of the best Colored Chrome Calf Leather. 
=| The various rich, enduring shades it is made in, and 

the strong grain and smooth, mellow texture of this leather, 

give distinction to the best shoes for men and women. 
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American Hide & Leather Company 


NEW YORK BOSTON CHICAGO 
ST. LOUIS ROCHESTER CINCINNATI 
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ONE STRAP 
















: oc ee Brown Suede 2190 Black Suede Trimmed with Black 
6 calf tip and strap. 
: : MES a. ao". .s) sees Black Suede 2191 Brown Suede trimmed with Brown 
HW Kid tip and strap. 
HE Ae ae Grey Suede 2192. Grey Suede trimmed with Grey 
i. P Kid tip and strap. 
we: AA to C AA to C 
HY | $7.00 $7.00 
'@y: 18-8 Full Louis Covered Heels 


In Stock for Immediate Shipment 


We would advise you to send for sizes at once rather than wait to 


see sample pairs, as the time is so limited now before Easter. 


Order your sizes New and Have them for Easter Business. 














W.T.HOLMES COMPANY 


, ' EXCLUSIVELY LADIES SHOES 
15 NO.FOURTH STREET «+ + PHILADELPHIA 
























a DO You KNOW THAT-~ 


SUEDES in BLACK, BROWN and GREY SOS OSIOIL OL OSOIOS x 
are the best selling low shoes for this Season | 

















T 


KI! 


institution. 


VICI means FOERDERER and 


one 


ICI and FOERDERER are 
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IS ONLY ONE VICI 
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Remember this when you- say 
“Use Vici in my orders.” 


There is only one Vici Kid. 


There never has been any other. 


The sole producer of Vici is 


Robert H. Foerderer, Inc. 


Sole Producers of Vici Kid 
Philadelphia - +- - = Pennsylvania 





THERE NEVER HAS BEEN ANY OTHER — 


me 
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WHO SAID, “BUYERS’ MARKET” 
—WE’VE GOT TO BUILD AGAIN 


old market—nothing matters if you’ve 

got something the other fellow can turn 
into more cash for himself. It’s a real load 
off our chest to prove so unquestionably our 
persistent assertion that this particular pro- 
duction can outsell any other in its grades— 
in double-quick time. 


Be ate market, sellers’ market, any 


Building another addition to one of our two 
big factories toots our horn louder than any 
professional writer could hope to do it. We 
needed more shoes to keep some of our oldest 
friends from being left out in the cold. Here 
are facts. 


URING the time that most of the in- 
D dustry was at a standstill, we were 

busy, never stopping for lack of work. 
Early this January our factory division was 


sold up four months ahead. We refused 
orders by the thousand pairs. 


In February our stock service, scheduled to 
last for months longer, began to feel the 
pressure of demands. Fearing to wait for 
the emergency when business would take its 
full upward swing, we began to build at once. 
You merchants who will place fall orders 
soon, think hard—ask yourself if our travel- 
ers deserve a hearing. May we make an ap- 
pointment now? 


ONE OF THE FEW LARGEST OUTPUTS NOW 
INCREASED BY 1200 PAIRS A DAY 


























68 


No. 738 


FRENCHY 


TONEYs#RED 
CALF 
A to D; 6 to 10 


——— 





IN STOCK 


Rush supplies from Brockton 
permit us to continue good 
service. Here are two good 
sellers which we can deliver. 
We'll gladly send samples of 
these or others—prepaid to 
new accounts. 











“ iamend 





IN STOCK 
Our complete summer catalog 
will be issued March 20. For 
the time being, information 
on stock numbers is furnished 
by illustrated folders and spe- 
cial lists. Write us. 











No. 84% 
ADMIRAL 
KOKO SIDE 
C, D; 6 to 10 


Shoe Ce 





196 CHURCH ST., 
TWO FACTORIES - 


NEW YORK CITY 


BROCKTON, MASS. 
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FIREFLY 


A Strap Walking Shoe. Timely in 
Kids, Suedes, Whites and our new 
shade of Russia Calf. Also made in 
Two Buttons. 


THE 
DAYTONA 


A One Strap of Rialto. Excellence. 
Good in all leathers and styles. 


e; THe 


EUREKA 


Better than ever in Brown Kid, White 
Kid, White Buck and Russia Calf. 


TREE OSU e Be ee TN 


In sued:s and combinations 
RIALTOS stood supreme. 
Our brand new white creations 

Will do the same when seen. 


Once again Rialto is ready to 
produce the right shoes at the 
right time. 


White Footwear, styled differ- 
ently, and made to create de- 
mand upon presentation, is 
our immediate objective. 


We want to go on record as 
saying that Rialto WHITE 
Footwear is being made to up- 
hold the thoroughness in qual- 
ity, individuality, cleanliness 
and salability which has al- 
ways been synonymous with 


the name RIALTO. 


Rialto Shoes— 
Good-All-Ways 


NEWPORT 


Typically Rialto in design. Good in 
White Kid with Brown Kid Ycke, 
Gray Suede and Black Yoke, etc. 


A new Blucher Ball Strap; diferent 


from the usual. In Calf, White Buck, 


Tan and White, etc: 


HE 
KERNWOOD 
A new model. Effective in Calf and 


White, White Buck and Patent and 
Solid Colors. 


RIALTO SHOE COMPANY 


FACTORY, LYNN, MASS., 26 OXFORD ST. 
BOSTON OFFICE , 215 ESSEX ST. 








Peet a Bes Sao the ge 
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‘‘Lawrence Leathers are Reliable Leathers’’ 





LLL A EE NE SL <A > <9 eee «eae ¢ 


t. U N M E T A L We are the originators and sole 

: producers of Gun Metal—that line 

Calf and Sides so universally known and so uni- 
versally popular. 















D U R O C A L F A bright finish boarded calfskin of 
the same high standard as Gun 
; Metal. Much in demand for its 

distinguishing character of finish. 








WEILDA CALF aif (esther: The last word in 


beauty of coloring and finish. 


That f uede side leath 
N-U BUC Bh Sw tees. 


where—standing alone in its class. 


Th f long, d 
B LACK D IAMOND sa Decadintien ho erodes ; 
Chrome Patent oer leather of maximum intrinsic 
value. 
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A. C. Lawrenc 


161 South Stra 


















New York Chicago — St. Louis ff 
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Color 3—CherryRed 
DURO CALF 


A Live Leather---A Live Color 
A Live Seller — 


CD OEP 0 ADO 6D DRO Cee) ee > ame > 


The color most in demand for men’s shoes—coupled 
with Lawrence reliable quality. 


; 
i 
i 
! 
| 
! 
| 
! 
| 


A bright boarded finish—a deep, rich color that has 


made increasing friends year by year. 


Be sure to have a line of Color 3 Duro shoes the com- 
ing season. You'll find them volume sellers. 


—want a sample? 








sather Co. 


moston, Mass. 








Cincinnati Rochester Philadelphia 
HOON DUAQGQQNONAOOOUUEOUUOOOGOSOQQQNNUEUEOOROGAAUEOOEOOOUAGGGSOOQONNU00UFOUOOOOOOOQOOOROOOOOOUOOGOOOONOOGNOO}DOUOOOOOOOOOOREOREROOOOOOOGOOOOOOUELOOUUOAAT=E : | 
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ANOTHER BIG CASH PURCHASE 
by ROSENBERG 


“The King of Jobs’’ 


A BIG WHOLESALE STOCK comprising 
Men’s, Women’s and Children’s Shoes of 
all kinds — 


SACRIFICED THROUGH PRESSING 
NEED OF CASH 


We bought it outright at prices which. enable 
us to offer our customers — 


SENSATIONAL SAVINGS 


Space will not permit our showing more than a 
few typical numbers which appear herewith. 


We advise you to write at once for samples of 
what you need now. 


is. ROSENBERG & SON 


140 ESSEX ST. m mee BOSTON, MASS. 





¢ 20 | 
G | 
Men’s Black Veal Bal. | 
McKay English Last, | 
Good inner and outer ' 
soles. 48 pair lots 
only. Sizes 6-11. | 


nw aemet Seige Simard hay 
nS ee ee - 





Terms Net 30 Days 
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‘0-0-0 I'm glad you've 
got em!” 









Last No. 95, one strap, English toe, in misses’ run, 
low heel, plain tip, single sole, fudged edge. In stock 
in D width only 









Stock No. 105—Patent leather, No. 95 last (shown), 
English toe, 114% to 2, D width..-.....6...... $2.40 
Stock No. 107—Black kid, No. 95 last (shown), Ene. 
Maks Gene. 17 96 00 2c RP WOE has Sas ocaewta se $2.1 

Stock No. 104— ae leather, No. 97 last, broad 
toe; 836 40 41SE Widthan 555 5 eke ices $2.00: 


Stock No. 106—Black kid, No. 97 last. broad toe, 
B56 20 Pie Be WHR o.oo ha han caine . $1.86 
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Seasonable Shoes 


at. 
Reasonable Prices 










PRE RE Ne moe 


THIS NUMBER MAKES RETAILERS GLAD 
THEY HAVE GOT 'EM IN STOCK 


The full line of SUKRAF;. shoes keeps guesswork on _ stock 
requirements down to a minimum. Money is made picking active 
“sure shot’ sellers and here's where GHUKRAFI, Shoes ‘fill the bill.” 
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C&S Jhoe Co- 


Columbus O 
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The insistent demand for this 
suede finished cabretta induced 
us to multiply the production of 


LEVOR BUCK 


in the prevailing popular shades. 
2 


Grey and Brown 


now ready for 


Immediate Delivery 


G ae oe of camara Bee, 


wey! 1 XOne MILWAUKEE 
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LATEST COLONIAL 


HAVE IT MADE UP AS YOU'D LIKE 
IT IN GRAY SUEDE, RUSSIA CALF, 
BROWN KID, WHITE KID OR 
WHITE POLAR CLOTH “ 


A BEAUTY IN ANY MATERIAL 


Orders are being booked now for our best delivery date which 
is May Ist. If your order is not already in, do not delay 
sending it forward. This shoe is your big bet for early summer 
selling. Has the style that attracts trade and the shoemaking 
that holds it. A turn? Certainly! We specialize on turns: 
that's how we make “every shoe a business builder.” 


HOPKINS & ELLIS 
HAVERHILL, MASS. 


BOSTON OFFICE, 108 LINCOLN STREET 


SOA NC CALNE 


OSTA NEYr Grecentetsresererren ' RY Ae Wo SPURT, : 
. " la POE eee PETS a eI ees 
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RDERS from retail merchants for shoes to be de- 

livered and sold after Easter continue to hold the 
attention of the manufacturing and wholesaling ends 
of the Industry. 


To the manufacturers of women’s and children’s shoes 
and men’s slippers in Lynn the subject is doubly in- 
teresting because of the importance of Lynn’s position 
in the world of footwear. We have an unusually broad 
vision over the Trade, and we believe we understand 
its movements and tendencies in this extraordinary 
period. 
Retail distributors of shoes must be credited with 
knowing how best to handle their business. But 
we at the production source must likewise be ex- 
‘pected to study our own conditions and make 
them harmonize, so far as possible, with condi- 
tions in the retail outlets. 


ALLEN, GOLLER, LEIGHTON Co. BarTLETT—-SoMERS Co. 
Burpett SHOE Co. Corter SHoE Co. 
A. Fisner & Son Grecory & Reap Co. 








HENNESSEY 
_ MAXWELL & . I 
A Wwurre puck weurs | 


”, 
% 
BLISHED 1865 Y : for GROWING GIRLS. 
ee uILDREN 
> 
x YEARS. 
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4 P.J. 
7 | HARNEY 
Spay SHOE CO. 
| Fie Shocsvu 
i = ¥ Order & 
a & 5h 
: ; \ 


qhother of Amevi 
“il Shoemahti 


Our advice to retailers 1s, again, that they permit nothing 
but actual facts about their store stocks and finances to 
prevent their ordering immediately the new shoes to be 


sold by them between Easter and June 1. 


It is morally certain that store merchants and their 
buyers who delay their orders only because of present 
price conditions will merely help produce after Easter 
a congestion in good shoe factories like that which the 
pre-Easter demand has occasioned. 


As usual, Lynn manufacturers will continue to render 
their customers the best service possible, and they sug- 
gest that retailers render a similar co-operation. 


P. J. Harney SHor Co. Hennessey, Maxwett & HENNEsSEY 
G. W. Herrick SHor Co. T. J. Kiery & Company 
Watson SHOE CoMPpANY Wiuiiams, CiarK & Co. 


ae & LITTLE FOLKS % 
COMPANY BURDETT SHOE CO 


Makers o, 
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The white season is starting and you should 
see a sample of this beautiful Jeather—a 
genuine soft hairskin cabretta, full chrome 
tanned, washable and durable. Also gray 
— brown suede cabretta and white sheep-. 
skin. 

For women’s high grade boots, pumps and 
slippers. 

Smooth finish calf leather in black and the popular 
brown and mahogany shades. Side leather, black 
and colors, kid, glove and patent side leathers. 


All are Thistle Brand Leathers. 


J. A. MacDonald Leather Co. 


21 Lincoln Street, Boston, Mass. 
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The Stetson Mark 


Certainty of Value 


UT of the reconstruction 

period has come a pro- 

nounced public demand 
for certainty of value. 


More people than ever have 
learned the economy of buying 
shoes of the best grade. They 
are ready to pay more for them 
if they are sure of what they are 
buying. 

For 36 years the STETSON 
MARK has meant certainty of 
value—the sign of the most 
nearly perfect shoe craftsman- 
ship possible. 


DEPT. 5, the Stetson Stock 
Department, is attracting wide- 
spread dealer interest. Many 


HX 
f 
f 
: 


BOSTON 


Ne Sn Se a Fn ee ee eee Sst 


retailers are relying upon it to 
keep their investments low. Its 
prompt shipments save many 
sales. f. 


In fact there has never betore 
been a period when STETSON 
SHOES and DEPT. 5 were more 
logically dovetailed into the mer- 
chandising needs of the trade 
and the times. 


9° °) ° ° ° 


The Stetson Line of Women’s 
Tailored Boots is especially at- 
tractive this Spring because of 
the addition to DEPT. 5 of a 
Black and a Brown Kid Oxford 
on the famous Miss Hawes Last. 
There have also been three new 
lasts added to the general line. 


For a complete viewpoint of STETSON SHOES for Spring 
ask for the latest volume of our STOCK BOOK 


THE STETSON SHOE COMPANY 


INCORPORATED 
SOUTH WEYMOUTH, 90, MASS. 


NEW YORK 
J Bush Sales Bldg. 
Little Bldg. 130 West 42nd Street 


ST. LOUIS 
210 Victoria Building 
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A New Color for Spring 


’ 
PVP dEFPH PVP ED 


PP PPEP PIO DOD ED, 


MAMA AA0a 


Murs. Harding Blue 


is now available in 


“Onyx” » Hi oslery 


ROG HP CVI, 


BASLE Pe) 


"vy Ovineere cent 


This shade, personally selected by the wife of the new Presi- 
dent, will make its first hosiery appearance in “ONYX,” through 
the courtesy of H. R. Mallinson & Co., from whose color line it 
was chosen. 

We are prepared to deliver a limited amount of,silkJhosiery 
in this color in two grades. 

No. 100—Lisle a ao and Sole... /... Ob 
No. 350—All Silk. . MOTIVE SEO SS 


Orders will be filled in rotation as received. 


Emery 6 Beers Company, inc 


DEPARTMENT P 
BROADWAY AT 24th STREET, NEW YORK 


Boston Buffalo San Francisco 


Shee eatas 


seats 


ete tenes 
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“hicayo Philadelphia 
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“Skippers” “Skippers” ‘“‘Skippers”’ “Skippers” “Skippers” 





“Skippers” 








“SKIPPERS 


Not Only is My Style Individual, but | am Packed in 


Skippers 




























3 a Carton that the Kiddies Will Find Interesting and 
3 Instructive 
HERE I AM CARTON AND ALL 
3 JACK and i Cpa sie al 
7 Went up the Hill hha, 
{ To fetch a pal of 44 : = x 


water, sxe be 
Jack fell down and x ey ts 4 , 


| broke his crown, i? Se 











Jaca EEEEENEemenEnnneennaeanueee ZLIB 




















And fillcametumb- egies 


“Skippers” 


Latle Boy Bloc 
Come blow yout bom, 


“Thesheep aré ithe meado 





Where is the litte boy 
Who tends the sheep > 
Behind the hay etack— 





“Skippers” 
























































< — f 
‘= Patent Applied For 
I AM MADE OF FINEST I can now be or- LOOK FOR MY AGENTS, 
FELT MATERIAL. My dered for future . OR I CAN BE SENT TO 
e, Sole is of Heavy Chrome. delivery. YOU BY MAIL. 
D 
q “| THANK YOU” 
7a 
j 66é bP 
Infants, |to 5Inclusive - SKIPPERS 
; Child’s, 6tol0 . “ Made Exclusively by 
x. Misses’, .11 to2 
= ; PEDERAL OVERGAITER CO. 
= Prices Guaranteed for Full Year 16-18-20 E. 12th Street 
* Jobbers’ Distribution Solicited New York, N. Y, 





“Skippers” “Skippers” “Skippers” “‘Skippers” 





“Skippers” 


“Skippers” 
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In Colonial days, when cod- 
fish was legal tender for the 
payment of debt, New England 
laid the foundation for a sea- 
food trade even then extending 
overseas. That trade has ex- 
panded steadily. Hundreds of 
tons of fish and fish prepara- 
tions are now shipped .each 
week to foreign and domestic 
markets. Boston is the largest 
fishing port in the country, with 
Gloucester pressing for a close 
second. 


New England’s contribution 
to the nation’s table also in- 
cludes shipments of cereals, 
grain products, fruits and vege- 
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New England: contributes to the world’s table 


tables. This territory raises 
more field corn to the acre than 
the Middle Western States. 
Fine-textured berries, apples, 
potatoes and onions from the 
many well-favored localities are 
in strong demand in nearby and 
distant cities. 


The National Shawmut Bank 
has been participating actively 
in the upbuilding of New Eng- 
land food industries for more 
than 85 years. We are firmly 
established in the confidence of 
these industries— well situated 
to act as an intermediary in any 
transaction in which we can be 
of service. 


THE NATIONAL SHAWMUT BANK of BOSTON 


Resources far exceed $200,000,000 
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We use none other than 
the following high stand- 
ard calf and kid leathers: 


Sample 5010 
CALF 


DUKE LAST 
. aS ! GALLUN’S- 
J. S. Barnet’s Ace Calf, LAWRENCE’S 


6 iron grain solid inner pelos 
. 8. NET’S 
sole, selected 10 iron oak J. S. BARNET 
KID 


outersole, Wingfoot rubber 


heel. Genuine Vici Kid 


Made only by 
FOERDERER 











Trade Mark Registered 

















One Strap Sandal 


Pilgrim gray suede sides with full patent leath- 
er trimming. Perforated all around. Car- 
ries 14-8 Junior Louis heel. This is another 
striking pattern for various combinations and 


colors 


‘Kimball and Sherman Quality’ 


KIMBALL & SHERMAN 


HAVERHILL , MASS. 
BOSTON OFFICE , RICE BLDG, 10 HIGH ST, ROOM 701. 


8S 
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WHITE DIAMOND 


IN WHITE, BROWN, GRAY, BLACK, PALM BEACH AND SHADES 

























REASONS WHY 
White Diamond 


IS EASY TO 


SELL 








It cleans instead of 
covering 








THE ON 


YY 
WATERPROOF . shoe to shrink, crack 
WHITE SHOE or change color 


9 It does not cause a 


CLEANER 





3 It’s waterproof 


It cleans Canvas, 
4 Nubuck, Linen, Kid 
and Suede Leathers 
Write For Samples ‘ . 
TODAY 5 Its users number 
more than 
Half a Million 





MILLER WALKER LABORATORIES - 


DETROIT pac ey ave. aT cass MICHIGAN 
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Baby Louis~ Cubans and High Louis 
popular one and two-strap models. 


-In_ the 
We are 


making quantities of these novelties and all orders 
will be filled in the order they are received. 


Suede Two-Strap on the Broadway 
Last 

No. 762—Black Suede Two-Strap, Good- 
year Welt, 13-8 Cuban | $5.50 
No. 763—Brown Suede Two-Strap, Good- 
year Welt, 13-8 Cuban Hecl $5.50 
No. 764—Gray Suede, Welt, 13-8 Cuban 

1 $5.50 


One Strap. Made with Single Sole to 
imitate a Turn, and with a Covered 16-8 
Full LXV Heel, 5th Ave. Last 


No. 635—Patent Vamp Levor Gray Suede 
Quarter . $5.00 
No. 836—Patent Vamp Black Satin B35 
ter. ; 

No. 637—Patent Vamp Grav Kid ae 
ter . -$5.00 
No. 638—Tan Calf. . ioral iy ca 


Widths A to D 








READY TO 
SHIP 
APRIL Ist 


ORDER 
AT ONCE 


OUR CATALOG 
SHOWS MANY 
OTHER 
WANTED 
STYLES 


ASK FOR IT 








Kid and Suede Two-Strap, Broadway 
Last 


No. 616—Black Kid Two-Strap, 

Sole, Covered Full Baby Louis Heel.. 
No. 617—Brown Kid*Two-Strap, Single 
Sole, Covered Full Baby Louis eel..$5.75 
No. 618—Black Suede Two-Strap, Single 
Sole, Covered Full Baby Louis Heel..$6.00 
No. 619—Brown Suede Two-Strap, Single 
Sole, Covered Full Baby Louis Heel $6.00 

Widths Ato D 


Single 
50 


Perforated Two-Strap, Broadway Last, 
Goodyear Welt, 13-8 Cuban Heel 


No. 765—Black Kid with Dull Calf Straps 
75 
No. 766—Cocoa Calf with Cocoa ‘Cal 
Straps... . $4. 
“Widths AA to ca Yas 


Thomson-Crooker Shoe Co. 


18 Station Street :: 


Boston 20, Mass. 
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AND SHOE 


STYLE NO. 461 


BOOT 
S 


Widths A-D 


Tan Russia 


Barnet. 
Price $5.00 


Order by Number 


Goodyear Welt 
12-8 Heel ; 
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Widths A-B-C-D 


Ball Strap Oxford 


23 


lion Last 


ide 





Manufactured by 


PIEKENBROCK & SONS 


F 
ril 


C 
Price $ 5 


Mahogany 


Single Sole 
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' The Vassar---Model 700---In Stock 


Ladies’ “Glove Grip” Circular Oxford. Tobasco 
Brown Kid, Imitation StraightTip. 15-8 Cuban 
Heel. ‘Sizes AAA and AA, 4 to 9; A, 31% to 9; 
B and C, 214 to 8, 


Price, $6.75 


\ / Twenty Numbers for Men and Eleven’ for 
Women In Stock. Write for Style Catalogue 


Pride of possession is something valuable to every retailer of shoes. 
Are you cultivating it? Merchandising shoes without due regard to what | 
the customer thinks after a purchase is made, is dangerous practice. We | 
have taken this fact into consideration in making ‘Glove Grip” shoes and | 
can promise a most attractive proposition to merchants seriously intent 
on making their business a’ big producer. Men and women put on ‘‘Glove 
Grip”’ shoes and go about in them with utmost ease. This special patented 
feature adapts them perfectly to the feet without the discomfort of 
“breaking in.” That’s why the pride of possession finds. expression in 


The Speed---Model 454---In Stock : 
: a desire of wearers to boost your game. 


“Glove Grip” Circular Oxford. Gallun’s No. 4 
Calf, Custom Half O’Sullivan Heel. Sizes 


Sendo Sie" AA-B, 6 to Li; M. N. ARNOLD SHOE COMPANY 
Price, $7.45 - NORTH ABINGTON MASSACHUSETTS | 











President Hardin 


and 
His Cabinet 


Do you realize what the inauguration 
of Warren G. Harding as President of 
the United States and the approval of 
his selection of Cabinet officers means 
to the retail shoe trade? 


Do you realize the stabilizing effect on 
business in general that the occupancy 
of executive federal positions by these 
competent gentlemen means? 


To us it means the resumption of business 
confidence, the return of safe and sane standards 
and an appreciation of this country’s command- 
ing position among the peoples of the world. 


Rice & Hutchins, Inc. 
10 High St., Boston, U. S. A. 





